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Top Cars 


New-car registrations .for five 


months: 
1960 1959 
Pos. Make Pos. 
1— 726,387 Chev. 611,041— 1 
2— 608,010 Ford 594,678— 2 
3— 195,288 Plym. 155,243— 5 
4— 178,074 Rambler 140,391— 6 
5— 172,623 Pontiac 163,467— 3 
6— 155,135 Dodge 57,264—10 
7— 149,894 Olds. 160,307— 4 
8— 113,341 Buick 113,608— 7 
9— 68,684 Mercury 63,652— 9 
10— 64,522 Cadillac 64,065— 8 
1l— 49,405 Stude. 56,396—11 
12-- Comet os... 
13— 34162 Chrysler 25,499—12 
14— 12,711 DeSoto 18,724—13 
15— 10,401 Lincoln 13,032—14 
16— 7,061 Imperial 7,586—15 
231,974 Misc. 256,925 
Total Al Makes 
2,815,305 2,501,878 


Further details on Page 38. 





By Martin L. Whitmyer 
Staff Writer 

MERICAN car manufacturers 

recorded their second highest 
first-half output in history during 
the first six months of this year, 
but only four makes were able to 
show percent-of-industry gains over 
the similar period of 1959. 

Tops among the percentage 
gainers and setting an alltime 


Action on Pay Bill 
Hailed by NADA 


But Error Dims 
Dealer Victory 


By William Ullman 
Washington Bureau Chief 

HE National Automobile Deal- 

ers Assn, was jubilant—and 
with good reason—over the House- 

approved minimum-wage bill. 

A coalition of Republicans and 
Southern Democrats, by a mar- 
gin of only eight votes, managed 
to substitute a mild bill for the 
strong version opposed by the 
new-car dealer association, 

A few minutes later, the House 
approved the substitute measure by 
a vote of 341 to 72, 

The bill was introduced by Reps. 
William H, Ayres, Ohio Republican, 
and Paul A. Kitchin, North Caro- 
lina Democrat, 

Its passage represents a stunning 
defeat for organized labor, since it 
would extend coverage to only 1.4 
million additional workers—all in 
retail] chain stores—and would in- 
crease the $l-an-hour minimum 
wage to only $1.15. 

The defeated measure, authored 
by Rep. James Roosevelt, California 
Democrat, would have upped the 
minimum wage to $1.25 and extend- 
ed coverage to 3.5 million more em- 
ployes. 

+ + a 
ADA was quick to claim that its 
last-minute drive to encourage 
dealers to wire their congressmen 
paid off. There appeared to be a 
good deal of justice to NADA’s 
claim, since chances of keeping 
most dealers exempt from provision 
of the law had looked pretty slim 

a couple of weeks ago. 

Things looked even brighter 
for dealers as word came that 
Senate Majority Leader Lyndon 

(Continued on Page 45, Col, 1) 
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Fierce Competitive Clash Feared... 


Market Braces for Compact Storm 


By Robert M. Lienert 


Associate Editor 


HEN the ’61s arrive with a line 

of compacts for every dealer 
(except Cadillac) the new-car re- 
tail industry will plunge headlong 
into the fiercest competitive strug- 
gle it has ever known. 

For the first time in history, all 
dealers to a certain extent will 
be competing in the same price 
class, with the compact car as 
common denominator. 

The industry views this prospect 
with mixed emotions. 
* * * 

SOME dealers and factory execu- 
tives are not satisfied that the 


Only 4 Makes Hike Shares 
Of First-Half Production 


high for first-half assemblies was 
Dodge. The Chrysler Corp. divi- 
sion also established a new high 
for quarterly output in the April- 
June period of this year. 

Following Dodge, which picked 
up 3.29 percentage points from the 
first half of 1959, were Rambler, 
with 0.65 points; Thunderbird, 0.15 
points, and Checker, 0.02 points. 
Chevrolet as a division picked up 
2.26 points, but on an individual 
basis, the standard Chevrolet was 
off 1.58 points. 

Biggest loser from a year ago 
was the standard Ford, which de- 
clined 10.30 percentage points. 
Other makes that lost ground from 
a year ago were Plymouth, off 3.92 
points; the standard Dodge, 2.49 
points; Oldsmobile, 1.31 points; 
Lark, 0.98 points; Pontiac, 0.80 
points; Edsel, which is no longer 
in production, 0.70 points; DeSoto, 
0.54 points; Cadillac, 0.34 points; 
Lincoln, 0.20 points; Imperial, 0.13 


points; Mercury, 0.11 points; Chrys-| ule (only Rambler worked Satur- 


(Continued on Page 47, Col, 1) 


Each Maker's Share... 


FORD MOTOR. ........ 25.52 25.79 
CHRYSLER CORP, 14.94 14.48 
AMER. MOTORS ..... 6.77 6.51 
re 1.65 

7.18 1.62 





*—Miscellaneous figures include imports. 


New-Car Sales Analysis 
By Month and Year to Date 


MONTHLY COMPARISON 


Pet. of Pet. of 
Regis., Regis., 
MAY APRIL 

Chevrolet. ...............00+. 26.55 26.08 
ce a 20.36 20.91 
EEE. coisdn rds mocpriccete 7.11 7.05 
EE 1 cheas sohintocandeieas 6.77 6.51 
MEMIIIIDER © icaisceupenciheecadetud 6.16 6.51 
BI "ss ccsonsceseossicheqnetis 6.08 5.65 
Oldsmobile .................. 5.28 





compact holds the answer for 
America’s basic. transportation 
needs. 

They view it as a supplemental 
vehicle and believe that, properly, 
it should play a quiet second 
fiddle in the automotive scheme 
of things. 

Compacts, they note, despite all 
the emphasis they have received 
over the past score of months, still 
are selling less than a quarter of 
all new cars. 

cg cd * 
yet. they fear, when the indus- 
trywide compact-car offerings 
appear this fall, they will touch off 
competitive fires that will reach to 
all levels of the industry and which 
may harm more than help. 

Proponents of the compacts, on 
the other hand, say that sales so 
far have been largely limited by 
production capacity and they pre- 
dict that the smaller cars will 
shortly dominate the new-car 
market. 


Answer the critics: Americans 


don’t really want a compact car 


and the auto makers know it. Wait 
and see, they say, every year the 
compacts will get a little longer, 


Ford Strike Helps 
Slash Car Output 


7x industry’s hope of assem- 
bling a scheduled 450,000) cans in 
July suffered*a severe setback Jast 
week. A strikeé»at Ford and the 
July 4 holiday-dropped-ear-produc- 
tion to its lowestlevel since last 
December. 2 
An estimated 92,084 cars were 
built last week, compared with 
125,939 assemblies a week earlier, 
and 123,117 cars built during the 
week ended July 11 last year. 
Although most of the industry 
was on a four-day holiday sched- 


(Continued on Page 48, Col, 3) 






FIRST FIVE MONTHS 









Pet. Pt. Pet. of Pet, of 

Change Regis., Regis., Pct. Pt. 
During 5 Mos. 5 Mos, Change 
Month 1960 1959 '60 vs. ’59 
+ 47 25.80 24.42 +1.38 
— 55 21.60 23.77 —2.17 
+ .06 6.94 6.21 + .73 
+ .26 6.33 5.61 + .72 
— .35 6.13 6.54 — Al 
+ .43 5.51 2.29 +3.22 
+ J 

+ 38 19 W.... 

+ 

+ | 


Cteeeeeeee =—«-—is ween 


— 27 25.75 27.65 —1.90 
+46 1436 10.57 +3.79 
+ .26 638 561 + .72 
+06 LI 225 — 50 
— 44 824 945 —121 
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a little heavier and a little more 
powerful. 

; oo * 

EALERS who so far have han- 

dled only standards would do 
well to keep in mind that a com- 
pact does not automatically guar- 
antee success for itself. 

It is interesting to review the 
compact-car picture for the cur- 
rent year. 

Falcon, the best-selling compact 


ume gradually and apparently has 


Import Inventory 
Climbs Again to 
89-Day Supply 


By Maynard M, Gordon 
News Editor 

ANOTHER crisp rise in the 
United States stockpile of im- 
ported cars finds distributors and 
dealers facing a 89-day supply at 
the outset of the ’60-model cleanup. 
An estimated 132,000 imports 
were stashed in the U. S. as of July 
1, according to Automotive News 
compilations. This compares with 
119,000 on June 1, when the inven- 
tory amounted to a 75-day supply. 
The import load reached new 
records in volume and days’ sup- 
ply last month, although the rate 
of buildup fell below the unprec- 
edented 21,000 units added to the 

nationwide inventory in May. 
For most importers and foreign- 
car dealers, shipments from over- 
(Continued on Page 4, Col, 4) 


Hot Pace Continues... 


EW-CAR registrations have 
topped 600,000 for the second 
month in a row, according to: fig- 
ures for May just released by R, L. 
Polk & Co, 

The total was 647,055, virtually 
unchanged from the previous 
month’s 647,287. 

The May count compared with 
583,459 a year ago and was only a 
bare 14,000 units under the alltime 
record for the month established 


in 1955. 
Ot2* R highlights of the May 
registration analysis included: 
1. Domestic compact cars ac- 


* * * 


of all new-car registrations, com- 
pared with 23.55 percent a month 
earlier. 

2. Imported-car registrations 
declined in volume for the second 
month in a row; in penetration 
for the fifth month in a row. 
Their share of the market was 
the smallest recorded in more 
than two years. 

3. Rambler became the best-sell- 
ing compact car for the first time 
this year by squeezing ahead of 
Falcon. Rambler’s total was 43,822. 
Industry sources quoted the follow- 
ing figures for other compacts: Fal- 
con, 42,569; Valiant, 21,119; Corvair, 
18,895; Comet, 17,293, and Stude- 
baker, 11,045. 

* oK * 

OUR. Chevrolet widened its dom- 

ination of the market, outsell- 
ing Ford by more than 40,000 units 
during the month and picking up 
more than a full percentage point 
on Ford in the process, In volume, 
it was Chevrolet’s biggest month 


in the first five months, built vol-| F 









Sales Hit 647,000 Again 
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levelled off for the current model 
run at a bit above 40,000 sales 
monthly. 

But Ford dealers admit that Fal- 
con has bitten deeply into the mar- 
ket for their standard car. And 
there has been so much criticism 
of certain big-Ford styling features, 
that some market observers believe 
an undetermined number of Fal- 
con buyers actually were protesting 
—e appearance of the standard 

ord. 


* * ® 
4 ene factory has taken notice of 
these objections, and reportedly 
will square off the front end on the 
standard Ford for 1961 and bring 
back the bull’s-eye tail light. 
Rambler, running an extremely 
close second to Falcon in every 
month this year before forging to 
the lead in May, is also in the 
40,000-plus bracket, with its pro- 
duction lines running full blast. 
Rambler has long preached the 
gospel of the compact car and 
likes to talk about “continuity of 
styling.” But the 108-inch-wheel- 
base Rambler outsells the 100-inch- 
wheelbase Rambler by a ratio of 
nearly three to one. And American 
Motors reportedly has a major styl- 
ing change in the works for the ’61 
models, 


* + * 

YAMANE. which got off to a 

shaky start with low production 
and patchwork dealer representa- 
tion, has slowly gathered steam and 
pulled into third place among the 
compacts. 

Although it sells almost as 


(Continued on Page 4, Col, 1) 

















since December, 1954, when Chev- 
rolet registered 192,058 units. 

5. In terms of penetration, May 
was the best month of the year 
for Chrysler Corp. and American 
Motors at the corporate level and 
for Rambler, Dodge and Comet 
among individual makes, 

6, Shallowest penetration of the 
year was recorded during the 
month for Ford, Oldsmobile, Mer- 
cury, Cadillac, DeSoto, Lincoln and 
Imperial. 

* + = 
Cor acts, in taking 23.91 per- 
cent of the total market, were 
up a bit over the previous month, 


counted for a record 23.91 percent} when their share was 23.55 percent. 


They took 21.30 in March, 20.19 per- 
cent in February and 19.382 percent 
in January. 

Volume of compacts was 154,- 
743, compared with 152,461 a 
month earlier, a gain of 1.50 per- 
cent. 


As compared with the previous 
(Continued on Page 47, Col, 4) 


Inside 
Auto News 


@A dealer's plan for equitable 
distribution. Letterbox, Page 


12. 

@ Rebuttals on import-dealer 
relations, Page 2. 

@ Debating Roosevelt’s TBA 
bill, Page 22. 

@San Diego's private slump, 
Page 3. 
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Post Alltime Records in June... 


Chevy, Rambler Sales Zoom 


DETROIT.—Sales records for 
June and the first six months of 
the year were reported last week 
by Chevrolet and American Motors. 
Cadillac had its best first-half in 
history, and other manufacturers 
also mentioned noteworthy per- 
formances, thanks in part to ex- 
tensive dealer incentives. 

E. N. Cole, Chevrolet general 
manager, said retail] deliveries for 
the two periods hit alltime highs 
for the industry. 

In the first half the division’s 
car sales totalled 944,107 units, he 
said, with the previous 
high of 872,852 set in 1955 by 
Chevrolet. 

Cole said June car sales soared 
to 190,215 units, an increase of 15,- 
000 over the best previous monthly 
mark of 175,264 posted in June, 1959, 
by Chevrolet. 

Corvair sales in the six months 
totalled 114,203 and in June they 
reached 22,199, Cole said. 

Combined car and truck sales for 
the two periods also topped previ- 
ous industry records set by Chevro- 
let, he added. 

The combined total for the first 
half wag 1,127,613, compared with 
1,032,796 in 1955, and the June fig- 
ure was 227,555, up more than 8,000 
over last June’s 219,241, he said. 

Roy Abernethy, AMC automo- 
tive distribution and marketing 
vice-president, reported that June 
sales of Ramblers hit an alltime 
high for the company. 

Sales totalled 48,474 to surpass 
the previous high of 47,256 recorded 
last April, he said. 


“Rambler sales records are by far 
the highest ever achieved by an in- 
dependent automobile manufactur- 
er,” Abernethy added, noting that 
June was the 33rd consecutive 
month in which deliveries have top- 
ped those of the corresponding 
month of the previous year. . 

First-half sales totalled 263,590, 
compared with 190,091 in the like 
period a year ago. He said sales for 
the first nine months of the ’60 
model year hit 329,530, an increase 





Wilhie Views... 


of 24 percent over the comparable 
1959 period. 

Ford Division announced figures 
for only the Falcon and Thunder- 
bird. 

Falcon six-month sales totalled 
240,348 and the June mark was 
45,712, up almost 5,000 over May’s 
40,918. Thunderbird deliveries in 
the first half were 42,486, com- 
pared with 36,669 a year ago, In 
dune 7,515 T-Birds were sold, 
compared with 7,407 in June, 1959. 

Cadillac’s first-half retail deliv- 
eries reached a record 78,909, ac- 
cording to Harold G. Warner, 
general manager. The previous 
high of 77,138 was chalked up in 

Warner said 11,996 units were 
sold in June, a gain of 2 percent 
over June, 1959. The ’60 figure was 
second only to the division’s best 
June total of 12,117 units sold in 
1956, he added. 


M. C. Patterson, Dodge general 


NADA Committee 
Named to Study 
Sales Training 


WASHINGTON. — The National 
Automobile Dealers Assn, has ap- 
pointed a committee to study pro- 
cedure in laying out a program to 
arrange for the national training of 
auto salesmen. 

Chairman is J. Saxton Lloyd, 
Daytona Beach, Fla., who proposed 
such a training course to the NADA 
board of directors at its June meet- 
ing in Detroit. 

Birkett L. Williams, NADA pres- 
ident, said Lloyd “was instructed to 
pursue the assignment vigorously” 
and to make a progress report to 
NADA’s Executive Committee at 
its Washington meeting Sept. 21-22. 

Other members of the committee 
are H. L, Galles jr., Albuquerque; 
Alton M. Costley, East Point, Ga.; 
J. Melford Sanders, Washington, 
and James C. Moore, NADA execu- 
tive vice-president. 





Resurgent Demand for 6s 


By David J. Wilkie 


THE AUTO INDUSTRY has 
gone through many cycles during 
the more than half a century since 
it entered the mass-production era. 

One of the cy- 
cles almost over- 
looked outside 
the industry, be- 
cause of the furor 
attending the in- 
troduction of new 
lower-priced ve- 
hicles, is the re- 
surgent demand 
for six-cylinder 
engines. Ag in 
the case of the 
so-called “com- 
pact” vehicles, the demand stems 
from an economy philosophy that 
appears to be sweeping over Ameri- 
can motorists. 

Immediately following World 
War II, automotive engineers 
talked almost exclusively about 
V-8 powerplants. Out of the pres- 
sure for broader use of eight- 
cylinder engines grew the horse- 
power race that brought a lot of 
criticism upon the industry, 

Now the various automakers are 
producing a steadily increasing 
number of six-cylinder units, It 
goes without saying, of course, that 
today’s sixes are far superior in 
fuel economy than were their pre- 
World War II counterparts, Obvi- 
ously, the advent of several new 
smaller, lighter weight and lower- 
priced cars figured in the expansion 
of the six-cylinder engine output. 

+ * * 





D. J. Wilkie 


BUT THERE has been an up- 
ward trend in the demand for 
standard size cars with six-cylinder 
engines. One leading industry engi- 
neer remarked recently that his 
company could not make enough 
sixes, Meanwhile, his company’s 
engine plants are rolling them off 


in what appears to be an endless 
stream. 

The same engineering author- 
ity, who asked that he remain 
unidentified, said one of the in- 
teresting things about the year 
ahead will be the battle between 
the producers of aluminum and 
cast iron for auto industry busi- 
ness. 


“There’s no question,” he said, 
“that the aluminum industry has 
made substantial inroads on what 


used to be the exclusive domain of 


(Continued on Page 48, Col, 1) 





95.5 Percent of 


Business Barometer 


Automotive News Economic Index — 


99.6 Percent of Like Week Last Year 


Auto Production ............... 125,939 89.1 ° 116.2 
Truck Production .............. 23,836 92.0 100.2 
Auto Registrations—year to date. . 2,589,198 vat 112.5 
Truck Registrations—yYear to date. 360,361 aes 105.4 
Steel Production—tTons ......... 1,510,000 86.8 68.2 
Lumber Production—Board feet... 253,035,000 101.2 97.6 
Seft Ceal Output—tons ........ 9,020,000 101.3 103.0 
Oil Refinery Output—Boarrels ..... 50,072,000 98.7 100.7 
Barometer Freight Car Leadings 342,455 97.2 88.0 
Department Store Sales Index .. 125 85.0 105.9 
Stock Market Price Index....... 404.2 98.8 93.7 
U.S. Gevernment Spending 

—Fiscal year to date .......... -. _$7,980,948,000 rees 103.3 
Commercial and Industrial Loans $31,619,000,000 100.3 re 
Savings Deposits ................ $30,950,000,000 100.4 100.5 
Used-Cer Prices-—Average........ $968 97.8 95.2 
Business Failures ................ 278 93.9 113.9 
Common Common 
Stocks July é June 29 1960 Range Stocks July 6 June 29 1960 Range 
AMC....... 22% 21%, 29%-21 «Se 44 44%, 50%-41% 
Chrysler... 44% 45% 71%-42, Mack...... 35% 36 52%-35Y, 
Ford....... 67 66%, 92%-64% ee 8Y, 8Y%, 24%- 8Y% 
GM........ 44 44, 55%-43 White...... 464%, 472 67Y,-45 

(July 11, 1960) 


manager, said June sales of 39,346 
cars were up 147 percent over the 
15,936 units delivered in the like 
month a year ago. 

He said the June mark hag been 
exceeded only twice before in the 
firm’s history—July, 1950, when 42,- 
262 units were sold and in August, 
1950, when the total reached 40,570. 

Since the introduction of the ’60 
models, 256,678 Dodges have been 
sold, he added, compared with 108,- 
760 for the like period a year ago. 
First-half sales soared 161 percent, 
he said, from 76,794 in 1959 to 
200,660 

Plymouth-Valiant sales in the 
first half totalled 246,052 units, a 
gain of 18 percent over a year 
ago, and were the best in the 
last three years, according to 
Harry E. Chesebrough, Plym- 
outh-DeSoto-Valiant general 
manager. 

He said the Valiant accounted for 
approximately 40 percent of the 
total Plymouth deliveries, 

June sales totalled 44,676, “main- 
taining the average sales rate of 
the previous three months of this 
year,” he added. 

Sidney A. Skillman, Studebaker- 
Packard Corp. sales vice-president, 
reported sales since the ’60 model 
introduction had reached 94,515, 
compared with 91,110 in the com- 
parable period a year ago. 

In June, he added, deliveries to- 
talled 10,135, up slightly over May’s 
10,007, while the first-half figure 
was down from 73,840 in 1959 to 
61,242 this year. 

Oldsmobile reported June sales of 
28,100 units, compared with 34,000 
a year ago, and first-half deliveries 
of 182,610, as against 198,000 in 1959. 

The rapid growth of Comet 
deliveries pushed the Lincoln- 
Mercury Division total for the 
first half to 159,170 units, an in- 
crease of 70 percent over last 
year’s 93,690, a spokesman said. 

Sales of the compact car, which 
was introduced March 17, had hit 
63,663 on June 30, he added, 31° per- 
cent under the Mercury mark of 
83,710. There were 11,807 Lincolns 
sold during the period. In the first 
six months of ’59, Mercury sales 
totalled 78,675 and Lincoln, 15,015. 

Comet sales in June reached 
18,205 units, the best month yet, 
the spokesman said. May deliveries 
totalled 17,069, 

During the month, he continued, 
13,367 Mercurys were sold, compar- 
ed with 13,908 in May, while Lin- 
coln dropped from 1,721 in May to 
1,574 in June. 

Pontiac’s six-month sales totalled 
216,370, an increase of 2 percent 
over the 212,043 in the like period 
last year, a spokesman said, June 
deliveries were down, he added, 
from 37,310 a year ago to 34,549. 
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S-P Dealer Council Elects Chairman— 


R. L. Brown, center, Berwick, Pa., newly elected chairman of the 1960-1961 Stude- 
baker National Dealer Council, is congratulated by A. J. Porta, left, Studebaker-Packard 
Corp. executive vice-president and Automotive Division general manager, and S, A. 
Skillman, vice-president and general sales manager. The 17-man council and S-P offi- 
cial discussed marketing plans for the remainder of the year and for 1961 model intro- 
duction. The council coordinates factory-dealer plans and programs. 


Debate Sparked on Links 


To Import-Car 


7 defense now has been heard 
from in a controversy over the 

relationships between United States 

car importers and their dealers. 

A customer relations director 
for an import make, a dealer 
and a Florida resident have re- 
plied to charges made in the 
June 27 issue of Automotive 
News by a disgruntled dealer in 
New York’s Westchester County. 

Both the import official and deal- 
er requested anonymity, as had the 
accuser in his original interview 
with Staff Correspondent Ed 
Brown. The replies follow: 


* * * 


Factory Man’s View 

HE article in the June 27 issue 

of Automotive News under 
“Dealer Voices Criticism ... Im- 
port Factory Relations” calls for 
some comment, There are two im- 
portant reasons why this must be 
aired—one is that this dealer in- 
fers, by generalization, that all im- 
ports are one big headache, and the 
other reason is that this overall at- 
titude is a reflection against domes- 
tic makes, as well. 

As an American who has been as- 
sociated with import and domestic 
manufacturers for over 25 years, 
and who is presently with the na- 
tional organization of a major im- 
port, I believe I can evaluate this 
particular “problem” in a fair and 
impartial manner, 

Every story has two sides, and 
while I don’t know what fran- 
chise he is talking about, one 
need not go very far to find some 
disgruntled dealers griping in the 
same vein toward the domestic 
manufacturers. Well, is this deal- 
er right? Perhaps yes, on some 
minor points, but overall?—I 
wonder. 

The right ATTITUDE toward 
any business venture is a must. 
This dealer, apparently, never had 
it to begin with. I don’t know him, 
but when he refers to the purchas- 
ers of his import line as “phonies” 
and “four-flushers” —he’s immedi- 


Pa. Dealer Loses 
Fight to Revive 


Tax Commissions 


HARRISBURG, Pa.—The State 
Senate has rejected a bill to restore 
the 2 percent commission on sales- 
tax collections by auto and truck 
dealers. 

The bill was sponsored by Repub- 
lican Senator J. Irving Whalley, 
a Windber car dealer. Whalley said 
dealers needed the commissions, 
adding that the current profit is 
only one-half of one percent. 

Democratic Senator Charles R. 
Weiner, one of five voting against 
the measure, said that last year the 
auto industry had asked to be re- 
lieved of the responsibility of col- 
lecting the tax, and thus had lost 
the commission. He said the state 
needs the $1.2 million a year that 
the restoration of the commission 
would cost. 





Dealers 


ately pegged. Is this the right at- 
titude to take toward the American 
buying public? 

The Westchester crowd he talks 
about buys domestic makes, too— 
remember? That county, if I am 
not mistaken, has one of the great- 
est concentrations of wealth in the 
entire U. S. It might be well for 
whatever domestic manufacturer 
has this boy to look him over again. 

oe * * 

E transmission incident has a 

distinct odor to it, and, judging 

from his attitude toward custom- 

ers, I have a hunch he got caught 

in his own trap. Smart dealers who 

read this will know exactly what I 
mean. 

Importers take great pride in 
their product. They assemble them 
with a flair unheard of in U. S. 
assembly circles. They are concern- 
ed more about what Americans 
think of their product than they 
are about volume selling. Their 
mechanics back home, in most 
cases, are licensed—and only after 
a long training period and some 
shop experience. They, too, take 
pride in their work. The importer’s 
policies, although sometimes not 
strong enough to butt against the 
domestics, are basically honest. 
Their warranties are considerably 
more liberal. 

Now, let’s take this neat little 
package into the U. S, and sell 
it. What happens? The importer 
knows little about the pushbut- 
ton methods of merchandising in 
the U. S. Before he realizes it, he 
is saddled with a few dealers 
who’ve made all kinds of prom- 
ises they never really intended to 
keep. 

No wonder the importer gets 
mad when he sees his product lit- 
erally mutilated by some half-baked 
mechanics. No wonder he gets mad 
when he finds that some dealers 
use his warranty loosely, not even 
for the benefit of the owner, but 
for the dealer himself! 

Where did the ideas come from 
as regards mink stoles with every 
purchase; free gas for one year; 
free financing; free trips with every 
car; no downpayments; 30,000-mile 
guarantees on service; “loaded” ad- 
vertising that talks about every- 
thing but the product, etc.? Was it 
the European manufacturer? 

These are the things that keep 
the Better Business Bureau busy 

every day; the things that make the 
American public wary about deal- 
(Continued on Page 49, Col, 1) 


Service Profits 
In Spotlight 


Dealers hunting ways to ex- 
pand service volume and profits 
will find step-by-step guidance, 


as well as accounts of out- 
standing dealership operations, 
in next week’s issue of Automo- 
tive News. 

Keynote of this third annual 
“service special” will be “Six 
Doors to Greater Service Profit.” 











OT RAMEN 


TSA RRNA memeneer 


ema anamNOE 








CwwaS Cv Fw 


SS Were vuwveuv ST eorr"eunuwae tec Fr 


ter Diets BD 


“SP 


wri os~ 








“aR 


AUTOMOTIVE NEWS, JULY 11, 1960 


Dealer Forum 


by Robert M. Finlay 





T A TIME when most American 

auto men were predicting a de- 
cline in imported car sales, a for- 
mer Buick field man, Lon Fleener, 
was trying to convince the powers 
that be at Daim- 
ler-Benz in Stutt- 
gart that they 
should send the 
United States, 
twice as many 
Mercedes cars for 
1960. Fleener 
heads the Studebaker-Packard sub- 
sidiary in South Bend which dis- 
tributes the Mercedes in the U. S. 

And with Mercedes price tags 
starting about $3,500 and going 
above $14,000, it is obvious that 
this was not a question of the 
status-conscious American buyer 

ed of ak 






























The End 
of a 
Series 





breathed a premature sigh of relief 
that the plant was so easy to find. 

The plant was easy to find, all- 
right, but it wasn’t the one we were 
looking for. We had to go to ad- 
ministrative headquarters, which 
was miles away, through the busy 
city and across the Neckar River. 

Getting out of the D-B works 
was a more difficult job than 
getting in for we tried to leave a 

few minutes after the shift 

change and were engulfed in a 
mass of hustling workers heading 
for the gates on foot. 

These workers, who do such an 
outstanding job of building cars, 
pay no heed to them when they are 
homeward bound, Our car slowed 
to a walk behind them. 

And these workers, according to 
a Daimler-Benz spokesman, make 
the big difference in quality. 

“Basically,” said the spokesman, 
“it is the workers’ mentality that 
accounts for the excellence of the 
Mercedes. They have a dedication 
to craftsmanship that you will find 
in few other places, even in Ger- 
many. They just can’t do a fast- 
and-sloppy job. It is against their 
nature.” 

* * oe 


Matter of Goals 


HERE are other factors in the 
reputation. of the Mercedes: 











Consolidated Warranty 


Gets U. S. Receiver 


BIRMINGHAM, Ala.—Frank S. 
Blackford, 310 Federal Building, 
Birmingham, has been appointed 
receiver for the bankrupt Regis- 
tered Tested Cars, Inc.; Consoli- 
dated Auto Warranty Corp., Na- 
tional Bonded Cars, Inc,, and Sure 
Car of America, Inc. 

These companies, comprising 
Consolidated Warranty System, 
filed voluntary petitions in bank- 
ruptcy last May 25. The first 
meeting of creditors of the bank- 
rupt companies is scheduled for 
July 22 here. 





Volume, Profits Lag. . 


Sudden Slump Besets 
San Diego’s Market 


By William Carroll 
West Coast Editor 

AN DIEGO.—“San Diego has its 

own private depression,” was 
one automobile dealer’s greeting to 
Automotive News during last week’s 
business survey in California’s fast- 
est growing city. 

“Someone turned the faucet off 
the first of May,” said Bob 














Most .important is that manage- 
ment places quality construction so 
high on its list, 

Every seventh worker at the 
plant is an inspector. 


Dealers ‘Drive’ the Wrong Route— 


Part of the ‘action’ was in the water as the Milwaukee County Automobile Dealers 
Assn. held its annual outing. John D. Madden (Dodge), association head, takes a few 
extra swings as he tries to recover a ball. Keeping him from a dunking are James 
Karns, center, Wisconsin motor vehicle commissioner, and Ed Wehe (Studebaker), 





First Daimler Engine— 


At the Daimler-Benz Museum of Automo- 
biles in Stuttgart, D-B Press Officer Rudolfo 
Mailander describes the first Daimler en- 
gine to Robert M. Finlay, editorial director 
of Automotive News. 

e. 8s 


reaching for an import to dis- 
guise a demand for low-priced 
transportation. 

Nor was Fleener’s plea unusual 
news for the D-B men. They were 
receiving similar requests from 
most markets of the world, and 
had embarked on a restrained ex- 
pansion program, 

So it could be expected that the 
questions of a visiting newspaper- 
man would seek to uncover the 
reasons why auto men tend to 
speak of the Mercedes in hushed 
tones of reverence. 

* * * 


Hustling Workers 


W* CAUGHT a glimpse of the 
vast D-B works stretched 
across a valley as we approached 
Stuttgart from Freudestadt, and 
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While other plants may spot 
check parts, D-B checks every 
part, whether made in its own 
plants or by suppliers. 

Racing also has played an im- 
portant role in building the reputa- 
tion of the Mercedes. In commercial 
production of cars, the maker and 
engineer is always under two im- 
portant restraints—costs and the 
tyranny of the assembly line. 

In racing competition, the im- 
agination of the engineer is freed. 
Dealing in terms of one vehicle, 
he can spend thousands of dollars 
for a single part. Nor does he 
have to worry whether a device is 
practical for the assembly line. 
Then, after periods of free-wheel 
thinking and development for com- 
petition cars, the engineers are 
pulled back from competition from 
time to time to see if they have 
anything that can be adapted to the 
production cars. Perhaps a new line 
of inquiry is suggested. 

At present Daimler-Benz is not 
in racing. It withdrew some five 
years ago after a disaster at Le 
Mans in 1955 in which 80 persons 
were killed, 

However, it was pointed out that 

a * * 
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neers can turn their attention once 
(Continued on Page 46, Col, 3) 


Washington Column 









MCADA outing chairman. 





Distributor’s False Report 
Brings Suspension in Wis. 


MADISON, Wis. — A one-week 
suspension of the distributor’s li- 
cense of Jaguar Midwest Distribu- 
tors, Inc., Indianapolis. has been 
handed out by Wisconsin Motor 
Vehicle Commissioner James L. 
Karns. 

Karns said the distributor has 
falsely reported to the state that 
a dealer contract had been sign- 
ed with Wisconsin Auto Sales, 
Milwaukee. The suspension halt- 
ed business between Jaguar Mid- 
west and four or five Jaguar deal- 
ers in the state for the one-week 
period. : 

The case grew out of a complaint 
in March by Wisconsin Auto Sales 
that Jaguar Midwest had unfairly 


cancelled its dealership agreement., 


It was discovered that Jaguar Mid- 
west had signed an agreement for 
Wisconsin Auto Sales in 1956 but 
that the dealership officials had 
never signed the agreement. 

Since there was no dealership 
agreement in the eyes of the law, 
the complaint against Jaguar Mid- 
west was thrown out, However, the 
state acted against the distributor 
for stating that Wisconsin Auto 


Sales was a dealership, 

In announcing the suspension, 
Karns said: 

“I consider this a nominal pen- 


Advisory Group 
Named in Ky. 


FRANKFORT, Ky.—Nine mem- 
bers have been appointed to a com- 
mittee to advise the motor trans- 
portation commissioner on enforce- 
ment of the Motor Vehicle Act reg- 
ulating auto dealers. 

Commissioner Foster Ockerman 
will be chairman. Appointed to one- 
year terms were: 

C, M. Williamson jr., Hopkins- 
ville; Harry Holder jr., Owensboro; 
Ray Ellis, Harrodsburg; Ed Zim- 
mer, Covington; H. K, Taylor, 
Morehead; James R, Madon, Pine- 
ville; Robert Ryan, Louisville; 
O. C. Jordon, Louisville, and Ben 
F. Long, Louisville. 


alty, entered as a warning to this 
distributor and all manufacturers 
and distributors that this depart- 
ment will not tolerate or excuse 
misstatements or falsified certifi- 
cates given to secure dealer regis- 
trations and licenses in this state, 
regardless of the excuse or circum- 
stances under which they are given 
and filed.” 


Borgward Forms 
U. S. Importer 


BOSTON. — Borgward Motors 
Corp. has been organized here to 
import the German-built Borgward 
vehicles into the United States. The 
firm has temporary headquarters 
at 20 Pemberton Square. 

Helmut K. Winkler, vice-presi- 
dent and general manager of the 
firm, said full-scale operations are 
not expected to get under way be- 
fore the end of August. 


On the House... 


Utschig, general manager of Bal- 
boa Oldsmobile. 

“I don’t know what went wrong, 
but advertising didn’t seem to do 
anyone any good this time, We’re 
coming out of it now. These are 
hard sales we’re making, and 
there’s little showroom traffic.” 

* * * 


HE sales picture reported by 

most dealers interviewed by 
AvuTomoTive News shows that new 
and used cars are down from 5 to 
30 percent on volume and profit. 

One dealer reported that in the 
first five months of 1958, he 
moved 499 new and used units. 
The like period of 1959 saw sales 
of 575 units, In 1960, sales dropped 
to 460 units for the first five 
months of the year. 

Considering used cars coming in 
at wholesale, or less, average gross 
on new cars was $460 during the 
first five months of 1959. In early 
1960, it dropped to $430, while May 
figures sagged to $359 gross per 
new unit. 

Another man reported his first 
three months were good, but April 
and May softened. He’s moving 60 
new and 40 used cars a month, 

* & + 
Get CAMPBELL, Campbell 
Chevrolet, said, “We've been 
suffering along with the rest of the 
boys. Through April of this year we 
were up with 1959. Then the bottom 
fell out.” 

He has been moving 55 to 65 
Chevrolets a month. He figures that 
in comparing the first five months 
of 1960 with the first five months of 
1959, he’s dropped about 7 percent 
of new-unit volume. Used cars are 
down about 4 percent on the same 
comparative basis. 

At Balboa Oldsmobile, 211 new 
cars were sold during the first five 
months of 1960, compared with 259 
in the first five months of 1959. 


What has happened in San 
Diego appears to be little more 
than a readjustment period. 
Losses were registered in early 
1960 in Navy payrolls, manufac- 
turing employment, aircraft em- 
ployment and dollar value of 
building permits. San Diego ex- 
panded so rapidly that in a sense 
its major business is taking a 
breather. 

Unemployment in April, 1960, was 
1.6 percent over April, 1959. Manu- 
facturing employment was 7.6 per- 
cent under April, 1959. A decrease 
in aircraft employment led to the 
manufacturing decline. 

Dollar value of building permits 
showed an average decline of 20 
percent in the first four months of 
1960, Navy payrolls, which are im- 
portant to San Diego, dropped 2% 
percent in the first four months of 
this year. 

* cd + 

S ONE dealer put it, “It’s not a 

question of the man who loses 

his job. He’s numerically insignifi- 

cant and is only temporarily out of 

the market until he gets another 
(Continued on Page 8, Col, 3) 





Admitting that banks have done a great job in 
reaching the public on auto financing, the Mary- 
land dealer association is calling on its members to 
start an aggressive campaign to sell motorists on 
financing their cars through dealerships. “Let’s 
start telling the motorist of the advantages of one 
source for the car purchase, insurance and financ- 
ing,” advises the association . . . The Newberg 
shocker had one unusual aspect: It’s the first major 
auto story that developed no additional important 
news changes in the first 24 hours after it broke... 
: Roland Hughes, who has sold his dealership, has 

Wemhoft resigned his post as NADA’s Arkansas director; 
he was chairman of NADA’s public affairs committee and member 
of the national affairs committee .. . Advertise? Yes, but advertise 
to make a profit, says the Connecticut dealer association, which 
adds: “Let us all stop advertising lower and lower prices on new 
cars and start seriously selling our quality product and our quality 
service”... 

Oklahoma association has moved to new offices in the Alexander 
building, Oklahoma City ... Don’t accept a check dated ahead; you 
may find the customer’s account has been closed before you can 
cash it. 





—Pertre Wemuorr, Editor, 
Automotive News 
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Fierce Competitive Clash Feared... 








Market Set for Compact Storm 


which had fancier trim. Still later, 
the super-deluxe Monza became the 
hottest item in the Corvair line, 
Chevrolet dealers say. 

The brief history of Lark illus- 
trates that getting there fustest 
doesn’t guarantee the mostest, Last 
year, when Lark had only Rambler 
for competition in the compact 
field, monthly sales ran around 
12,000. 

Although Lark offers the only 
convertible in the compact field, is 
popular with many taxi operators 
and, along with Rambler, is the 
only compact to offer a V-8, it has 
been running below last year’s 
monthly totals. 


* * * 


How will the new compacts 
phase into this market? First 
of all, the current crop of compacts 
represents a more widely diversi- 


Cooke Collapse 
Called a Blow 
To All Dealers 


LOUISVILLE. — Both new and 
used car dealers in this area claim 
they have suffered as a result of the 
crash of the Thurston Cooke auto 
empire, 

Many buyers now are afraid to 
sign conditional bills of sales, notes 
or other documents after reading 
of forgeries charged to the Cooke 
interests, these dealers say. 

One dealer remarked: 

“The sooner this Cooke situation 
is cleared up, the better it will be 
for everyone. They really did busi- 
ness at their various dealerships. 
But they did such really impossible 
trading that it would be impossible 
for a sound dealership to meet it 
and hope to stay in business, 


“Well, they proved that point. 


(Continued from Page 1) 


many cars as its sister make, 
Plymouth (20,000 a month), it is 
doing only half as well as Dodge 
Dart, the truly hot car at Chrys- 
ler Corp. Valiant and Dart prob- 
ably have captured some Plym- 
outh sales, but again, Plymouth 
styling for 1960 has come in for 

a good deal of criticism. 

Comet, which has scored sensa- 
tional advances since its early- 
spring introduction, has forced 
gome second looks at the compact- 
ear concept, since the Comet is 
longer and fancier than others in 
the field. _ 

The Comet, a “super compact,” is 
selling at a rate of about 17,000 a 
month. But the Rambler Ambas- 
sador, also a “super compact,” is 
good for only 2,000 sales monthly. 

* * * 


















RVAIR, which probably caused 

more excitement than any other 
compact upon its introduction, 
banged out 25,000 sales its first 
month on the market, then started 
to dwindle. Sales currently are at 
the rate of 19,000 monthly. 

Corvair, as opposed to Falcon, 
has taken virtually no sales away 
from its standard-sized running 
mate. 

Corvair proved one thing: Com- 
pact-car buyers don’t like austere 
interiors. Early in the model run, 
Corvair had to dress up its inter- 
iors to better compete with Falcon, 


Three-Judge Court 
Backs Sunday Ban 
On Florida Sales 


ORLANDO, Fla.—The Sunday 
and legal holiday closing law head- 
ed for a State Supreme Court test 
last week after two circuit courts 
took opposing views on its enforce- 





fied styling philosophy than do 
standard cars. 

Roughly, they can be split into 
three groups: Conventional and 
resembling standard cars; con- 
ventional, but distinct in design, 
and unorthodox. 

There is evidence that the new 
compacts — Buick Special, Oldsmo- 
bile F-85, Pontiac Tempest and 
Dodge Lancer — will be divided 
among these camps. 

The Falcon is conventional and 
strongly resembles Ford’s standard 
cars, The Buick Special reportedly 
will follow this approach. 

* a * 


OMET is also conventional, but 
does not resemble its big sisters 
although it borrows some features 
that can be identified with luxury 
cars, i.e., Mercury grille and Thun- 
derbird roof, The F-85 apparently 
will go the same route. 

Valiant must be considered con- 
ventional, despite its slanted en- 
gine, but it resembles none of the 
other Chrysler Corp. lines. Lan- 
cer promises to be a gussied-up 
version of the Valiant, produced 
for the benefit of Dodge dealers, 
who cannot obtain Valiant fran- 
chises. 


Lark, although orthodox in de- 
sign, had features which are dis- 
tinctly “compact” in nature, such 
as the bobbed overhang and bolt-on 
body sections. It bears no resem- 
blance to its big sister, but the 
Hawk, in turn, is unique in current 
design practice. 

* * ” 
allout unorthodox compact, 

Corvair, with its rear engine, 
air cooling, all-around independent 
suspension and flat floor, will get 
a companion in the “let’s-go-our- 
own-way” field this fall when 
Tempest bows. 

The Tempest four-door, with 
four-c ylinder, high-output en- 
gine; transaxle; four-wheel inde- 
pendent suspension, and flexible 


ability. 

Validity of the sales restrainer 
was upheld by a three-judge cir- 
cuit court in Orange County, but 
Circuit Judge Jack Clark of Pinel- 
las County issued a restraining 
order against its enforcement pend- 
ing final determination of the law's 
constitutionality. 

Walter C. Mallory, general man- 
ager of the Florida Automobile 





They are out of business. We have 
had a hard way to go, but this situ- 
ation has awakened everyone.” 
Cooke, a former Ford and Mer- 
cury dealer here, wag indicted on 
charges of obtaining money under 
false pretenses and uttering forged 
instruments of writing. He has 
pleaded innocent. Four officials of 
Cooke companies were indicted on 
charges related to the alleged for- 


driveshaft, bids fair to be the 

most interesting compact of ’61, 

engineering-wise. 

These 10 compact lines in 1961 
will offer a price choice ranging 
from discounted figures of $1,650 on 
up through $4,000 for the “luxury” 
jobs with a full manifest of good- 
ies. 

How the individual makes fare 
could settle a lot of questions for a 





Dealers Assn., applauded the rul- 
ing of the three-judge court, Used- 
car dealers fought the law bitterly 
when it was being considered by 
the last legislature. 

Sam Hicks, St. Petersburg used- 
car dealer who is suing to upset 
the law, called it “discriminatory 
and asinine.” 

“You can buy a million dollars 
worth of property on Sunday,” he 
said, “but they tell us that this law 
about cars is needed because a 
buyer can’t check the title right 
away on Sunday. 

“That's ridiculous. Most of us 
deal at night and on Saturday any- 
way, when a title can’t be checked 
any faster than on Sunday. Besides 
that, we are all bonded.” 


geries and also pleaded innocent. 


By John K, Teahen dr. 
Associate Editor 


HRYSLER CORP., its officers 

and its directors last week re- 
mained huddled behind the wall of 
silence that has been erected around 
the Newberg affair. 

The men who know the answers 
weren’t talking about why Wil- 









Li 


Olds Dealers Furnish Courtesy Cars— 

Shown above is the fleet of 60 white Oldsmobile convertibles, the official cars of 
the recent United States Open Golf Tournament in Denver. These cars were furnished 
fo the tournament by Denver-crea Oldsmobile dealers. Pictured in the front car are, 
from left, S. J. Lintzenich, cochairman of Transportation Committee for the tournament; 
Mrs. Grant Hartman, women's chairman of transportation; E. Jack Beatty, representing 
the Denver Oldsmobile dealers; Bill Kindel, transportation chairman, and Bill Hewit, 


tournament vice-chairman. 


long time to come. 


Chrysler Continues Mum 
On Why Newberg Left 


liam C. Newberg quit as president 
just 64 days after taking the job. 

A corporation director said board 
members had agreed to say no 
more than what was in the com- 
pany’s official statement. 

That statement noted tersely that 
Newberg’s resignation was due to 


“differences of opinion on certain 


corporation policies.” 
* ae - 
ANOTHER source said that only 
seven persons know the full 
story of why Newberg quit and 
that there is little chance of any 
of them disclosing the facts, 

Chrysler said that no letter has 
been sent to shareholders or dealers 
explaining the situation. 

Chrysler even declined.to com- 
ment on the financial settlement 
(if any) that was made with New- 
berg, although that information is 
almost sure to be in the proxy 
statement which will be mailed to 


| Shareholders before next year’s an- 


nual meeting. 

As executive vice-president, 
Newberg’s salary was $125,900. 
His salary was increased when 
he became president last April 28. 

L. L. Colbert received a salary of 
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Chevrolet's Planning Committee Meets— 


Representatives of the more than 7,000 Chevrolet dealers in the United States 
gathered in Detroit recently with company officials for discussion of the latest auto- 
motive retailing trends. The meeting was the 95th session of the Chevrolet National 
Dealer Planning Committee which includes 10 top dealers elected by their fellow 
retailers. Shown clockwise around the conference table are E. E. Sullivan, Chevrolet 
office manager; N. J. Johnson, assistant general sales manager, central office staff; 
Harold Wood, Birmingham, Ala.; J. B. Holland, South Charleston, W. Va.; C. G. Irish, 
Essex, Md.; A. J. R. Dobles, Manchester, N. H.; Floyd Foren, Ferndale, Mich., and 
H. P. Sattler, Eastern assistant general sales manager. K. E. Staley, Chevrolet general 
sales manager; L. N. Mays, Western assistant general sales manager; E. M. Ford, 
Fresno, Calif.; E. J. Brown, Mesa, Ariz.; Max |. Meadors, Clovis, N. M.; W. C. Fletcher, 
Cedar Rapids, Ia.; J. A. Sanders, Watertown, S. D.; J. P. Hopkins, manager, sales 
administrative department, and J. F. Howie, manager, dealer committee operations. 





89-Day Supply in U. S.... 


Import Stocks Up Again 


(Continued from Page 1) 


















seas have remained ahead of 1959| 57,296 France 48,640 
levels in spite of a sales softness; 16,771 Italy 14,652 
induced by the American compacts. 10,461 Sweden 8,002 
The Europeans may give the U. S. 956 J 1,102 
import industry a respite next 695 Czechoslovakia 25 
month, however, during their an- 464 Belgium 1 
nual plant vacation periods, 403 Netherlands ............. 
ao oe 241 Canada 203 
Are imports totalled 54,521 new |__............ East Germany 127 
cars, 1,572 new trucks and buses 33 Others 13 
and 2,076 used cars. Comparable 
totals for March were 65,216 new! 231,688 TOTAL 209,306 


cars (second highest), 2,369 new 
trucks and buses and 2,240 used 
cars. In April, 1959, imports includ- 
ed 55,677 new cars, 2,575 new trucks 
and buses and 1,730 used cars. 

A total of 231,638 new cars were 
shipped to the U. S. in the first four 
months of this year, compared with 
209,306 for the January-April period 
of 1959, New truck-bus shipments 
fell from 7,489 last year to 6,962 this 
year, while used-car imports rose 


* * * 
N° CONTEST for supremacy ex- 
ists in the new-truck and used- 
car import fields, where the major 
source to the U. S. is West Ger- 
many. 

For the first four months, West 
Germany accounted for 6,228 new 
trucks this year and 6,271 a year 
ago. British-built models declined 
from 1,158 last year to 282 thus far 
in 1960. France sent 315 Renault 








trucks and Sweden 62 Volvo mod- 
els in the recent January-April pe- 
riod. 

Used-car shipments from West 
Germany totalled 8,120 units in 
the four-month period of 1959, 
compared to 7,050 a year before. 
No other country accounted for 
more than 300 used-car shipments 
either in this year’s or last year’s 
January-April period. 

The AMA also reported that new- 
car exports from the U. S. increased 
slightly in May over May, 1959. 

* a + 


from 7,676 to 9,005. 

The seesaw battle between 
West Germany and the United 
Kingdom for leadership in im- 
port-car shipments to the States 
continued in April, the Automo- 
bile Manufacturers Assn. report- 
ed. 

Trailing the Germans at the end 
of the first quarter by fewer than 
1,000 units, the British eased back 
into first place during April, This 
was the standing for the January- 
April period by nations shipping 
cars to the U. S.: 

1960 









1959 A TOTAL of 10,330 new cars were 

72,251 Great Britain 69,194 shipped abroad in May, includ- 
71,437 West Germany 67,348 | ing 1,977 to Canada. 

- This represented a drop from 

7 io va igi Io April’s 11,229 exports, of which 


1,800 went to Canada, but exceeded 
the 9,806 cars shipped to other 
countries in May, 1959 (including 
1,709 to Canada). 

New-truck exports reached a 
year’s high in May—26,755 units. 


Ford of Canada 
Appoints Kemp 


TORONTO.—The appointment of 
Jack S. Kemp as general sales 
manager, Ford Motor Co. of Can- 
ada, Ltd., has been announced by 
John D. King, 
marketing vice- 
president. For 
the last year, 
Kemp has been 








Father-Son Team Cited— 





$250,900 as Chrysler president, but! Dominick Morley jr., center, and Dom- 
New berg’s stipend probably was | inick Morley sr., right, of Clark & White, 
less than that. | Inc. (Lincoln-Mercury), Boston, receive spe- 
According to Chrysler's last PTOXxy | cial recognition and awards from Traver 
statement, Newberg’s estimated an-| C. Smith, L-M Boston district manager, for 
nual benefits upon retirement were | “outstanding sales performance” during 
$45,375. This sum was contingent | 1959. On the basis of his sales record, 
upon retirement at age 65, Morley sr. received the “Salesman of the 
° ° be Nation" award for the best record amon 
9g 
For 1957, Newberg was awarded |-1-M salesmen in the Northeast region. 
a bonus of $124,300, which was| Morley jr. received the “Inner Circle 
to be paid in five equal installments. | Award" as one of the outstanding sales- 
(Continued on Page 47, Col, 1) men in New England. 





imported-car 
marketing man- 
ager for Lincoln- 
Mercury Division, 
Dearborn. 

In 1947, he join- 
ed Ford in Chi- 
cago, and in 1953, - 
became assistant J. 8. Kemp 
district manager there. From 1956 
to 1959, he was general sales man- 
ager for Ford Motor Co, of Eng- 
land, Ltd., Dagenham, England. 
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In LIFE, in just 7 days, your black-and-white or 
two-color ad can be selling coast to coast—four to five 
times as fast as it can in any other general magazine. 
That’s because LIFE is a weekly magazine of world 
events: it keeps its presses open longer, to bring its 
18,950,000 families the very latest news, in pictures. 





So give us your plates any Wednesday —and on the 
very next Wednesday, news of your product—a new 
price, a new competitive advantage, a new style or a 
new feature—will be reaching the households across 
the country that account for 44% of all the dollars 
spent in the United States on new cars. 


GO FAST...GO 
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On Capital Gains... 





Supreme Court Gives 
Lessors a Tax Break 


CHICAGO.—Three decisions im- 
portant to long-term automotive 
fleet leasing have been handed 
down by the United States Supreme 
Court. Each concerned “useful life” 
of a depreciable asset in the tax- 
payer’s business. 

The Evans and the Massey 
cases, taken under the Internal 
Revenue Code of 1939, and the 
Hertz case, under the present In- 
ternal Revenue Code of 1954, were 
involved. 

The point most vital to long-term 
lessors made clear by the ruling, 
was the recognition by the court 
that capital gains were proper 
under certain conditions of “useful 
life.” 

The opinion stated that profits 
resulting from excess of actual sal- 
vage recovery over cost, less de- 
preciation taken in the cases where 
the depreciation employed is prop- 





Ga. Independents 
To Hear Talmadge 
At August Meeting 


ATLANTA.— Senator Herman 
Talmadge will be the featured 
speaker at the annual convention of 
the Georgia Independent Automo- 
bile Dealers Assn, in Atlanta Aug. 
7-9. 

More than 1,000 dealers are ex- 
pected to attend. 

Other speakers will include Lt. 
Gov. Garland Byrd and Comptroller 
General Zack Cravey. 

One of the principal subjects to 
be discussed will be plans for the 
proposed $1 million headquarters 
building to be located in Atlanta. 





DET ROIT.—Ford Division has 
adopted a buildout bonus program 
with a top payment of $150 per car, 
and Plymouth is offering dealers 
in Far West states $90 and $180 
per unit. 

Elsewhere, Imperial and Stude- 
baker have extended their early- 
summer incentive plans through- 
out the third quarter, and Stude- 
baker has added a contest which 
provides vacation trips for deal- 
ers and merchandise prizes for 
salesmen and sales managers. 

The Ford Division payoff applies 
only to standard-sized models. 
Trucks, Falcons and Thunderbirds 
are not included. The bonus period 
is July 1 through Sept. 28, the day 
before the ’61 models will be intro- 
duced. 

Each Ford dealer has been as- 


Jaguar Assumes 
Daimler Sales, 


. . 

Pays $914 Million 

NEW YORK. — Purchase of 
Daimler Co. Ltd., by Jaguar Cars 
Ltd., both of Coventry, England, 
now has been formally concluded 
for a cash pur- 
chase price of 
approximately $9,- 
520,000, it is an- 
nounced here by 
Johannes Eerd- 
mans, president 
of Jaguar Cars 
Inc. of New York. 

Present plans 
are for Daimler 
cars to be mar- 
: keted in the U. S. 
J. Eerdmans through Jaguar 
distributors, he said, Daimler’s 
wholesale, advertising and public 
relations operations will be con- 
ducted by The Daimler Corp. from 
its new offices at 32 E. 57th St., New 
York. Eerdmans also is president 
of The Daimler Corporation. 

Eerdmans denied that sweeping 
changes, including even the ex- 
tinction of the Daimler nameplate, 
are to be expected. 





Fi ord Pays Buildout Bonus; 
Plymouth Rebates in West 





erly projected, are taxable on a 
capital-gaing basis. 

Automotive leasing firms em- 
ploying such depreciation pro- 
cedures can continue to pay capi- 
tal gains on that category of 
profits instead of the normal tax 
rate on regular earnings, 

This determination has been the 
stand taken for the last five years 
by the American Automotive Leas- 
ing Assn., the trade group repre- 
senting more than 60 lessors who 
operate at least 65 percent of ve- 
hicles under long-term lease in the 
nation. 

Specifically, the court stated, “It 
is the primary purpose of deprecia- 
tion accounting to further the in- 
tegrity of periodic income state- 
ments by making a meaningful al- 
location of the cost entailed in the 
use (excluding maintenance ex- 
pense) of the asset to the periods 
to which it contributes, To calculate 
arbitrarily the expected total ex- 
pense entailed by the asset on the 
false assumption that the asset will 
be held until it has no value, is to 
invite an erroneous depreciation 
rate and base. 

“The erroneous depreciation base 
and rate may result in either an 
over or an under-depreciation dur- 
ing the period of use,” the decision | 
stated. “The alternative is to esti- 
mate the period the asset will be 
held in the business and the price 
that will be received for it on re- 
tirement.” 

While there is a risk of error in 
such projections, it was stated that 
prediction is the very essence of 
depreciation accounting. 

“Besides,” it was stated, “the 

possibility of error is significantly 


(Continued on Page 48, Col, 4) 





signed a quota, and he will receive 
$125 for each sale in excess of that 
quota. If he reaches 50 percent of 
his objective by Aug. 10, he will 
get $150 for each over-quota sale. 

It has been learned that Ford Di- 
vision will pay a carryover bonus 
of 5 percent on Thunderbirds and 
$75 per unit on standard Fords in 
dealers’ hands when the ’61 models 
are introduced. There will be no 
carryover payment on Falcon. 

The Plymouth buildout plan for 
Far West dealers is similar to one 
used by Chrysler Division the last 
two years. Dealers have been as- 
signed a “fair-share” quota, 
which has been broken down by 
body styles. 

Cars on hand and on order as of 
June 30 are considered part of the 
quota, To qualify for the rebates, 
Western dealers must order (by 
July 22) enough cars to bring their 
inventories up to their “fair share.” 

Dealers who qualify will receive 
$90 per car for sales up to 50 per- 
cent of quota and $180 for sales 
in excess of 50 percent. The pro- 
gram continues until the end of 
the model year. 

Extended to the end of the model 
year was an Imperial bonus plan 
which pays dealers $200 for new-car 
sales on which the tradein is a ’56 
to ’60 Cadillac, Lincoln, Oldsmobile 
or Buick or a ’56 to ’59 Imperial. 

Studebaker kept in effect for 
the third quarter a bonus pro- 
gram that has been running since 
the beginning of the year. It pays 
dealers $10 to $50 per car for 
achieving 110 to 150 percent of 
factory-assigned quotas. 

In a new contest, dealers have 
been divided into three groups in 
each of Studebaker’s 17 sales zones. 
The 51 dealers (one in each group) 
who achieve the highest percentage 
over quota will win one-week trips 
to Hawaii for two persons. The 51 
runnersup will get trips to Mexico. 
The three-month contest ends 
Sept. 20. 

Studebaker salesmen are compet- 
ing for merchandise prizes, and 





4 Sales Executives 
To New Positions 





Chevy Dealers Go on ‘Selling Spree'— 


The Oakland (Calif.) Zone Chevrolet Dealers’ Assn. has launched an allout “Summer 


Selling Spree'—a three-week promotion featuring newspaper, radio and television 
advertising. Shown here with a tiein window banner developed for the program are 


members of the association's advertising committee. From left are H. B. Hatch, Los 
Altos; Fred Lemmon, Auburn; Ellis Brooks, San Francisco; Paul Mennenga, San Leandro, 
who is also president of the association, and Ben Celli, Oakland. 


In Florida, New York... 


Hertz Selloffs Ordered 


WASHINGTON. — Hertz Corp. 
must dispose of “substantial” auto 
rental properties in Florida and 
trucking renting and leasing firms 
in the New York City area under a 
consent judgment terminating a 
federal antitrust suit, according to 
Lawrence E, Walsh, acting attor- 
ney general. 

The suit charged that Hertz’ ac- 
quisition of a number of vehicle 
renting and leasing firms violated 
the Clayton Antitrust Act. The ef- 
fect of the acquisitions, Walsh said, 
was “to eliminate competition be- 
tween Hertz and the acquired com- 





R, F. Paimer G, R, Stelzer 


Chevrolet Assigns 


DETROIT, — Chevrolet has ap- 
pointed new zone managers at Oak- 
land, Calif., and Green Bay, Wis.; 
a city manager at Los Angeles, and 
an assistant zone manager at 
Omaha. The changes are: 

G. R, Stelzer, from Green Bay 
zone manager to Oakland zone 


LOR 








D. W. McMaster D. V. Hawthorne 


manager; Robert F. Palmer, from 
Los Angeles city manager to re- 
place Stelzer; D. V. Hawthorne, 
from assistant zone Manager at 
Omaha to succeed Palmer at Los 
Angeles, and Donald W. McMaster, 
from Rocky Mountain regional 
business manager at Denver to re- 
place Hawthorne. 

Stelzer, 25-year Chevrolet vet- 
eran, succeeds J. W. Steele, who has 
left the company to become a Chev- 
rolet dealer at Arcadia, Calif, 

Palmer joined the company in 
1945, served in the Oakland office 
in executive positions for 10 years 
and was city manager at Los An- 
geles for four years. 

Hawthorne, a 26-year veteran, 
had been in the Omaha zone since 
1946. 

McMaster, who has been with 





there are prizes for the top three 
sales managers in each of three 
regions. 


Chevrolet since 1940, also was in 
the Omaha office before taking the 
Denver post three years ago. 





panies” in Florida and New York 
City. 

He added that the consent judg- 
ment also enjoins Hertz “for a pe- 
riod of time” from: 

Acquiring auto or truck renting 
or leasing firms in certain large 
specified cities throughout the 
country, and entering into or en- 
forcing, except in limited instances, 
covenants not to compete and ex- 
clusive contracts for rental conces- 
sions, 

The complaint also had charged 
anticompetitive effects growing out 
of “Hertz entering into covenants 
not to compete with officers and 
employes of certain of the acquired 
firms and the obtaining by Hertz 
of valuable automobile rental con- 
cessions through exclusive con- 
tracts.” 


Hertz Cites Small Effect 


Of Antitrust Effect 

CHICAGO. — Because of some 
confusion caused by conflicting re- 
ports regarding the antitrust con- 
Sent decree signed by Hertz Corp. 
in United States District Court in 
New York, President Walter L. 
Jacobs has issued the following 
statement: 

“The Hertz Corp. is required to 
sell only a part of its car renting 
business in Florida and part of its 
truck leasing operations in New 
York City. After the Florida dives- 
titure of up to 1,000 passenger cars, 
we expect our Florida fleet to ex- 
ceed 4,000 vehicles. 

“The divestiture of 900 trucks will 
still leave us more than 3,000 trucks 
in the New York area. Hertz oper- 
ates more than 26,000 automobiles 
and 16,000 trucks nationally.” 


300 Miles on Three Wheels— 








Court Affirms 


Counsel’s Power 


NLRB Aide Upheld 
On Agenda Decisions 


By Francis J. Gawronski 
Staff Writer 


7a general counsel of the Na- 
tional Labor Relations Board 
has complete control over the kind 
of unfair labor charges put before 
the board, a United States Court of 
Appeals has ruled. 

The court declared that the 
NLRB itself may not 
change a complaint 
issued by the gen- 
eral counsel. 

In its ruling, the 
court upheld a deci- 
sion in which the board had denied 
itself veto power over the general 
counsel's determination of what 
goes into a complaint, 

The three-judge court ratified a 
power that some Congressmen have 
criticized on the grounds it makes 
the general counsel a “labor czar.” 

* K * 


_gaen wns, a shortage of 
parts caused Ford Motor Co. 
to shut its assembly plants at Lor- 
ain, O., and Kansas City last week. 
The supply shortage was caused 

by a production slowdown and a 

strike at Ford’s Walton Hills (O.) 

stamping plant. 

Production at the stamping plant 
was virtually halted for the July 4 
holiday weekend after the company 
suspended 1,019 members of UAW 
Local 420 on charges of participat- 
ing in a slowdown. 

A company spokesman said the 
disciplinary action against almost 
a fourth of the plant’s work force 
was “taken as a last resort after 
repeated warnings.” 

He said all employes had been 
read notices by their supervisors 
stating that production had 
dropped to 30 to 50 percent of nor- 
mal] in various departments during 
the past few weeks, and blaming 
the curtailment on a slowdown, 

The workers returned to their 
jobs last Tuesday (July 5) while 
company and union negotiators 
tried to settle the long simmering 
disputes over production standards 
and the local’s demand for better 
health and safety conditions. 

When the negotiators failed to 
reach an agreement, the workers 
walked off their jobs Wednesday 
(July 6). 
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LABOR 
FRONT 


* * * 


N PHILADELPHIA, federal me- 

diators last week called for re- 
sumption of contract talks between 
the Heintz Division of Kelsey- 
Hayes Co., Detroit, an important 
supplier to the auto industry, and 
the striking United Auto Workers 
Union. 

The strike, involving 1,200 pro- 
duction workers, began June 25 
after the UAW won an NLREB elec- 
tion as bargaining agent at the 
plant and then was unable to agree 


_lon @ contract with the company. 





Joe Levy, Walton Motors (Chrysler), Chicago, looks over a 1960 Chrysler as it leaves 
for Detroit on three wheels. Chrysler Corp. said the run was intended to prove the 
advantages of unibody construction. Electronic recorders installed in the car indicated 
no deterioration or sag in the right front section of the Chrysler resulting from being 
unsupported for 300 turnpike miles, the firm said. The car was demonstrated in Chi- 
cago’s Soldiers Field prior to the run. 
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Where ‘Jen Miles are 


As far as distance is concerned, it’s but the briefest of journeys. 


But it’s enough to persuade even the most reserved pros- 
pect that Cadillac for 1960 offers a uniquely wonderful motor- 
ing experience. 

He’ll sense this the instant he settles into the driver’s seat. 
For comfort and spaciousness and luxury have never been 
more beautifully combined. in a motor car. 


And then he turns the key — presses his toe to the accelerator 
—and the seat cushion presses gently against his shoulders to 
announce that he’s off! 


The car rolls into the city’s traffic in extraordinary silence. 
The wheel moves as if his hands had been blessed with a 


CADILLAC MOTOR CAR DIVISION 


eh item 


eee ceil 





a Hevelation! 


magic touch. The pedals require only the gentlest pressure. 


Then as the city streets blend into more spacious boulevards 
and he accelerates his pace somewhat, Cadillac’s magnificent 
riding qualities come more keenly to notice. 


The car seems almost to float over the highway. Any flaws 
in the surface are simply absorbed before he can feel them. 


The Cadillac moves with a feeling of substance and solidity, 
and with an inbred sense of mastery over the highway. 


It is this superb performance that helps make Cadillac the 
predictable choice of those who choose without restriction, and 
gives the Cadillac dealer and the Cadillac salesman one of the 
finest opportunities and most attractive futures in the industry. 


GENERAL MOTORS CORPORATION 
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Put Heat on Domestic Cars... 


Imports Set Auto Pace in Canada | 


stiff tariff against American com- 
petition. This tariff is 17% percent, 
just enough to make it not worth 
while to buy a car in Buffalo and 


By Gordon McCaffrey 
Staff Correspondent 

TORONTO. — What is import 
competition doing to the car mar- 
ket in Toronto? 

Newspaper ads tell the story. 

Now, at the peak of the car-buy- 
ing season, Toronto dealers are of- 
fering Canadian-built cars at dis- 
counts of close to 25 percent. These 
price slashings don’t usually come 
until the end of the season, 

But the same and other dealers 
are advertising imported cars at 
the full suggested list prices. 

“We're in such bad selling straits 
we're offering a 1960 Fairlane Ford 
for $2,195, the same price as the 
Falcon,” Fred Bottome, assistant 
sales manager, Elgin Motors, says. 

Elgin is also advertising the 
British-built Ford Anglia for 
$1,657, Ford’s suggested list price. 

The two-door, six-cylinder Fair- 
lane, complete, is listed to sell at 
$2,815. You can buy this car at sev- 
eral Toronto dealers for $2,195. 

Another dealer is making a simi- 
lar offer for a Meteor, at $2,189. (A 
Meteor is the Ford with different 
chrome strips.) 

The compacts haven’t escaped 
the price cutting, 

The Falcon with heater should 
sell at $2,424 if the dealer is to get 
the markup the manufacturer sug- 
gests. Metro dealers are scrambling 
to give them away for $2,195. 

The Corvair two-door sedan with 
heater lists for $2,545 in Toronto. 
You can buy it for $2,375, with li- 
cense thrown in. 

And Valiant, tagged at $2,636 with 
heater can be driven off the lot for 
$2,375. 

You won’t find the same dis- 
counts with the imports. 

A check on three Volkswagen 
dealers found identical asking 
prices, the factory suggested list 
for standard models, $1,595, 

Last week representatives of Gen- 
eral Motors of Canada, Ford Motor 
Co, of Canada, Chrysler Corp, of 
Canada and the Canadian Automo- 
tive Chamber of Commerce had a 
meeting with Prime Minister Dief- 
enbaker and Minister of National 
Revenue Nowlan, in Ottawa. 

According to a statement of the 
CACC, they discussed “trade equal- 
ity” between Canada and the U.K. 

Canadian cars enter the U.K. 
over a 20 percent tariff, British 
Commonwealth cars come here 
duty-free. 

The CACC official declined to 
comment on whether the car man- 
ufacturers would like to see a Ca- 
nadian tariff against British cars, 
or the elimination of the U.K. tariff. 

(The Big Three don’t see eye-to- 
eye here: General Motors imports 
Vauxhall, and Ford of Canada im- 
ports Consul, Anglia and Zephyr 
from the U.K.—all duty free. Chrys- 
ler, on the other hand, imports 
Simca from France and Fiat from 
Italy—over a 17% percent duty.) 

It’s highly unlikely the Diefen- 
baker government will upset Can- 
ada-U.K. trade relations by intro- 
ducing a tariff, One of the principal 
U.K. exports here is cars, worth 
$78 million last year. 

Earlier this year Premier Frost 
of Ontario criticized Canadian car 
manufacturers for not giving Ca- 
nadians the cars they want. 

Since the first of the year, more 





Canadian Dealers Rip 
Import Price Scheme 


VANCOUVER, B. C.—Import- 
ed-car dealers here have protest- 
ed any move by the.federal gov- 
ernment to introduce higher 
valuations on foreign cars as a 
means of helping Canada’s sag- 
ging automobile industry. 

In a telegram to Prime Minister 
John Diefenbaker, the Imported 
Car Committee of the Automobile 
Dealers’ Assn. of Greater Van- 
couver said it was “greatly con- 
cerned by press reports of plans 
to restrict the sale of imported 
cars in Canada by increasing the 
price to the public, which in this 
market constitutes 40 percent of 
car buyers ... We are convinced 
that any change in the price 
structure of imported cars .. . 
will only result in higher prices 
for the consumer,” the telegram 
said. 





Canadians then ever have indi- 
cated they want cars selling under 
$2,000. 

This has been shown in the in- 
creased sales of imports in the 
$1,600-to-$2,000 range, the moderate 
success of the compact cars, and 
price slashings on the low-priced 
Canadian-built big three (Ford, 
Chevrolet and Plymouth), 

The Canadian car industry was 
built up under the protection of a 


Diefenbaker Hints 


Probe of Canadian 
Auto Industry 


OTTAWA.—The idea of a gov- 
ernment inquiry into the problems 
of the auto industry is “worthy of 
most serious and immediate con- 
sideration,” Prime Minister John 
Diefenbaker told 200 members of 
the United Auto Workers. 

The UAW delegation met with 
Diefenbaker, Revenue Minister 
George C. Nowlan and Labor Min- 
ister Michael Starr. 

The union representatives told 
the government officials that the 
auto industry is ailing and that 
it has been hurt by growing unem- 
ployment and. imported cars. 

The union brief also assailed the 
industry for not meeting foreign 
competition with a smaller, cheaper 
Canadian model. 

George Burt, UAW Canadian di- 
rector, said the chances are good 
for a special investigation. He said 
that after Diefenbaker’s remarks, 
Revenue Minister Nowlan whisper- 
ed to him: “Well, George, it looks 
as though you're going to get your 
Royal Commission.” 





















drive it to Toronto, 


worry about, 

Now many dealers selling Cana- 
dian-built cars are staying in busi- 
ness largely because they’re offering 
imports as a sideline. In several 
cases, the import is the bread and 
butter. 

A Toronto Buick dealer says he 
sells more Vauxhalls than Buicks, 
and he makes more profit on each 

Vauxhall. 

A Vauxhall in average condition 
three years old sells at two-thirds 
the list price of the new car; a 
Ford or Chevrolet, for less than 
half. 

All this suggests the British and 
European cars have introduced the 
first real price competition in the 
Canadian car market since World 
War II. 


Until five or six years ago, Amer- 
ican-made cars were the only ones 
Canadian manufacturers had to 








*-D-V Dealers Help Sponsor Driving Events— 


In all parts of the country Plymouth-DeSoto-Valiant dealers are lassoing new-car 
prospects by helping sponsor local Teen-Age Road-E-O events, a national safe driving 
competition conducted by the Junior Chamber of Commerce. The way P-D-V dealers 
tie in is by loaning cars for use in the events, thereby getting young people familiar 
with the cars and receiving goodwill for their cooperation. Since the events are highly 
publicized, dealers also benefit from product exposure and dealer identification in 
publicity. Lenox Motors, Cincinnati, is typical of the way dealers are participating in 
the Road-E-O events. Jerry Itkoff, left, Lenox vice-president, and Don Cox, right, sales 
manager, turn over cars for use in the local event to two participants. Center is Doug 


Grant, of the Chamber of Commerce. 


Sudden Slump Besets San Diego 


(Continued from Page 3) 


job. However, workers on each side 
of him, and his neighbors, become 
extremely cautious in their spend- 
ing. 

“It is these ‘side-effect’ people 
who hurt the market. Instead of 
just one unemployed person not 
buying, you have four to 10 fam- 
ily groups aware that Joe has lost 
his job. They might be next. So 
they don’t buy. 

“When employment stabilizes, 
you’re going to see San Diego con- 


Iowa to Probe Charges 
Of ‘Paper-Plate’ Abuses 


DES MOINES. — Gov. Herschel 
Loveless has promised the Iowa 
Automobile Dealers Assn, that he 
will order an investigation of state 
charges that Iowa dealers “have 
cost the state millions of dollars” 
through alleged illegal use of tem- 
| porary “paper license plates.” 
Under Iowa law, dealers are 

permitted to issue cardboard li- 

censes to new-car buyers for a 

five-day period. 

The purchaser pays the dealer 
|the proper license fee, and the 
|dealer forwards it to the county 
treasurer with a request that a reg- 
ular aluminum plate be sent to the 
purchaser. 

B. A. Horner jr., secretary-treas- 
urer of Floyd Lehman Ford, Inc., 
Des Moines, paid $312 in fines in 
Justice Court after the State Motor 
Vehicle Department filed three in- 
formations against the company 
charging it with not sending in 
license fees within the required five 
days. 

John Miler, state motor-vehicle 


Pittsburgh Levy 
Is Overturned 


By High Court 


PITTSBURGH. — An appeal to 
the State Supreme Court has suc- 
ceeded in making local mercantile 
taxes applicable only to the selling 
price of a car, not to the list price. 

Such mercantile taxes are paid 
to the city and school district. 

In a previous case, the County 
Court had upheld the city’s position 
that the tax be paid on the list 
price of the car, even when the car 
had been sold at a discount, 

The ruling was appealed by Mil- 
ler Chevrolet Co., which had been 
paying the tax under protest since 
1954. 

In reversing the lower court. de- 
cision, the State Supreme Court 
said it was only right that “the 
actual value should be the crite- 
rion” for figuring the tax owed. 

Dealers in Pittsburgh are expect- 
ed to request refunds of taxes paid 
in the past on the difference be- 
tween selling prices and list prices. | 





agent, issued a statement charging 
that there was widespread violation 
of the paper-plate law. He declared 
the state had lost millions of dol- 
lars through late registrations of 
cars by new-car dealers. 

“I have seen cases in which 
new cars have been driven on 
paper plates four or five months,” 
Miler said. 

Alfred W. Kahl, executive vice- 
president of the Iowa dealer associ- 
ation, challenged Miler’s state- 
ments. He wrote Gov. Loveless and 
demanded that in fairness to the 
dealers the state make an investi- 
gation and report. 


Replacement Tires 


Seen Gaining 5.5% 


ATLANTA. — Replacement tire 
sales are expected to increase 5.5 
percent in 1960, but competition is 
keener and sales “noticeably tough- 
er,” R. D. Thomas, Firestone sales 
manager told a meeting of the 
Southeastern Firestone Dealer 
Council. 

The 5.5 percent increase was 
based on growth from _ 66,797,000 
units in 1959 to an estimated 70,- 
500,000 this year. 


Original equipment sales are ex-| 


pected to show a gain of about 9.2 
percent with increases of one per- 
cent for truck tires and 2 percent 
for tractor tires predicted. 


Late Report... 





tinue to grow as rapidly as in the 
past.” 

Also on the plus side, Ed Leitner, 
general manager of Kasey Pontiac, 
said, “One thing that has picked 
up is wholesale parts. It seems that 
more people are repairing their 
cars. We sent a salesman out in 
the field to solicit business, and 
now we express parts all over 
Southern California and Nevada.” 

Bd oe * 

URPRISING to most dealers was 

that advertising failed to en- 
courage new business, When the 
sag began early in May, many a 
management embarked on ambiti- 
ous newspaper, radio and television 
programs, Five weeks later, most 
dealers had cut back much of their 
advertising. 

One dealer curtailed his June 
budget by 30 percent. He discon- 
tinued a major portion of television 
advertising, is holding newspaper 
classified for used cars and doing 
very little radio advertising. 

Another man has cut the tele- 
vision budget, but has upped his 
radio and newspaper ads. A third 
dealer said his advertising budget 
is within $200 of last year’s. 

Another dealer told AUTOMOTIVE 
News, “We were heavy on radio 
and television, with an occasional 
newspaper ad, until May hit us. 
Then we found that no matter how 
much we spent it did no good. 

“Since June 1, we've been off tele- 
vision and radio. We’re advertising 
our used stuff in classified. Over- 
sized May display ads by many 
dealers have disappeared. What 
business we’re doing now is on the 
basis of sales activity. On my staff 
are three men doing all the tele- 
phoning and calling. And these 
three do the bulk of the business. 
The rest aren’t ‘cutting the mus- 
tard.’” 

* + - 
RANK HARRIS of Davies Mo- 
tors, Inc, (Rambler), San 
Diego’s oldest auto firm, said: “I 
think dealers should merchandise 
cars and stop misleading advertis- 
ing, discounts and overallowances. 

“We need to create a more stable 
business. Dealers should stop ad- 
vertising in such a depressing fash- 
ion, as though cars were distress 


Used-Car Market 


The average price of used cars sold at wholesale auction last 
week declined $21 to a new low for the year of $947, according to 


Automotive News’ index, 


The setback was geared to severe losses by late models; older 
units showed dollar gains. Advances amounted to $23 on ’54s, $11 
on '56s and $3 on 53s. The price of ’55s remained unchanged. 

Losses were $18 on '58s, $34 on ’60s, $35 on ’57s and a whopping 
$119 on ’50s. New lows for the year were established for all four 


of these models. 


At a group of representative auctions last week, the sales ratio 
was 67.1 percent, compared with 69.8 percent a week earlier. It 
was the lowest sales ratio recorded in a month. 

Auction reports begin on Page 30. 





merchandise. All we’re doing is in- 
viting the public to chisel with us. 

“We're trying to get our salesmen 
trained to good, hard selling. They 
now have to spend more time sell- 
ing a car than ever before.” 

Davies carries its own contract 
and promotes this service in selling 
60 to 70 Ramblers a month. 

Service business is spotty, Kasey 
Pontiac’s customer-paid labor has 
dropped some $5,000 during the first 
five months of 1960, compared with 
the first five months of 1959. The 
shop is writing 8 percent fewer re- 
pair orders but, on the basis of data 
supplied Automotive News, is writ- 
ing more customer-paid labor per 
repair order. 

* * * 
"mover some service shops in 

San Diego have increased labor 
rates, Kasey is still holding to $5 

an hour. 

Harris, of Davies Rambler, said, 
“Our service business is about the 
Same, except that a year ago we 
had six or eight out-of-state cars 
in for service every day, So far this 
has not happened this year. Possi- 
bly lack of tourist business is re- 
sponsible for poor auto sales in 
San Diego.” 

On the other hand, Ray Camp- 
bell, of Campbell Chevrolet, said, 
“We've been concentrating on our 
service department for the last 

four years. We've put in new 
management and an active fol- 
lowup system that went after 
business with direct mail. Our 
first five months of 1960 are some 
$10,000 better than customer-paid 
labor figures of 1959.” 

San Diego dealers indicate that 
grosses on new and used units are 
smaller than before, as sales man- 
agers cut profits to keep wheels 
turning. 

Inventories of new cars were gen- 
erally up. One shop reported a 
60-day stock. Another usually car- 
ries 45 days, but when the bottom 
fell out in May new-car inventory 
leaped to a 90-day supply before 
the dealer could turn off the fac- 
tory faucet. 

om * a 
Most men are carrying a 30-to- 
40-day supply of used cars. 
Some indicated their used-car in- 
ventories were approximately the 
same value as 1959. 

But one dealer said, “The value 
of our used-car stock is about half 
what it was earlier this year. On 
Jan. 31, we had $102,000 worth of 
cars; on May 31, our inventory was 
$52,000. We’ve done this by purpose- 
ly eliminating expensive units and 
cutting our stock from the usual 
70 to about 50 cars. 

“We used to pride ourselves on 
handling a lot of late-model used 
cars, but they’ve been so slow 
moving that we find better, prof- 
its and more business in two, 
three and four-year-olds.” 

Dealer action in San Diego ap- 
pears to revolve around cutting ex- 
penses and putting salesmen to 
work, Many dealers interviewed 
commented on increased efforts by 

(Continued on Page 50, Col 1) 
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For Full Information 


RAMBLER FRANCHISE 


... Mail this card today! ¢ 


Yes, I’m interested in learning about the Rambler 
franchise. I would like to receive more information. I 
understand I am under no obligation, and that my in- 
quiry will be held in strictest confidence. 


Bi cies trcsitiaininiacersacnsisnstcetomainian 
ADDRESS 
CITY 


STATE__ 





BUSINESS REPLY MAIL 
NO POSTAGE STAMP NECESSARY IF MAILED IN THE UNITED STATES 
all 


Director of Dealer Development 
American Motors Sales Corp. 


AT lt 


Detroit 32, Mich. 


VIA AIR MAIL 


Rambler Dealer 
Profits 

Are Way Above 
Industry Average... 
SEE WHY! 
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Rambler Dealers Have 
Biggest Sales Month In History 
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Rambler Dealer Profits 
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If You Are Volume-Minded...If You Are Profit-Minded... 
INVESTIGATE THE RAMBLER FRANCHISE TODAY! 


There Are Still N IMPORTANT! 
| Rambler Dealer Franchises 
| Available In: Select Markets 
| Including Some Metropolitan Areas 


£ Rambler Franchises Also Available in Canada and Important Export Markets. a 'p) O , : T oO D A Fy ie if 
by In Canada, Write to: American Motors (Canada) Lid., 2951 Danforth Avenue, Toronto. ; a ee fi r ; ; 
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Capsule Comment 


Automotive legislation in the current session of Congress, 
including territorial security and the minimum wage bill, 
will get further consideration in an August session. 

Still hope, for better or for worse. 

* - * 

In his “Ten Commandments for Dealers,” NADA Presi- 
dent Birkett Williams advocates a 30-day supply of new 
cars and urges dealers to sell used cars within 30 days. 

A used car is like a fish in a fish merchant’s inventory, 
said Williams, adding that “if you keep it too long, it 


starts to smell.” 
a & ” 


General Motors divisions declare they will make no major 
changes in their new selling agreements offered dealers this 
fall, and will again give dealers the option of five-year, 
one-year and continuing agreements. 

A well-received option is renewed. 
* * * 

A total of 84.5 million motor vehicle operators licenses 
were in force during 1959, the Bureau of Public Roads re- 
eee. an increase of 3.5 percent over the previous year. 

ere are now 1.2 license operators per registered vehicle. 

Texas leads the way with one license operator for every 
vehicle registered. Ale 
* 


Although the economic pace was a bit below the boom 
rate, there was plenty of good business news in the U. S. 
as summer opened, reports the Federal Reserve banks. 

Strong were easier money, strong capital spending 
plans wy ere farm-income outlook. 

. * af 
To direct “an ded, long-range marketing develop- 
ment program,” Studebaker-Packard has appointed Lewis E. 
Minkel, former sales vice-president of Mack Trucks, to a new 
post of marketing vice-president. 

Particular emphasis will be on dealer operations, it was 

announced. 









Events 


%& Evrror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


July 21-24—Automotive Trade Assn. Man- 
agers, Grand Hotel, Mackinac Island. 
Aug. 7-%—Georgia Independent Automo- 
bile Dealers Ton. Henry Grady Hotel, 

Atlanta. 
~ 14-17—Automobile Dealers Assn. of 
‘est Virginia, Greenbrier Hotel, White 
Sulphur ings. 
Aug. 21-23—Colorado Automobile Dealers 
Assn., Harvest House, Boulder, 
Aug. 28-297—Wyoming Automobile Dealers 


Sept. i1-13—New Hampshire Automobile 
Dealers Assn., Farragut House, Rye 
Beach, N. H. 


Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 
apolis, 

7. 13-14—Federation of Automobile 

alers of Canada, Toronto. 

Sept. 16-18— Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland. 

Sept. 18-19—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 

— 18-20—New York State Automobile 
—. The Concord, Kiamesha Lake, 

Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 

- 30-Oct. 1 — Montana Automobile 
nemeere Assn., Rainbow Hotel, Great 
‘alls. 

Oct. 10-12 — Automotive Parts Rebuilders 
Assn., annual convention, Conrad Hil- 
ton Hotel, Chicago, 

Oct. 23-25—New Jersey Automotive Trade 
on Chalfonte-Haddon Hall, Atlantic 

ity. 

Oct. 28-Nov, 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 

Nev. 6-7—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Oklahoma City. 


Nev. 15—Connecticut Automotive Trades 
“Aisn., Hotel Statler-Hi Hartford. 
Jan. 15-19—National Independent Auto- 


mobile Dealers Assn., Eden Roc Hotel, 
Miami. 

Jan. 28-Feb. | — National Automobile 
Dealers Assn., San Francisco. 

March 13-14—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Or- 
leans. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene. 

* ¢ ¢ 


Auto Shows 


Oct. 15-23— National Automobile Show, 
Cobo Hall, Detroit. 

Oct. 19-23—international Foreign and 
Sports Car Show, Commonwealth Ar- 
mory, on. 

Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 

Nov. 9-12—Denver Auto Show, Coliseum, 
Denver. 

Nov. 23-27—Portiland Auto Show, Memorial 
Coliseum, Portland, Ore. 

Nov. 25-Dec. 3—Indianapolis Auto Show. 
Indiana State Fairgrounds, Indianapolis. 

Jan. 14-21—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

Feb. 3-8—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 
Miami. 

Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 

elie 


General 

July 21-23—Automotive Trade Assn. Man- 
agers, summer meeting, Grand Hotel, 

ackinac Island, Mich, 

Sept. 6-16, 1960—Production Engineering 
how, Navy Pier, Chicago. 

Sept. 6-16, 1960—Machine Tool Exposition, 
International Amphitheatre, Chicago, 
Oct. 16-2i—American Trucking Assn. an- 
nual convention, Waldorf-Astoria Hotel, 

New York City. 

Oct. 19-22— Automotive Wholesalers of 
Texas, Rice Hotel Convention and Booth 
Conference, Rice Hotel, Houston, 

Oct. 2426—Truck and Body Equipment 
Convention and Exhibit, Sherman Hotel, 
Chicago. 

Dec. 2-9—Automotive Electric Assn., Meet- 
ing and Manufacturers-Distributors Con- 
ference, Edgewater Beach Hotel, Chi- 


cago. ; 

Jan. 30-Feb. 2— Automotive Accessories 
Manufacturers of America, New York 
Coliseum, New York, 





The Big Stories 


34 Years Ago—1926 

With the world population of 1,748,000,000 for 1925, there was now 
an automobile owner in every group of 71 persons, or a total of 24 
million owners, according to the Department of Commerce. 


20 Years Ago—1940 
World: production of motor vehicles in 1939, amounting to 4,779,170 
cars, trucks and buses, was almost 20 percent higher than in 1938, 
according to the Department of Commerce. The United States and 
Canada accounted for 78 percent of the total, the U. S. producing 
2,866,796 cars and 710,496 trucks and buses. Canada’s output amounted 
to 108,369 cars and 47,057 trucks and buses. 


10 Years Ago—I 950 


Korean War jitters caused panic 
the country. Serious dislocation of automotive supplies was seen pos- 


sible through consumer raids caused by the panic. 


AUTOMOTIVE NEWS, JULY 11, 1960 


Automotive Cartoon 


Of the Week 





9 


‘Direct Conflict ...... 


This is an oO} forum for the discussion of any subject of interest to our 
readers, and aout letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 





National Better Business Bureau, 


Inc., New York. 
* * * 


Salesman on the Way 

I would like to find out more 
about an article in the June 20 
issue of youre magazine entitled, 
“Career Training for Salesmen.” 

I am a senior in high school and 
‘very much interested in becoming 
a car salesman in the next few 
years. I have sold things in school 
at school activities and done well 
in all of them. My father has been 
a car salesman for over 10 years 
and because of this fact I have been 
around car lots a great @al and 
have become familiar with makes 
and models of cars. I have a fairly 
good idea of the value of different 
cars and I enjoy working with 
people. 

I give Mr. J. S. Lloyd a great deal 
of credit for finally bringing this 
thing of car salesmen’s benefits as 
in other occupations out in the 
open. I believe my feelings are the 
same as most of the car salesmen 
and dealers in Muncie and I sin- 
cerely hope that something comes 
of Mr. Lloyd’s plan in the near 
future. 

If you have any suggestions on 
how a young man could prove him- 
self and learn in the car business 
I would appreciate them. Thank 
you for time and trouble.—Jim 
AppinaTton, R. R. No. 3, Box 306, 
Muncie, Ind. : 





BBB Denies Quote 

Our attention has been called to 
an item which appeared in your 
June 20 isswe under the heading, 
“Tough Finance Talk from Insur- 
ance Firm.” 

In the signed article by L. H. 
Houck, the following reference is 
made to our organization: 

“In this connection State Farm 
Insurance Co., Bloomington, I1L, 
the largest auto insurance company, 
which has embarked = a a 
tive financing program in c 
more than 9,500 agents will offer its 
‘Bank Plan’ of financing and insur- 
ance, has sent the following from 
the National Better Business Bu- 
reau to its customers and agents: 

“Tf you’re planning to buy a car, 
be sure you don’t trade in your 
State Farm auto insurance policy 
along with your old model. It could 
cost you a lot of money.’” 

I do not know where Mr. Houck 
got the quotation he attributes to 
our organization, but I can assure 
you that we have issued no such 
information to the customers and 
agents of the State Farm Insurance 
Co., Bloomington, IIl. 

Since we are inaccurately refer- 
red to, as the source of the above 
quoted information, in a manner 
which would be in direct conflict 
with our basic policies, it would be 
very much appreciated if you would 
make clear to your readers that we 
have not issued any advice to pros- 
pective purchasers of new cars in 
regard to what they should do with 
any State Farm Insurance they 
may have.—KeNNETH B. WILSON, 











































Up to the Factories 

I read with interest your report 
in the Automotive News of June 6 
concerning buildout bonus problem 
on new automobiles. It seems that 
this problem is and has been with 
us every year like clockwork, and 
until the manufacturers take a 
realistic step amd modernize the 
distribution system, it is certain the 
problem will stay with us. 

In presenting my idea for an 
equitable distribution system, I 
wish to make one point clear—the 
present outmoded system is not 
unique with one automobile manu- 
facturer alone; it applies to the 
industry as a whole. I have been 
selling and servicing Pontiac cars 
since 1926 and have seen many 
modern changes take place, except 
the automobile retail distribution 
system. The present system is as 
antique and out of place as a Model 

(Continued on Page 37, Col. 1) 
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For rugged wheels, 
car buyers count on steel 


When the going is rough, there’s only one way to go...on steel. 
Steel wheels séak up shock and impact, rims keep their shape. 
Tough steel wheels even have a lot to do with longer tire life. 








@ Rugged steel wheels are only one of the reasons why the public 
prefers steel. People demand steel’s strength, dependability and quality... 
its protection of resale value. We know because continuing surveys 
conducted by Alfred Politz, Inc. prove it. For automobiles, 

the public prefers steel over any other material. 

H@ Use steel as a strong selling feature. Make a point of the special 
steels used in wheels and other parts that must take abuse. Talk up 
the durability of steel. We're doing it with a big national advertising 
program in magazines, billboards and network television. We're 
strengthening the public’s preference for steel even more. Make this 
preference work for you. 


Sell it sells for you 
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The Man Behind the Wheel . . . 


Sales Testing the Skoda Felicia 


Eprror’s Note: This is another 
in a series of reports on the sell- 
ing features of imported cars. 


By Ed Brown 
Staff Correspondent 


_ 1960 Skoda Felicia sports 
convertible, priced at $1,995, is 
a handsome, peppy little package. 

Performance and ruggedness of 
this light-heavyweight convert- 
ible, along with price, are likely 
to appeal to many. 

Conventional in design concept, 
the snub-nosed Felicia neither of- 
fends nor startles. First reactions 
to its sculptured sheet metal work 
are usually good. The forward rac- 
ing headlights, with accompanying 
parking lights, and almost rectang- 
ular grille, give the front view a 
perky appearance, while the strong 
bumpers and overriders are imme- 
diately noticed. 

The chrome-stripped front fen- 
ders and lower body shell will de- 
light the purists who believe a 
minimum of exterior ornamenta- 
tion is a virtue. 

The wraparound windshield is 
virtually distortion free, with the 
thin corner posts virtually elimin- 
ating danger of blind spots, 

Wheel discs fitted to the Felicia 
are reminiscent of many high- 
priced vehicles and should be an 
important talking point with pros- 
pects. i 

* oe 


EIGHT of the Felicia, over 

2,050 pounds, should and can 
be an important sales tool. Com- 
pare this with similar vehicles in 
the low priced import class, 

Doors open fully and wide, al- 
though no t has been 
engineered to hold the door open. 
There is a step-down design, 
which enhances the safety con- 
siderations. 

Skoda engineers do not believe 
in pampering their riders, The 
seats, although fitted with heavy 
foam rubber, are firm. 

When a customer sits in the 
seats for the first time, he will 
probably make some remark about 
their firmness, It is safe to assure 
him that riding comfort is fully 
provided for. A customer looking 
for living-room comfort should be 
treated with a ride, which will 
make a difference in the custom- 


er’s attitude, 
+ Oo + 















































Top Easy to Operate 


7s convertible top can be low- 
ered by one man in 10 seconds 
and raises as easily. It is support- 
ed by a light tubular frame, which 
is primarily responsible for the 
simple operation. 

With the top down, a boot is 
quickly fitted across the folded 
canvas, Which tailors the ap- 

ce of the car and com- 
plements the interior upholstery. 

A plastic hardtop is available for 
about $150. 

Interior finish is a leather-like 
plastic used on both seats and 
doors. Both front seats fold for- 
ward to allow rear-seat entrance. 

The Skoda has been designed 
with enough room in the rear to 
accommodate two extra passengers, 
although the seat, by American 
standards, is essentially a jump 
seat. 

Driver and passenger floor spaces 
are fitted with heavy rubber mats. 
Cleaning is easy. The transmission 
hump is covered with a rug. 

Driver and passenger are provid- 
ed with ample room for their feet 
in this vehicle, Leg space in the 
rear is another matter. 

The bench-type front seat is pro- 
vided with two separate backs, 
which makes for the impression of 
bucket seats. Fore-and-aft move- 
ment of the seat is regulated by a 
small knob, Rake of the seat back 
is also adjustable. Two little 
screws along the deadstops of the 
seat-rest frame are moved to 
change the backrest angle to the 
customer’s specific requirements. 
This ig an extra not to be missed 
in the sale. 


Te 


dash is simple and designed 


high-beam indicator and directional 
signal indicator. 

Directly in front of the right-seat 
passenger is the lockable glove 
compartment, which is unusually 
deep for a car in the Skoda class. 

On the driver’s far left are the 
hood lock and two chains, One 
controls the radiator blind and 
the other operates a vent flap, 
which controls the volume of hot 
air allowed to enter the heater. 

In the center of the dash, under 
the ash tray, is the directional sig- 
nal lever. It ig not self-canceling, 
and the salesman is bound to run 
into customer complaints. It is un- 
handy, too. 

The clutch pedal operates through 
the floor, but the accelerator pedal 
and brake are suspended. They are 
all of good size and are adequately 
spaced. 

Gear-shift lever for the four- 
speed transmission is fixed to the 
steering post. All positions in the 
conventional H pattern are easily 
accommodated. 

Both doors are equipped with 
large pockets which can be used to 
accommodate gloves, maps and 
small sundries. 

Remote controls are provided for 
opening the trunk and gasoline 
filler cap, It took us 10 minutes 
first time we pulled into a gas sta- 
tion to discover this one. Don’t let 
it happen to your customer. 

Windows roll easily and are ac- 
tuated by light aluminum handles. 
Sitting in the driver’s seat, it is im- 
possible to open the windows with 
the left hand; it is necessary to 
reach over with the right hand to 
open the window. Door handles, 
both interior and exterior are also 
made of aluminum and are provid- 
ed with interior and exterior locks. 

It might be well to advise cus- 
tomers that every possible use of 

*~ 


Car Tested: 
SKODA 


Body type: Convertible, 
Engine: Four-cylinder, o v e r- 
head-valve with wet liners. 
Carburetion: Dual JIKOV 32 
SOPb downdraft. 
Displacement: 66.43 cubic 
inches. Bore and stroke: 2.68 by 
2.95 inches. Compression ratio: 
8.4 to 1. Horsepower: 50 at 5,500 
revolutions per minute. Torque: 
54 pounds feet at 3,500 RPM. 
Transmission: Four speeds 
forward. Clutch: Single dry 
plate, Transmission ratios: First, 
4.27; second, 2.46; third, 1.59; 
fourth, 1.00; reverse, 5.61, Differ- 
ential ratio: 5.25. 
Dimensions: Length, 159 
inches; width, 62 inches; height, 
54 inches; wheelbase, 94.5 inches. 
Suspension: Coil springs in 
front with hydraulic dampers; 
transverse leaf in rear with tele- 


Tires: 5.50 by 15. 

Accessories: Electric wind- 
shield wipers, outside rear-view 
mirror, radio, turn signals, re- 
mote-control trunk lid and gas- 
tank lock, whitewalls, heater, 
adjustable radiator blind, tool 
kit and plastic hardtop. 








aluminum has been made in the 
Skoda to reduce weight for more 


economy. 
* a * 


The Demonstration 


= your prospect into the pas- 
senger seat and take him for 
a ride. Suddenly, the firm seating 
will make sense to him, 


The car starts easily and accel- 
erates well through gears. 

In first, it moves up to 20, 
then to 40 in second, moving from 
there to 60 in third and to a top 
of about 85, where it begins to 
vibrate, However, up to 75 the 
vehicle runs smoothly and with 
big-car feel. 

The faster the Skoda goes, the 
smoother the ride. At high speeds 
wind noise is at a minimum, The 
vehicle is tight in all respects. 

Cornering is a real pleasure in 
this short-wheelbase vehicle. With 
only 94% inches to pull around, you 
whip through corners delightfully. 
Braking in the corner causes no 
dip or pull. 

The hydraulic brakes require a 
little extra effort, but they are sure 
and quick in action. We tested 
them over a long distance with no 
fade or heating occurring. 

The handbrake works through 
cable linkage on the rear wheels 
only. 

aa * + 

* the prospect lift the hood 

and look at this little work- 
horse of an engine, There is plenty 
of room inside for a mechanic to 
work, and the home tinkerer will 
have “a ball” on this engine, par- 
ticularly when he catches sight of 
the tools provided in the trunk and 
the explicit instructions in the 
owner’s manual. 

Unlike most imported vehicles, 
the hood is spring-loaded and 
stays open automatically. Inci- 
dentally, no need to bang this 
hood closed, either, A gentle push 
suffices. 

The twin-carburetor engine is 
simple, yet rugged. All essential 
components are easy to reach, We 
averaged 38 miles per gallon, city 
and country. 

The engine is a four stroke, 
water-cooled, overhead-valve, four- 
cylinder job, Wet cylinder liners 
are arranged in line in the cylinder 
block of aluminum alloy. It de- 
velops 50 horsepower at 5,500 rev- 
olutions per minute, The crank- 
shaft is made of special carbon 
steel, which is balanced both static- 
ally and dynamically. The gearbox 
housing is made of aluminum. 

The chassis is a center-tube back- 
bone type with cross members, 
which provides rugged underpin- 

ning for the car. 

Incidentally, advise the customer 
that the fuel pump is fitted with a 
hand primer, which is useful if the 
car has been standing any length of 
time without being used. It is a 
sure battery saver, 

The Skoda boasts coil springs 
in front with rear leaf springing. 
The front includes a hydraulic sus- 
pension damper; the rear spring in- 
cludes a telescopic damper. 

You won't be ashamed of the 
performance ot this vehicle on any- 





Skoda Convertible Conventional but Interesting— 


The Skoda Felicia convertible is a neat package whose design neither offends nor 


the point. Instruments in-| startles. Priced at $1,995, it could carve a niche for itself with proper merchandising. 


clude speedometer, thermometer | The car is powered by a 50-horsepower, overhead-valve engine which delivers through 
and fuel gauge and warning lights/a four-speed gearbox. The top is easy to put up or take down and provides weather- 
proof comfort, according to Ed Brown, staff writer who tested the car. 


for battery charge, oil pressure, 








thing but a deeply rutted farm 


road. Then watch out! 
* + * 


Trunk Is Roomy 

EN the trunk for the pros- 

pect’s view. In comparison to 
the other low-priced imports, the 
trunk spate is voluminous. Under- 
neath the rubber floor matting is 
the spare, Fitted in the trunk are 
the jacking tools as well as the 
various tools for working on the 
engine. 

The owner’s manual will give the 
interested salesman many sales 
hints. 

The Skoda convertible is a fine 
weatherproof vehicle, contrary to 
some of our experiences in import- 
ed convertibles, 

The body is bolted to the frame 
and skin repairs should be fairly 
simple and inexpensive to make. 

While joints are nicely made, 
they don’t quite match the hand- 
crafted quality we have seen in 
other imports. 

The heavy rubber mouldings 
around all openings of doors and 
windows, plus the outside rear- 
view mirror, are last minute sales 
points not to be overlooked, 

With proper sales merchandis- 
ing, the Felicia should carve a 
niche for itself in the low-priced 
import field. There is a great deal 
of value for the money. 

The convertible is the highest 


priced model in the line, with other 
models starting at $1,575. 


Indiana Studies 
Proposal to Bare 


Dealer Reserve 


INDIANAPOLIS. — Proposed 
Indiana regulations to require the 
disclosure of some finance company 
“rebates” to auto dealers and retail 
firms were given a hearing before 
the State Department of Financial 
Institutions. 

The proposed rules also would re- 
quire the lowering of all maximum 
installment finance charges. 

Donald Eisinger, research direc- 
tor for the department, declared 
that the present maximum rates 
in Indiana are the “highest in the 
nation.” Under the proposals, the 
interest charge would be lowered 
from $8.92 per $100 to $8, Eisinger 
said the national average is $7.57. 

This disclosure provision would 
require finance companies and 
dealers to tell the installment buy- 
ers the amount of the rebate if the 
rebate is more than 2 percent. 

Paul R. Moo, counsel for Associ- 
ates Investment Co, of Indiana, 
said the Indiana State Supreme 
Court already had ruled that such 
a disclosure provision is unconsti- 
tutional. 

Arthur H. Northrup, counsel for 
the Indiana Consumer Finance Co., 
however, said disclosure of rebates 
is legal and needed. 





Lawsuits Affecting Dealers ... 





Court Decisions 


By Leo T. Parker 
Attorney at Law 


A FEW weeks ago a higher court 
refused to construe or interpret 
an insurance policy held by an auto 
dealer, This court held that due to 
complex items in 
the dealer’s in- 
surance policy, 
the coverage 
must be constru- 
ed by a jury. 

In Morrison v. 
Anchor Casualty 
Co., 336 Pac. (2d) 
8 6 9, . testimony 
showed that an 
auto salesman 
drove a new dem- 
onstrator, which 
he used for both business and 
pleasure. The car was owned by the 
salesman’s employer, an auto deal- 
er who held an auto garage liabil- 
ity insurance policy which, unlike 
standard auto insurance, does not 
insure a particular auto, The policy 
contained a clause that the insur- 
ance covered autos “owned by,” and 
“in charge of” the dealer. 

One day the salesman became 
involved in an accident with his 
demonstrator. He was intoxicated 
at the time and was not on com- 
pany business. As a result of the 
accident, two suits were filed 
against him for damages by per- 
sons injured in the accident. 


The court refused to render a 
decision, saying that a jury must 
make the decision after consider- 
ing all testimony and also inter- 
preting the policy. This court said: 

“The automobile garage liability 
policy is one of the most complex, 
and perhaps least understood lia- 
bility forms in use today. Its com- 
plexity is largely attributable to the 
breadth of coverage.” 

+ * * 





L, T. Parker 


Repairman Is Not Liable 


comes higher courts consist- 
ently hold that ordinarily a 
dealer repairman is liable in dam- 
ages for injuries caused by defec- 
tive repair work. The repairman, 
however, is not liable if the testi- 
mony proves that the driver could 
have avoided the injury by the ex- 
ercise of ordinary or reasonable 
care. 

In Joseph v, Nichols Auto 
Electric Service, 457 N. E, (2d) 
99, it was shown that the owner 
took his auto to Nichols Auto 
Electric Service for brake re- 
pairs. Soon after the repairs were 
made, a 12-year-old school girl, 
while crossing a street, was 
struck by the auto, the accelera- 
tor of which had stuck in wide 
open position, 

The higher court held the Nichols 





Auto Electric Service not liable in 
damages. 

This court explained that the ac- 
cident could have been prevented 
if the driver and owner of the car 
had exercised “reasonable” care, 
because the brakes and steering 
mechanism of the auto were in 
good condition. 

* * * 


Money Must Be Paid Back 


HIGHER court has established 

new law that if a dealer re- 
possesses an auto and sells it for 
more than the amount due from 
the buyer, the dealer is obligated 
to pay back the difference to the 
buyer. 

In Gaudin Motor Co, v. Prieth, 
339 Pac, (2d) 764, it was shown 
that one Prieth purchased an 
auto from Gaudin Motor for 
$3,449.64, and traded in the auto 
he then owned for a credit of 
$1,000.64. He paid $1,000 cash, 
leaving a balance, with carrying 
charges, of $1,561.08. This bal- 
ance he agreed to pay at $130.09 a 
month. 

Prieth defaulted in making the 
agreed payments when he owed a 
balance of $1,129.74, The car was 
repossessed and sold by Gaudin 
Motor to another purchaser for 
$2,425.00. 

The higher court held that the 
company must pay back to Prieth 
$1,072.26. The court said: 

“Prieth is entitled to judgment 
~ the excess produced by that re- 
sale.” 


be 


The Slim Look— 


This new look in whitewalls, introduced 
by United States Rubber Co., is appear- 
ing on Chevrolet's new Corvair Monza 
coupe. John W. Lynch, manager of U. S. 
Royal passenger tires, shows contrast be- 
tween new 1'4-inch whitewall and old- 
style 44-inch whitewall that was widest 
industry ever had. Tire on car is a 13- 
inch tire, old tire is 15-inch. 
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and its suburbs 


There’s one leader in Philadelphia and its suburbs. 
It’s The Evening Bulletin. 
The 1959 A.B.C. Audit Report shows that The Evening 





| Follow the LEADER inti 
| in Philadelphia 


fastest, A.B.C. Audit Reports for 1950 and 1959 show: 


The Evening Bulletin’s Suburban Circulation 
Grew TWICE AS FAST As The Morning Inquirer's 


Bulletin’s leadership in circulation in 14-county Greater Phila- : : Circulation Gain Percent Gain 
delphia is 145,637. Evening Bulletin +45,641 +19% 
Morning Inquirer +20,490 + 9% 


The 1960 National Analysts, Inc. survey shows that The 
Evening Bulletin leads in readership by 351,000 adults in 
Greater Philadelphia homes with telephones. 


And the 1957 Carl J. Nelson Research, Inc. study shows that 
The Evening Bulletin leads in readership by 396,000 adults in 


_ Greater Philadelphia families. 


In the suburbs, where Greater Philadelphia is growing 


The Evening Bulletin’s Suburban Circulation 
Leadership TRIPLED... from 11,611 to 36,762 


(and this 36,762 leadership does not include the tens of thousands of Evening Bulletins 
sold in downtown Philadelphia which are carried home to the suburbs every day) 


Follow the leader in Philadelphia and its suburbs— 
The Evening Bulletin. 


In Philadelphia Nearly Everybody Reads The Bulletin 


The Evening Bulletin Leads in Circulation and Readership | 
...-in Philadelphia and in Suburban Philadelphia | 


A MEMBER OF MILLION MARKET NEWSPAPERS, INC. 


Advertising Offices: New York ¢ Chicago ¢ Detroit * San Francisco * Los Angeles 


13 counties beyond the city in the 14-county 
Greater Philadelphia A.B.C. City and Trading Zone 


Suburban Philadelphia: | 
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Piston Casting Machine— 


Two men from General Motors Corp.'s 
process development section corefully 
study a revolutionary piston casting ma- 
chine at the Chevrolet foundry near Mas- 
sena, N. Y. When finally “de-bugged,” 
the machine will make 600 pistons an 
hour. 


>|be capable of 
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TURNINGS ... 


New Machine to Cast 





600 Pistons an Hour 


By Joseph M. Callahan 
Engineering Editor 
oe N. Y.—A number of new manufacturing trails 
are being blazed for the auto industry at the year-old 
Chevrolet aluminum foundry here, but probably the most 
———wxq a 


significant equipment in the 
entire plant is the new rotary 
piston casting machine. 


trasting sharply with other piston- 
producing methods in the rest of 


This machine, which still has a the industry. Most other manufac- 


couple of small 
“bugs” in it, will 


casting 600 auto- 
mobile pistons an 
hour with two 
men. It will be 
ready for 1961 
production. 
Chevrolet engi- 
neers consider 
this the first au- 
tomation of pis- 


ton casting, con- 3. M. Callahan 





turers hand-pour their pistons at 
about 120 an hour with one man. 

The process development section 
at General Motors Corp.’s Techni- 
cal Center, Warren, Mich., was 
largely responsible for developing 
the machine. A crew from the sec- 
tion is now at the Massena plant 
for the final “de-bugging.” 

+ * * 


Porosity a Problem 

To current problem with the 
machine is that it produces pis- 

tons with a slight amount of porosi- 


ty in the domes. An earlier problem 
was porosity in the strut areas, but 
this has been eliminated. 
Incidentally, auto makers gen- 
erally insist that pistons be al- 
most 100 percent free of porosity, 
because of the high pressures and 
severe stresses they’re subjected 
to. They refuse to accept impreg- 
nated pistons. 

Besides producing pistons 2% 
times faster than most current 
equipment, the rotary piston cast- 
ing machine handles the molten 
aluminum in such a way that turb- 
ulence in the metal, a major cause 
of porosity, is largely eliminated. 


mold casting for the Corvair en- 
e. 


“But,” he continued, “we decided 
to take on a casting technique 
(low-pressure, permanent-mold 
casting) that was relatively un- 
known in this country. We’ve had 
our growing pains, but now we 
have the kinks worked out.” 

Kelley said that during the con- 
struction of the Massena plant and 
facilities it was imperative that 
everything be kept secret. 

“And it was a well-kept secret— 
until the first day we ordered our 


machinery,” he said. 
* od * 


In the near future, two other|Coring Eliminates Pounding 


rotary piston casting machines will 
be installed at Chevrolet-Massena, 
with all other GM divisions get- 
ting the equipment as soon as it’s 
available. 
* * * 
Will Revolutionize Casting 
iy Aigyereene 3 engineers say that 
this machine, which has been 
on a trial run at this plant for 
eight weeks, will revolutionize pis- 
ton casting for the entire industry. 
Speaking to newsmen touring 
the Massena plant, Edward H. 
Kelley, Chevrolet’s general man- 
ufacturing manager and the boss 
of 75,000 men, said that at first 
Chevrolet preferred permanent 





HOW TO SELL TWO EXTRA QUARTS 


WHEN YOUR CUSTOMER NEEDS OIL 
...sell him Pennzoil Z-7 in the NEW TWIN PACK 


REFLECTORIZED 
CARTON HAS 5 


IMPORTANT USES: 


Holds supply 
of sand 





Doubles as 
a highway warning 


3 


This extra-profit Pennzoil package holds two quarts of famous Penn- 
zoil Z-7 Motor Oil. Handy for all your Pennzoil customers. And helps 
you to keep them using Pennzoil all the time. With Pennzoil Z-7 con- 
veniently on hand, they never have to switch to anything else if they 





As a boat-dock 
night marker 


need oil between changes. 


This amazing oil is so rich it gives double the protection demanded. 
So complete you never need extra additives. Refined from 100% pure 
Pennsylvania crude, Pennzoil contains special power ingredient Z-7— 
keeps engine parts so clean the oil can give peak protection full time. 

The Twin Pack is easy to carry. Easy to store in car trunk, or on 
garage shelf. It’s a valuable, customer-pleasing extra. Typical of the 
many top-notch merchandising aids you get from Pennzoil. 


Call your Pennzoil distributor today for his Special Profit Offer on 
performance-proven Pennzoil Z-7. He’s listed in the Yellow Pages. 


Member Penn. Grade Crude Oil Assn., Permit No. 2, Oil City, Pa. 


As a useful 
Carryall 








OE of the principal changes 
during the first year’s opera- 
tions at Massena was the substitu- 
tion of solid urea-based cores for 
the hollow phenol-based cores origi- 
nally used in the head-casting ma- 
chines. 

The new type of coring has 
greater collapsability, eliminating 
the need for pounding, etc., in 
removing it. Compressed air does 
the job now. 

The hollow cores, which are also 
used by the European low-pressure, 
permanent-mold casters, were 
blasted out of the castings with 
walnut shells. 

Discussing the plant’s metallurgi- 

cal lab and layout room, Richard 
C. Walter, plant manager, called 
them the “most modern facilities 
for foundry testing in our indus- 
try.” 
The laboratory includes a chem- 
istry section, a physical testing sec- 
tion, radiographic and metallo- 
graphic equipment, a complete sand 
lab, and a temperature control sec- 
tion. 


* ok 7 
Hot Metal Evaluated 


‘ews begins with the incom- 
ing molten aluminum. As soon 
as the hot metal truck reaches the 
plant, a sample is taken from each 
of the two ladles or crucibles and 
sent to the lab through a pneumatic 
tube. 

Within 10 minutes results have 
been evaluated, and only then is 
the metal poured into the plant’s 
holding furnaces. In the mean- 
time, the metal is fluxed with 
chlorine to remove some of the 
porosity-producing gases. 

In the holding furnaces, magne- 
sium, titanium-born and manga- 
nese are added to alloy the molten 
aluminum, Incidentally, three dif- 
ferent aluminum alloys are trucked 
over from the Reynolds Metals 
Co.’s plant, depending on whether 
the metal will be die cast, perma- 
nent-mold cast or low-pressure cast. 

Other checks are made to insure 
that the sand cores are adequate. 
The sand laboratory checks the 
fineness and distribution of the 
foundry sand. Resins are checked 
for solids content, material compo- 
sition and coating mixture control. 
The sand cores are checked for 
tensile strength, hardness, perme- 


ability and gas evolution. 
* * * 


Castings Tested 


jee castings are also 
given numerous checks, Visual 
inspections are made against ex- 
cess flash (metal that leaks out 
around the molds), misruns, broken 
core pins and general appearance, 

Castings requiring porous-free 
structures are radiographically 
examined periodically to detect 
shrinkage, cracks and porosity. 
Such checks are made by X-ray 
machine or a fluoroscope. 

The Massena plant, which em- 
ploys about 700 persons, originally 
contained 180,000 square feet of 
manufacturing area. 

During a tour through the adja- 
cent Reynolds Metals reduction 
plant, John E, Blomquist, Reynolds 
vice-president, was asked if he was 
concerned about 
the possible in- 
roads of other 
light metals, such 
as magnesium, in 
the auto industry. 

Blomquist said 
he welcomed the 
interest of the 
car makers in 
other light metals 
7 because this 

, would further 

J. B. Memquiss focus attention 
on new applications for all light 
metals. 

Another Reynolds vice-president, 
W. Monroe Wells, surmised that 
within three years every major car 
maker will have at least one line 
of cars with aluminum engines. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Los Angeles 


New-car sales in Los Angeles 
County totalled 20,999 in May, com- 
pared with 24,294 a month earlier. 

While the overall market de- 
clined 13.56 percent, compacts were 
down 11.89 percent and imports 
were off 6.44 percent. 

Domestic compact-car registra- 
tions numbered 7,247, good for 34.51 
percent of the total market, The 49 
imports listed sold a combined 2,370 
units, for 11.29 percent. 

By makes, registrations were: 
Chevrolet, 3,280; Ford, 2,781 (in- 
cluding 654 Thunderbirds); Fal- 
con, 2,131; Rambler, 1,592; Cor- 
vair, 1,516; Dodge, 1,121 (includ- 
ing 1,027 Darts); Valiant, 969; 
Pontiac, 846; Oldsmobile, 776; 
Comet, 773; Plymouth, 689; Cad- 
illac, 669; Buick, 506; Volkswag- 
en, 506; Mercury, 355; Stude- 
baker, 266; Renault, 241, and 
Chrysler, 192. 

Austin-Healey, 169; Fiat, 137; Tri- 
umph, 119; Hillman, 98; MG, 98; 
Metropolitan, 85; Volvo, 82; Lin- 
coln, 78; Simca, 75; Sunbeam, 74; 
Peugeot, 73; Morris, 68; Opel, 67; 
English Ford, 58; Mercedes-Benz, 
57; Imperial, 45; Austin, 41; Jaguar, 
38; DeSoto, 32; NSU, 30; Vauxhall, 
29; Porsche, 24, and Alfa Romeo, 23. 

Citroen, 21; Singer, 21; Borgward, 
20; Taunus, 17; BMW, 14; Datsun, 
14; DKW, 11; Willys, 8; Lancia, 7; 
Lloyd, 6; Humber, 5; Toyopet, 5; 
Daimler, 4; Rover, 4; Skoda, 4; 
Auto Union, 3; Goggomobil, 3; 
Rolls-Royce, 3; Berkeley, 2; Check- 
er, 2; Edsel, 2; Fiat-Abarth, 2; Fer- 
rari, 2; Goliath, 2; Lotus, 2; Wart- 
burg, 2, and miscellaneous, 4. 

New-truck registrations num- 
bered 3,216, a decline of 7.75 per- 
cent from the 3,486 recorded a 
month earlier. 

By makes, they were: Chevrolet, 
1,291; Ford, 1,110; International, 

277; GMC, 219; Dodge, 141; Volks- 
wagen, 52; Willys, 34; Autocar, 11; 
Studebaker, 11; Kenworth, 10; Mor- 
ris, 9; Divco, 8; English Ford, 6; 
Peterbilt, 6; White, 6; Mack, 4; 
Reo, 4; FWD, 2; Diamond T, 1; 
Rover, 1; Toyopet, 1, and miscellan- 
eous, 12. 


—WILLIAM CARROLL 
OK * * 


Milwaukee 

New-car registrations in Milwau- 
kee County set new records both 
for May and for the first five 
months. 

The May total of 4,821 compared 
with 4,738 a month earlier and 
4,358 in the previous record May 
(1959). The five-month total was 
20,196, compared with 17,575 a year 
ago and 19,384 in record 1957. 

May registrations by makes 
were: Chevrolet, 1,010; Ford, 722; 
Rambler, 529; Oldsmobile, 388; Pon- 
tiac, 368; Dodge, 333; Falcon, 261; 
Buick, 248; Comet, 111; Plymouth, 
111; Mercury, 106; Studebaker, 94; 
Cadillac, 85; Valiant, 82; Corvair, 
59; Chrysler, 50; Lincoln, 15; De- 
Soto, 12; Willys, 8; Imperial, 6, and 
miscellaneous, 223. 

—BgENN OLLMAN 
+ e * 


Buffalo 

Sales of imported cars in Buffalo 
have shown a decline from a year 
ago for the first time since imports 
became an important factor in the 
new-car market. 

During the first four months of 
1960, sales of imported cars in 
Erie County totalled 799, a drop 
of 15 percent from the 940 total 
in the first four months of 1959. 
At the same time, sales of domes- 
tic cars were up 12 percent in 
the four-month perio d—rising 
from 12,742 to 14,271. 

The decline in foreign-car de- 
mand in the Buffalo area began to 
assert itself in March, when the 
movement of units was down 12 
percent from a year ago. In April 
the decline in demand was more in 
evidence, with the foreign market 
skidding 42 percent from last year. 

In the first four months of 1960, 
Sales of imported cars represented 
only 5.3 percent of new-car sales 
against 6.9 percent last year. 

—Georce E. Toes 
+ + 7 


Omaha 
A total of 1,661 new cars were 
registered in Omaha in May, five 


more than in the previous month. 

Chevrolet and Corvair combined 
to cop first place with 413 sales. 
Ford and Falcon were a close run- 
nerup with 400, They were followed 
by Rambler, 134; Dodge, 126; Pon- 
tiac, 105, and Plymouth and Val- 
iant, 101. Imports represented 51 
of the 1,661 sales. 

Ford, Chevrolet and International 
scored one, two, three in truck 
sales with 76, 59 and 47 sales, re- 
spectively. Total truck registrations 
for May were 229, or 50 fewer than 
in April 

—ArTHUR R. OLESON 
* . * 


Dayton, O. 
Chevrolet continued to pace the 
field in new-car sales in Montgom- 
ery County (Dayton), O., during 
May, but the American compacts 
began crowding some of the lead- 


ers, 
A total of 660 Chevrolets were 


sold. Ford came in a poor second 


with 283 new-car sales, followed, 
in order, by: Pontiac, 163; Oldsmo- 
bile, 156; Falcon, 117; Dodge, 110; 
Rambler, 106; Corvair, 97; Comet, 
92; Buick, 69; Plymouth, 61; Val- 
iant, 52, and Mercury, 51. 

A total of 85 foreign cars were 
sold, with Volkswagen in the lead 


with 23. 
* * * 


Billings, Mont. 

May new-car registrations in 
Billings and Yellowstone County, 
Mont., totalled 316, including 24 im- 
ports. 

By makes, registrations were: 
Chevrolet, 60; Ford, 56; Pontiac, 26; 
Buick, 23; Oldsmobile, 23; Dodge, 
19; Rambler, 17; Plymouth, 12; Fal- 
con, 10; Corvair, 8; Volkswagen, 8; 
Cadillac, 7; Valiant, 7; Chrysler, 6; 
Comet, 6; Studebaker, 6; Mercury, 
5; Renault, 4; Hillman, 3; Austin, 2; 
MG, 2; Peugeot, 2; Fiat, 2, and mis- 
cellaneous, 2. 

The 70 new-truck registrations 


1960 





Comet Is Now a Comet 


In Kentucky Reports 

LOUISVILLE. — Lew Ullrich, 

director of the Ken- 
tucky Automobile Dealers Assn., 
told members in a bulletin that 
“in the future, Comets will be 
listed ag such” in new-car regis- 
tration reports. 

The bulletin then recapped 
Comet registration figures for 
March and April, months in 
which Comets had been listed on 
KADA reports as either Mercurys 
or Fords. 





were divided as follows: Chevrolet, 

19; Ford, 19; GMC, 12; Interna- 

tional, 10; White, 2; Willys, 2; 

Dodge, 1; Kenworth, 1; Mack, 1; 

Peterbilt, 1, and miscellaneous, 2. 
od * * 


Nashville 

The Nashville new-car market 
moved up slightly in May with 
Chevrolet and Ford combining to 
take more than 55 percent of sales. 

Chevrolet sold 344 and Ford 265 
of the 1,086 new cars titled during 
the month. Dodge and Pontiac tied 
for third with 53 units each. 

The total compared with 1,291 in 
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March and 1,074 in April. 
Rambler led the separately listed 
compacts with 51 units, followed by 
Comet with 21, and Valiant with 10. 
Studebaker had a total of 19. 
Renault topped import registra- 
tions with 30. Volkswagen had 21. 
Fiat was third with 14. 
* * 


+ 
Baltimore 
A total of 2,618 new cars were 
sold in Baltimore in May, compared 


with 2,876 a month earlier. 


By makes, registrations were: 
Chevrolet, 779; Ford, 508; Plym- 
outh, 222; Rambler, 221; Dodge, 


Buick, 95; Chrysler, 50; Cadillac, 
46; Comet, 45; Studebaker, 43; 
Mercury, 31; Volkswagen, 25; Re- 
nault, 23; DeSoto, 10; Volvo, 10; 
Austin, 8; Imperial, 8; MG, 8; 
Opel, 6; Fiat, 5; Mercedes-Benz, 
5; Lincoln, 4; Peugeot, 4; Sun- 
beam, 4; English Ford, 3; Tri- 
umph, 3; Borgward, 2; Simca, 2; 
Taunus, 2, and miscellaneous, 10. 

New-truck registrations totalled 


312 in May, compared with 383 in 


April. By makes, they were: Chev- 
rolet, 98; International, 82; Ford, 


77; Dodge, 20; GMC, 8; Brockway, 
7; Willys, 6; Mack, 2; Studebaker, 
2; White, 2; Autocar, 1; Diamond 


T, 1, and miscellaneous, 6. 





Childers ae with colorful Panorama Trim give your lot 
a commanding look of stability and permanence. Si 


letters can be attached. A carnival-gay day or night 
showcase. Childers Carports also available in other 
trim styles. (See photos below.) : Brag 
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Now! Make Your Lot A Profitable 365-Day ‘Showroom’ 
With Childers Carports That Pay For Themselves 


By slashing expensive clean up costs and light bills, eye-catching 
Childers Carports easily save you their small cost of as little as 5c per car per day! 


For their beauty alone, Childers 
Carports are one of the best invest- 
ments you can make to increase sales 
and profits. 

But Childers Carports do far more 
than turn an ordinary-looking lot into 
an inviting, exciting outdoor showroom. 


Childers Carports actually pay for 
themselves in savings on clean up costs 
and light bills. 


Clean Your Cars Only Once 

Childers Carports shield your cars 
from rain, sleet, snow and dust. As a 
result, you often clean your cars only 
once before they're sold. 

The money you now spend to wash, 
clean and wax your cars over and over 
again can quickly amount to more than 
the small cost of your Childers Carports. 


Cut Light Bills Up To 50% 


At night, when most car buyers are 
looking, Childers Carports concentrate 


NO DOWN PAYMENT! 
NO CARRYING CHARGE! 
Take advantage of Childers special 


yment plan for car dealers. Pay 
your Childers Carports in four 


equal monthly payments! 





our lights directly onto your cars. 

ight bills are cut up to 50%. Profits 
go up. 

Attract More Prospects 

Just look at the photo above and 
you can see why more prospects are 
attracted to this outdoor showroom. 
More prospects mean more sales. More 
sales mean more profits. 


Why Dealers Praise Them 


Here are some additional reasons 
why hundreds of dealers in 40 states 
consider Childers Carports one of the 








Continental Trim on Childers Carports adds 
a distinctive nF gry to your lot. Trim 
finished in white enamel or factory 
Bonderized—ready to paint! 





striking! 





Thinline Trim on Childers Carports gives a 
i modern look to your lot. Easy 


to install. America’s lowest cost perma- 


nent outdoor protection! 


best investments any dealer could 
make: 


1. Make every day a selling day. 

2. Let prospects trade in comfort. 

3. Bring higher prices for cars. 

4. Increase turnover. 

5. Lowest cost “showroom expansion.” 
6. Easy to move and re-assemble. 

7. Quick, low-cost installation. 


Call Two Dealers, Free! 

Childers will send you a list of 400 
happy dealers who have turned their 
lots into year-round, all-weather show- 
rooms, increased sales and dec 
costs with Childers Carports. 

After you receive this list, call any 
two dealers. Let them tell you about 
Childers Carports in their own words. 
Send the bill for these calls to Childers. 
You'll be reimbursed promptly. No 
obligation. Mail coupon below, today! 


WE PAY FREIGHT TO ANY 
DEALER IN CONTINENTAL U. S. 


pa MAIL THIS COUPON TODAY ——— 
Childers Manufacturing Co., 
Dept. AN-10 

3620 West 11th Street 
Houston 8, Texas 

Send me complete information and list 
of 400 dealers who have installed 
Childers Carports. 
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This one’s 


the product: SIMCA 


Just look at that car —there isn’t a more 
attractive economy import on the mar- 
ket— or a better buy. And there’s solid 
quality under the sheet metal —unitized 
construction, 50-horsepower engine, 
oversize brakes, four-door convenience, 
five-passenger comfort and plenty of 
luggage room. You can show people 
why SIMCA 1s the top value in its 
held! Looks, performance, economy, 


safety...SIMCA offers all four. 


the market: EVERYBODY 


The import market continues strong. 
SIMCA has its share — and will soon 
be getting a bigger share than ever. 
Rich folks, poor folks, doctors, students, 
school teachers... SIMCA offers them 
true quality and real utility at a price 
that’s hundreds of dollars less than the 
compacts. [here’ll always be a market 
for a car this good. And watch SIMCA 
cash in on the rich import replacement 


market that’s coming. 











for full information 


on the Simca franchise 


mail this card today! 





Please send further information on availability of the | 
Simca franchise. | understand there's no obligation and 


that this inquiry will be held in strict confidence. 


NAME 
ADDRESS. 
CITY ‘ hibceed ne INE 


OT AF ci ocniesschi eisilesbleeecsnliceg caidas ssetelpiiabniadiaseeaaiinamel 


ancox, Chrya/er Corp. of Car., Lid., Windaeser Ont. 


Postage Stamp 


Necessary 
if Mailed in the 
United States 


BUSINESS REPLY MAIL 
FIRST CLASS PERMIT NO. 7426, DETROIT, MICHIGAN 


D. R. CRANDALL 

DIRECTOR OF SIMCGA SALES 
CHRYSLER MOTORS CORPORATION 
P. 0. BOX 867 

DETROIT 31, MICHIGAN 
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mall this card 

and find out how 
Simca can get you 
your share of 

import market profits 


pe 











the opportunity: YOURS! 


| We're filling our open point franchises 
» fast. The dollar opportunity’s really 
there for the man who’s aggressive, 


smart, experienced. We'll help you sell 
with one of the biggest advertising and Ky \ ==> 
sales promotion budgets in the import 


business. We'll train your men, both IMPORTED BY CHRYSLER | 


salesmen and mechanics, and back you 
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| with a parts and service set-up that’s as 
| good as any in the country today. [he 
next move? It’s up to you. 
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Chances Called Slim .. . 


Roosevelt TBA Bill 
Gets House Hearing 


WASHINGTON.—Conflicting tes- 
timony was given on a bill to pro- 


the consumer not governed by 
price, quality; or service.” 

The independent automotive in- 
dustry, according to Halfpenny, 
has wanted voluntary reform for 
five years. Moreover, he asserted, 
“the difficulties of legal enforce- 



















missions for the sale of tire-battery- 
accessory items. The measure is 
ELR. 9894, sponsored by Rep. James 
Roosevelt, California Democrat. 


It been through five ment of the present laws are al- 
of extensive investigation and | ™ost insuperable, due to the very 
numerous hearings by the Roose- | "4ture of the wrongdoing.” 
velt Subcommittee of the House ASIA concluded: “The member- 
Small Business Committee, but | ship of our industry is primarily 
the recent one-day hearing be- | made up of small businessmen. 
fore the House Interstate Com- | However, it is not a small group— 
merce Subcommittee, headed by | there are 16,000 automotive parts 
Rep. Peter Mack, Illinois Demo- | wholesalers and distributors in the 
crat, was its first appearance | nation. 
before a legislative committee. “All these people request igs that 
Even so, the bill is given little| their fundamental right to free and 


open competition not be entirely 
eliminated. Every attempt to 
achieve this end under existing law 
has failed, so we now must request 
protection of our rights from our 
elected representatives by the pas- 
sage of H.R, 9894.” 

Also testifying in behalf of the 
legislation wags John W, Nerlinger 
jr., executive secretary of the Na- 
tional Congress of Petroleum Re- 
tailers, 

Opponents of the Roosevelt bill 
included representatives of Shell 
Oil Co., Continental Oil Co. and 
Mobil Oil Co., as well as the Na- 
tional Oil Jobbers Council, a na- 
tional organization of independent 
wholesale distributors. 


C. J. Jameson, director of TBA 
sales for Continental Oil, oye 
ed the measure as “reckless and 
unwise legislation.” He added, 
“The remedy which the bill seeks 
to invoke is discriminatory, of 
questionable legality and inher- 
ently inimical to the principle of 
free and open competition.” 

In opposing the bill, Jameson de- 
clared it is obvious “that such 
legislation would completely disrupt 
the established relationships be- 
tween our company and our dealers 
with probably drastic consequences 
to the economic health and stabil- 
ity of thousands of independent 
small businessmen.” 

The bill in fact would “impede 
and prevent competition rather 
than encourage it and would be 
contrary to public interest,” he said. 

Henry Moses, general counsel for 
Mobil Oil Co., told the subcommit- 
tee that his company receives no 
commissions or compensations from 
any manufacturer on TBA sales, 


competition in the 
distribution of motor vehicle parts, 
accessories, and supplies” through 
prohibiting the impediments that 
arise from the dominance and con- 
trol of the retail market by pro- 
ducers. 

Earlier testimony before the 
Roosevelt Subcommittee “reached 
the conclusion that the freedom of 
choice of the retail dealer, with 
respect to the manner in which he 
operates his station, is circum- 
scribed by the economic power of 
his company supplier, whether or 
not such power igs specifically ex- 
ercised against him.” 

The subcommittee found “coerc- 
ive and discriminatory” practices 
were especially prevalent in TBA. 

Roosevelt contends that “through 
the oil corporations’ power to can- 
cel, or refuse to renew such leases 
arbitrarily, such gasoline producers 
are able to prevail upon the per- 
sons leasing such gasoline service 
stations to accept the profit marg- 
ins set by the producer, to conduct 
their businesses as directed by the 
producer and to sell only the motor- 
vehicle parts, equipment, accesso- 
ries, supplies and other products 
chosen or sponsored by the petro- 
leum company.” 

In an effort to prove the “tre- 
mendous inequality of economic 
bargaining power between the 
major oil companies and their 
small retail service stations,” 
Roosevelt put into the record sta- 
tistics on the big oil companies 
and, using Internal Revenue in- 
formation, figured that $2,731 rep- 
resented the average net profit 
derived by a proprietor of a gaso- 
line service station. 

The Automotive Service Industry 







r registra- 
tions as com- 

















but nevertheless a “unalterably op- 
posed” to this bill 

As far as Mobil is concerned, he 
said, every dealer is an independ- 
ent businessman—with no require- 
ment to buy TBA items from the 
company and free to determine his 
own selling price and profit margin. 

Moses also asserted that the 
Roosevelt bill was highly discrimi- 
natory in that it “singles out a 
particular group in an industry and 
tells its members that they cannot 
engage in a normal business ac- 
tivity that is perfectly lawful and 
legitimate for others.” 

Its enactment, he said, “would 
set a dangerous and far-reaching 
precedent” in opening the door 
for “proposals that ultimately 
could regiment the economy and 
jeopardize the continued exist- 
ence of our free enterprise sys- 


J. H, Hall, testifying on behalf 
of Shell Oil, claimed “that our own 
service station dealers are satisfied 
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“Note—we'’ve lowered the seats 
in order to give you plenty of 
headroom.” 


have the effect of putting us out 
of the TBA business.” 

Hall felt that previous testimony 
before the Roosevelt subcommittee 
“prove quite conclusively” that the 
“number of complaining dealers is 
actually very small but that the 
complaints instead come from dis- 
appointed competitors who would 
like to see their competitive lot im- 
proved and feel sure that the an- 
swer lies in legislative rather than 
marketplace remedies.” 

Otis Ellis, of the National Oil 
Jobbers Council, said that if H.R. 
9894 includes jobbers, his group 
“is more than vigorously op- 

Even if it does not include job- 





bers, NOJC still opposes the bill on 
with the arrangements for the sale the grounds that the next step 
of tires, batteries and accessories| WOuld be against the independent 
which we have made in their inter- | Wholesaler. 

est, that complaints about these| In the past, H.R, 9894 has been 
arrangements are negligible, and| opposed by the Federal Trade Com- 
that the dealers themselves would} mission, the Department of Justice 
not favor legislation which would| and the Department of Commerce. 





New Commercial-Car Registrations, 
39 States for May, 1960-1959 
























































18 States Previously Reported ‘60 "| p93 | al Sool oe 2231 | 2m | 133 256 a “ 17806 
For May ‘59 49 1022 2248 | 292 130 246 440 él! a 
Alaska *60 a 1 6 7 109 | H | i bm = 
‘59 27 9 31 14 | 2 2 3 
Arkansas ‘S| | ri i a Sr 109| 127 4 | H 14) ~—«15| «1306 
‘59 621 | 44 38) 73) 133 4 12 14 aap 
Colorado “60 582 i 83 463 124 158 4 15 6 8S 38 | 
‘59 | 497 | $3 Pra a 133 | 20 16 134 26 1441 
Connecticut 60 i 235 3 4 164 62 131 17 8 28 29 84 802 
59 2| ise 3 3 168 Fl Hi y| H 25 33 59 679 
Florida ‘60 724 6 72 817 193 200 4l 3 40 87 197| 2402 
‘59 | ton 16 wl al me 29] 4 42 15 7 | 236| 2576 
Illinois *60| | 1210 19 147| ‘1071 | 540; S19 2% 44 eal 195| 3649 
‘59| 1194 23 147 1033 228 584 59 19 §3|_ 173 3577 
Indiana ‘60 | 840 16! 117 || 4 380 56 rn 4) 35 102) 2582 
"59 | 8i9 10| 140 202 421 108 46 72 4\ 130 2764 
Kansas ‘60 635 1 él! 522| 202; 2—~=t«a2 10 3 15 22 1656 
‘59 ti 3 52| 4 488) tl 4 182 ae 6 7 | | ___—-23|_~_—«*1504 
Louisiana ‘60 692 8 42 166 7 16; ~—«10 16 16 64 1812 
591 | 730 2 4l | 2 113 59 2 8 10 18 4 as 
Massachusetts =I H 357 ‘| tol 429 4 Hl 7 Is| 45 69 "| 
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— oe ee eo a et 
Nevada 60 75 17 6! 39 2 5| rT) 12 241 
"59 3 | H 58 16 12 | 6 | me 19 173 
New Jersey *60 19 14 19 Ta! 206 276 49 7 80 $s 186| 2308 
‘59 19 9 488 2i1 69 5 57 68 121 1984 
New Mexico 240 2 -2 5 30 17 675 
‘59 4 a| H 8 22 14 831 
Ohio | ae 51 33 120) 108 226 3814 
‘59 1 | pf 257 r 56 19 114} 9 174 3475 
Pennsylvania ‘60 a 1 18 273 al td a seal 3 124 | 19] 3866 4377 
‘59 22 7 251 949 262 613 164 34 114 173 189 3866 
Vermont ‘60 7 21 120 45 100 5 3 6 46 38; «513 
| ;| 2 | 18 108 P| | | 2 3 41 24 wea 
35 States Reported ‘60 ml lave 169| 2202) 14025| 4262 $e iy 384; 847 1624 m| 4 
To Date for May ‘59 69| 14955 vies 2407| 13017 3441 5909 896 347| 848 1341 1983 4358 
Year *60) aie tape poe 16670| 108028; 29343! 43103) 4599! 1432; 5813) 11136] 17156| 360361 
To Date 59] 415| 12098 '\ 20603} 98820} 26225} 35363 5498| 2414 5625 9705| 15174] 341802 


Compiled from official state records. Data 


property - R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 


Corvair included in Chevrolet totals, Falcon in Ford and Valiant in Plymouth. 










































































New Passenger-Car Registrations, 37 States for May, 1960-1959 
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Assn. testified as a proponent of putes by . L. 
the bill, Harold T. Halfpenny, gen- 
eral counsel for the association,| 9 states “60| geit| 1572) -257| SII! 8821 a 2a | 322! 2610} 2882) 30660| 4677! + 2209| 32599) 6134! 7136! 52755| 2029) 8908| 121631 
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Colorad 0! 472 72 17 19| 355 i Ca, <n 179 Nay | 200; 91| 1443) 267) 338/ 2339 112) 387| «5789 
Halfpenny cited as a finding of| ~~ °"°° | sel OL] a] | | elt lige] 4] al—_88 | i |_te«]_i|_tas0]_2 aa Ba ae 
the Roosevelt Subcommittee that) Connecticut 953 175 is; Ss aa ~~ 2005 Fo ied z| on a ml 243) 2832! =“ 533 614) 4542 266; 1415| 11836 
oil companies receive a commission ‘53 Le 108 17 60 me 161] 1816 18 36 165 2s 232 165] 1659] 478} ~— 537} —3091| =~ 222) ~—*1019|—B 144 
Florid i a ae 56|  768| 1164) 2169| 3822 — ke 620/507| 4313) +-761| ~-915| -7116| 326) 2781| 18177 
on TBA items manufactured by} Florida 1 153} —81|_—«83|_—«350|—«B90|_—*1557 sae an vel 374 469| ea} eno] 3918} ees} sar] yore] 2081 a073| telog 
others. They do — bes == iilinors 575 96| 138) 2471 2508 a git S ee 995) rival 1 1045/2376] 1031 | 13160 2816) 3435] 23018 737) 209644979 
commission, he claimed and their a = 78 457| _110|__-296| _—_—-921|__—-2585| 4369 $361 264 _ 923 10787} 1966} — 1054| 10693} 2950} 3203, 19866] 845| 1776| 40121 
“only contribution is to exert pres-| (-75,5 ‘60| 1404, 231) -32)~~«96)~=« 283) «1250/2892! ons gz 2 426 409) 5657| 1180|  359| 6486) 1551| 1776| 11352) 704) 742| 22751 
sure on their captive dealers to buy ‘59 1201] 235 57| 203] ~—«562|_—*1539| 2598) a9 194 89 563 5965] 986| —«-381|_—-5032|—«*1482| ~—*1550| —9631| —*1034/—910|_21337 
oe Sr a 
59] 553] 7 23 63 ! 1 55| 10031 
vie een. oo > Louisiana ‘60/410 66 15 zl = 3 S| i ae” ee i en — 2431, «312 ~—S=«47|~=—«2656 454 610 4179| 7 720; 8760 
ae ro ; “an tanman . len rood al 59} 255] 4] ~— 23} 36] —s132|_— 332 = ms 48] -30|_——136 2105| 286) ~—«*138!—2273|_—458| 476] ~— 3631/10) —— 694 7382 
reward, pose Massachusetts °60|1551| 264 31 88) 1064 399| 373|  «4482| ~«675 4267; 957 816| 7081) 316|  1382| 17682 
restraint on eee making a ‘59 1309} 231 43} 158] 483 aR 3873 _ MI | gl ae 342 | 39671 $34 eT a 1025)  825| 5950] 284) 1544] 15627 
competition impossible. Minnesota "60/852 166] 17 44; 891! —«1007/'—=«2125| «2480 307/292! anti | 623 824, 796| «6041 294| —«*#B87| ‘13010 
He also contended that the pres- 59} 898) 143 4l 01 384| _1093| 1751) 3287 116] | | 48| 729 ay ws! 895| 847) 5649] 393) ~—624| 13083 
used companies “ig no} Montana ‘| 14) «22 2 9) 169) 132) +334) ~~—«423 6 59 6 tm it 39/503). —«1iN6 94) 863 40|  139| 2073 
or a ae ao is subtle 59] 193} 38 3| 19 | 213| 378 Fal wee) ‘| aa | 764} 160} ~—73|_—=686|_~—sA'77|_—sé8 19e4| 77| __187| 2863 
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rather than overt. This pressure, 59/ 43 2 5| 12 34 S| 165 sl on 4 33 | 216 36 156] £0 2 332 20 189 856 
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market an artificial restraint in ‘59| «(122 27 13 mm. a y a mm 544 ae iH 2, & 632| 89 FI 695} 116] _—s*S7|,_—«(10% 49| __185| 2362 
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Inc., was the low bidder at $1,874.67 59| 499 33 14 43 359| ll] ~—«1545 156 1799} ‘181 92| 1306] 249 am 2197| 145 = 6336 
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tradeins, the net bid wag $57,458.45 
for the 35 cars. 





Ford and Valiant in Piymo 
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Ul 


fd 


Je 


/ 


Fa 


DUCTS DIVISION 


T-[0) 2 eee) 4 a ele Bae 








AUTOMOTIVE NEWS, JULY 11, 1960 





ARCHITECT-DESIGNED CHILDERS CARPORTS blend in perfectly with 
the handsome sales room of Hawkins Ford, Olney, lil. Childers Carports 
will modernize and glamorize your existing buildings, too. And Childers 
Carports will pay for themselves through increased sales and savings on 
clean-up costs and light bills. Read how easily you can put Childers Car- 
ports to work for you on Page 17. 
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| for 4-wheel drives 





WARN is the“word” for 
“SELECTIVE DRIVE” 


There are so many more Warn Hubs sold 
and in use than all other makes combined 
there is no basis for comparison. That's 
popularity! One reason is that 99.99815% 
of all Warn Hubs sold stay in use for the 
life of the vehicle—or longer. That’s 
dependability! Finally, when it comes to 
national advertising, Warn is the hay- 
stack, not the needle. That’s real selling 
for you! When you sell Warn Hubs, 
everybody is happier! Write today for 
dealer catalog. 


WARN MFG. CO. 


*Lock-o-matic only. Riverton Box 6064-AN Seattle 88, Wash. 


** Willys dealers only. 


Built in 
Holland 


5 passenger sedan with fully AUTOMATIC 
TRANSMISSION as STANDARD equipment 
now available in the West priced at 


P.O.E. $1 545 LOS ANGELES 


© Automatic transmission standard equipment ¢ 40 
miles per gallon © 24 H. P. air cooled 4 cycle engine in 
front © Independent wheel suspension © Unitized body 
© Needs no lubrication © Very large trunk © Cruising 
speed 60-65 miles per hour. 


West Coast Distributor 
Western Cars of Holland 


21805 Western Ave. 
Torrance, Calif. FA 0-2323 


Mail coupon for more information as to how to become 
a franchised DAF dealer. 
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°61 Auto Budgets Boosted... 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


Already making plans to get off 
to a fast start on the 1961 model 
Selling season, the auto industry 
has signed up for $80 million worth 
of time and talent on network tele- 
vision next season, This compares 
with some $70 million spent in the 
medium during the 1959-60 seasons. 

NBC will pick up an estimated 
$44,530,000 in automotive business 
next season, or more than double 
the combined business of ABC 
and CBS networks. ABC, with 
more automotive business than 
ever before in its history, will 
have $20,278,000 of the total auto- 
motive outlay, and CBS will get 
$15,173,940. 

General Motors and its divisions 
will shell out $48,466,000 for tele- 
vision during the 1960-61 season, 
compared with $33,856,000 in 1959- 
60. The outlay will pay for 176% 
program hours and 19 hours of 
commercials. 


Biggest spender among the GM 
divisions, as always, will be Chev- 
rolet with an outlay of $24,856,000. 

Chevrolet’s expenditures will cov- 
er all three networks: $13,905,000 
for 52 one-hour programs of the 
Chevy Show over NBC from 9 to 
10 p.m. on Sundays; $5,919,000 for 
25 one-hour programs of Route 66 
over CBS from 8:30 to 9:30 p.m. 
Fridays, and $5,032,000 for 52 half- 
hour programs of My Three Sons 
over ABC from 9 to 9:30 p.m. on 
Thursday. 

Oldsmobile’s expenditures for 
time and talent on network tele- 
vision next season will total $7,786,- 
600. 


Broken down, it shows $4,812,000 


for 26 one-hour programs of 


Michael Shayne on NBC from 10/" 


to 11 p.m. Friday; $1,798,000 for 
one-sixth sponsorship or 6% hours 
of Hawaiian Eye over ABC from 
9 to 10 p.m. Wednesday; $944,400 


on two one-hour Bing Crosby spec-|& 


taculars over ABC, and $232,200 on 
the telecast of the Bing Crosby 
golf tournament over ABC. 

Pontiac will spend $4,587,600 for 
19 program hours next season. It 
will include $3,638,000 for 17 one- 
hour programs of Surfside 6 over 
ABC from 8:30-9:30 Monday, and 
$949,600 for two one-hour pro- 
grams of Victor Borge and John 
Wayne specials. 

Buick will spend $4,400,800 for 
eight one-hour Bob Hope programs 
over 

United Motors Service and AC 
Spark Plug Divisions of GM will 
spend a combined total of $3,789,000 
for network television next season. 

UMS has Islanders on ABC from 


9:30 to 10:30 p.m. on Sunday and/! 


programs of Mr. Garland over CBS 
from 9:30 to 10 p.m. Friday. 

Dodge clings to Lawrence Welk, 
with $3,894,800 being invested in 
that program over ABC from 9 to 
10 p.m, Saturday. 


Chrysler Corp. will spend $760,000 | #dvertising manager . . 


for two one-hour Fred Astaire spe- 
cials over NBC. 

Studebaker will continue to pro- 
mote its Lark over the Jack Paar 
show again next season, with $750,- 
000 going into this NBC program in 
1960-61. 

Although cost figures are not 
available, American Motors again 





Joy Opens Rambler Deal— 

C. Joy Rambler has moved into these new quarters in Decatur, Ga. The dealership 

features a patio showroom, 15,000 square feet of floor space and three acres of park- 

ing space. Cornelius Joy is the owner. 
* 


will have miscellaneous participa- 
tion on the Jack Paar and Today 
shows over NBC. 

* + * 


Personnel Changes 


Max Falk from national adver- 
tising manager to advertising man- 
ager of the New York Times .. 
Joseph Wagner from assistant na- 
tional advertising manager to 
national advertising manager, and 
William from the Times ad- 
vertising staff to assistant national 
. Horace 
T. Brettelle jr. from advertising co- 
ordinator for Lincoln-Mercury to 
manager of service to advertisers 
for Look magazine. 

Frederic W. Bennetts from direc- 
tor of public relations and person- 
nel at Howard W. Sober, Inc., Lan- 
sing, to supervisor of public rela- 
tions at Oldsmobile in Lansing... 
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Modern Look in Dealerships 






















New Home for Semmes Ford— 


Semmes Ford, Inc., Decatur, Ala., has recently moved into its new building shown 


a former director. 
eS 











Stagecoach West from 9 to 9:30/7% 


p.m. on Tuesday. AC Spark Plug 
has Cheyerine from 7:30 to 8:30 p.m. 
Monday on ABC, and Naked City 
from 10 to 11 p.m. on Wednesday 
over ABC. 

GM corporate advertising on tele- 
vision next season will cost $3,046,- 
000, with $2,546,000 going for World 
Series, Rose Bowl and Blue-Gray 
bow] telecasts, and $500,000 for a 
Danny Kaye special. 

The dropping of Startime from 
the 1960-61 schedule cuts Ford 
Meter Co. television expenditures 
from $21,676,000 to $17,674,340. . 

Ford Division will spend $5,875,- 


Tom Roady's Calif. Piant— 


above. G. T. Semmes, owner, is active in the affairs of the Automobile Dealers Assn. 
of Alabama, being 
* 










Newest dealership in Gardena, Calif., is Tom Roady, Dodge. The dealership rep- 


000 for 52 half-hour programs of Sede 


the Ford Show over NBC from 9:30 
to 10 p.m. Thursday, and $4,898,000 
for 26 one-hour programs of Wagon 
Train over NBC from 7:30 to 8:30 
p.m. Wednesday. 
Lincoln-Mercury Division will 
spend $6,084,000 for 52 half-hour 
programs of Alfred Hitchcock over 
NBC from 8:30 to 9 p.m. Tuesday. 
Ford Motor institutional adver- 
tising over network television will 
cost $817,340, all for four one-hour 
or one one-hour and two half-hour 
programs of Leonard Bernstein} 
over } 
Chrysler Corp. cost for time | 
and talent will decline from §$14,- 
441,000 during the 1959-60 season 
to $13,020,400 next season. 
Plymouth will spend $8,437,600, 
with $5,585,400 going for 26 one- 
hour programs of Garry Moore 
over CBS from 10 to 11 p.m. Tues- 
day, and $2,852,200 for 26 half-hour 





ce 


Coast Home for Lafayette 


Ford— 


resents an investment of $250,000 and features complete new and used-car and service 
facilities. 





This is the new home of Lafayette Ford Sales in Lafayette, Calif. The sales and serv- 
ice building and a used-car lot are on the principal route followed by commuters to 


Oakland and San Francisco. 
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Announcing The New York Times 


special supplement featuring 


1961 Automobiles, Trucks, Accessories & Supplies 


Check these sales-making facts about this 
sales-making automotive supplement 


@ Published on Sunday, October 16. Right after the start of the 
National Automobile Show in Detroit’s new Cobo Hall. Right when 
the new cars are news—and people want to know more about them. 


e A staff-written, staff-edited separate section. Full size (the same 
size as the regular New York Times). Full coverage (the same 
kind of complete, colorful reporting that makes The New York 
Times interesting, authoritative, powerful in impact). 


e National in selling power. Reaching more than 1,350,000 families 
in 10,700 U. S. and Canadian communities. 


@ Selling hard in your biggest market— New York. And The New 
York Times really sells New York. That’s why The Times is first 


Sunday, October 16 





in New York in total automotive advertising, first in new-car 
advertising, first in gasoline and oil advertising, first in imported 
car advertising. 


e Extra promotion to the public and to New York dealers to make 
this section really work for you—before and after publication. 


@ Late closing date—Wednesday, October 5. No boost in rates. 
Regular New York Times Sunday and contract rates apply. 


Let us know your space requirements for this 1961 automotive 
section now. Contact your nearest New York Times office. In 
Detroit, Sawyer-Ferguson-Walker, Guardian Building, WO 2-5005. 
In New York, 229 West 43rd St., LA 4-1000, ext. 456. 


The New York Times 


First in New York in automotive advertising 








| VW Steering Shock Absorber— 


Volkswagens for the export market now have a ‘‘Lenkungsdampfer"—a shock ab- 
sorber for the steering linkage. The device is designed to minimize the transfer of 


road irregularities to the steering wheel. 


how new-car and truck production and sales are making out? AUTO- 





Wondering 
MOTIVE NEWS gives you the entire story every week throughout the year. 





Say, What About San Jose? 


. . . It’s the Nation’s Fastest Growing Metropolitan Market! 
(Based on Sales Management Reports, May 1959) 








ST 


In Automotive 


Lineage on 


PACIFIC COAST 


and 8th in 
the NATION! 
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Correspondent George L. Glaser Writes ... 





Auto Letter from Europe 


wanted. He gave his engineers 
these instructions: 


1. A fluid coupling or clutch or its 
cousin, the hydraulic torque con- 
verter, are out of the question. The 
company wanted no loss of power 
or economy in the move from the 
manually shifted transmission. 

2. The transmission must be 
fully automatic and perform as 
close to the Hydra-Matic trans- 
mission ag possible. Four forward 
speeds are required by the power- 
to-weight ratio. 

3. The main drive clutch should 
be like those on cars with standard 
transmissions but be made fully 
automatic and foolproof. 

The Borgward engineers appear 
to have met these stiff require- 
ments and given Dr. Borgward 
what he wants. Here’s what the 
Hansamatic is like: 

It weighs 130 pounds and is fully 
mechanical with hydraulic controls 
which are not far from those of 
American transmissions, 

Two special valves have been 
designed which are used to make 
the regular disk clutch automatic. 
Borgward did not want the cen- 
trifugal-power-t ype mechanical 

clutch, but wanted a hydraulic 
operation for positive control. 

The “starting-t o-d ri v e-sleeve- 
valve” overcomes, when engine 
speed is above idling, the calibrated 
spring keeping it in its place and 
allows the hydraulic fluid to enter 
the clutch membrane. Thus the 
clutch is pressed on for driving. 

The “floating-sleeve-v al ve” per- 
mits the release of the fluid from 
the clutch membrane in order to 
open the clutch and disconnect the 
engine power to the transmission 
— the engine speed drops to 

e. 

The transmission proper has 
planetary valve trains in order to 
form the three speeds which need 
reduction gearing in various steps. 
Instead of bands for braking the 
various parts for creation of the 
three speeds, Borgward has three 
braking disks in a separate part 
of the transmission housing. 

Operation of the braking disks 
is fully automatic by hydraulic 
pressure. There are no noticeable 
shift changes since the transition 
is smooth and without pauses. 
The driver can select neutral, 1, 
2 or 3. The transmission shifts up 
to the selected speed. 

When placed in A, the entire 
four-speed range is utilized in the 
fully automatic manner. Of course, 
reverse is selected but everything 
else is automatic. 

There is the typical kick-down 
Position of the gas pedal which 
keeps the job from shifting up be- 
fore the maximum speed for each 
gear and engages the next lower 
gear for rapid passing or for rapid 
acceleration. 

In the transmission, there is a 
device which makes it harmless for 
the driver should he shift back into 
a lower gear. It is only when the 
car’s speed is low enough that the 


By George L. Glaser 
European Correspondent 

BREMEN, West Germany.—Dr. 
Carl F. W. Borgward has announc- 
ed that his company has developed 
an automatic transmission—the 
Hansamatic—for the four-cylinder 
Borgward Isabella and the six-cyl- 
inder models the company will in- 
troduce this fall. 

Like all most other European 
auto makers, Borgward hag been 
in a race to develop a reliable 
fully automatic transmission 
which is suitable for the less fav- 
orable power-to-weight ratio of 
European cars. 

The Rootes Group in England 
has adapted the Smith electromag- 
netic transmission with the pow- 
dered-material clutch, Renault, 

Borg-Warner of England, Daimler- 
Benz and many other European 
makers are working on the prob- 
lem. 

Borgward had very clear ideas 
on the type of transmission he 

















selected lower gear will get into 
operation. This avoids forcing the 
engine speed up too much. 

There is a second main drive 
clutch which is also hydraulically 
operated. When it goes on, the 
fourth speed is created which is 
direct. There are two oil pumps, 
a@ governor and a valve body used 
in this new transmission. 

By setting up sections, one for 
the two main clutches, one for the 
three brakes, and one for the gear- 
ing, Borgward claims maximum 
ease for servicing this transmission. 

The Hansamatic production has 
been started and output will be in 
full swing by September. Borgward 
announced that he has decided to 
delay the deliveries of the six-cyl- 
inder car until September. 

In Bremen, he cannot obtain an- 
other idle worker so he ordered 
some more automated machinery. 
The new car will be in production 
in September and Borgward will 
make full use of the remaining 
time to further study the steadily 
running test cars in order to in- 
corporate the latest refinements 
into the production jobs. 

* + * 


Preview of 1962 
ISITORS to the French island of 
Corsica in the Mediterranean 
have reported three Taunus proto- 
types in operation. 

It is not expected that any of 
these cars will be in the show- 
rooms before ’62 models are in- 
troduced late in 1961. 

Corsica, a rocky island, has lately 
been the testing ground for a num- 
ber of auto makers. 

* * + 


Hummingbird mit Accent? 


.. grow stronger in Co- 
blenz that Ford will some day 
build in a new plant here a small, 
four-cylinder model displacing 61 
cubic inches and using front-wheel 
drive. 
= ~ + 
Japanese on Way 
7 IS reported that the Japanese 
Datsun Bluebird will soon be 
placed on sale in West Germany. 
aa ” 


Reds Inspect 2-CVs 


ITROEN reports that Chou En 

Lai, Red Chinese premier, and 
Marshal Chen Yi, during their visit 
to Cambodia, inspected the Citroen 
2-CV. 

The emperor of Cambodia, 
Norodom Shohanouk, reportedly 
offered these vehicles for sale to 
Chou. 

They are assembled in Cambodia 
and production could be stepped up 
if demand required. 

= * 


For Display Only 

atria MOTOR CORP. is go- 
ing to exhibit at the Barcelona 

fair in Spain some of its cars which 

are not sold in Spain. 

BMC hopes that import restric- 
tions may be lifted if public pres- 
sure for its cars may indicate sales. 

os = * 


* 





Are you taking advantage of the Mer- 
cury and News, top sales medium in 
this up-and-coming Billion Dollar 


Market? Better do so—now! 








*Among all morning papers, January-April, 1960. San Jose News ranked 
second and 17th among all evening dailies. (Media Records) 





Cargo-Space Display— 

In order to provide his salesmen with a way to demonstrate the carrying capacity 
of a Volkswagen panel, Lee Carpenter, Lee Carpenter Volkswagen, Compton, Calif., 
worked up the promotion shown in this picture. An oil company provided cartons 
of various sizes. These were carefully fitted until the cargo space was filled. When 
the same cartons were removed from the trucks, they formed an impressive stack 
15 feet high and 23 feet wide. A local notary public was on hand to count the 
cartons as they were removed from the truck. 


San Jose 


a ta) ae 





Represented Nationally by Ridder-Johns, Inc. Member of Metro Sunday Comic Network and Parade. 








Founder’s Bequest . . . 
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Employes Own Ford Deal 


INDIANAPOLIS. Foxworthy 
Ford is an employe-owned dealer- 
ship because C, T. Foxworthy want- 
ed it that way. 

Foxworthy, who died in 1958, be- 
queathed his dealership to 11 mem- 
bers of his staff. The employes have 
operated the firm since then, and 
they received their own Ford Motor 
Co. franchise two months ago. 

The new owners have spent a 
total of 147 years with Foxworthy 
Ford, ranging from three years 
for Secretar y-Treasurer M, C. 
Hinchman to 27 years for Presi- 
dent Gene Bruce. The other nine 
men have been with the firm 10 
to 16 years. 

The dealership, a large and well- 
established firm, was built by a 
man who began selling cars on a 
part-time basis 40 years ago and 
soon realized he had found his life’s | 
work. 

Foxworthy was a young book- 
keeper in 1920 when he took a va- 

cation job with Roy Wilmeth, who 
headed a Ford dealership. He sold 
his first car to a friend, and he was 
in the auto business to stay. 

He rose to sales manager of the 
Wilmeth dealership and later open- 
ed his deal. At first it was the 
city’s smallest Ford dealership. By 
1951, it claimed to be the largest. 

Foxworthy Ford sold 635 new and | 
used cars in October, 1951, In 1955, 
the company’s gross volume totalled 

$8 million, 

But there were bad times to 
come, In December, 1957, an ex- 
plosion and fire destroyed the | 
dealership, with the loss estimat- | 
ed at $500,000. 

For several months, Foxworthy 

and his staff worked out of a tent} 


High Court Ruling 
In Western Case 


Is Hailed by ATA 


WASHINGTON. — John V. Law- 
rence, managing director, Ameri- 
can Trucking Assns., hailed the 
Supreme Court decision in the 
Pacific Motor Truck case as “com- 
plete vindication” of the industry’s 
opposition to railroads’ entry into 
trucking without restrictions. 

He said the decision upset an 
Interstate Commerce Commission 
order granting unrestricted con- 
tract carrier rights to Pacific 
Motor Trucking Co., a subsidiary 
of Southern Pacific Railroad. The 
commission’s order had been up- 
held by a United States District 
Court decision. 

Lawrence said “the trucking in- 
dustry has contended for years 
that the ICC is without power to 





issue unrestricted truck authority 
to railroads or their affiliates, un- 
less it can be shown that ‘special 
circumstances’ justify a departure 
from the usual rule. 

“In reversing the lower court de- 
cision,” he added “the Supreme 
Court has now told the ICC twice 
in 2% years that its power in this 
area is severely limited by the 
transportation legislation which it 
administers.” 

In this case, ATA said, the South- 
ern Pacific sought unrestricted 
contract-carrier rights to carry 
Chevrolet trucks and cars from 
Oakland, Raymer and South Gate, 
Calif., to points on Southern Pacific 
rail lines in five Western states. 

General Motors, which had sup- 
ported the PMT application, had 
insisted that it would give none of 
its business to any of the independ- 
ent trucking companies, according 
to ATA. 


MOLYSPEED 


Lubricants Put 
NEW LIFE 
Into Every Automobile 
Used - Proved - Accepted 
"ROUND THE WORLD 
RETAIL 
price... $1.95 
Normal Trade Discounts 
Deeler inquiries invited 
ROCOL CORP. OF AMERICA 
Bloomfield Ave., Cliften, N. J. 








while their new building was being 
constructed. The firm now is lo- 
cated at 819 E. Washington, the 
site of the old C. O. Warnoch Co., 
which was the district’s first Ford 
dealership. 

The new structure has 60,000 





Ford Tops Checker 


In N. Y. Taxi Sales 


NEW YORK.—Ford had al- 
most a two-to-one lead over 
Checker as the top-selling 1960 
taxicab in New York on June 20, 
according to Taxi Weekly. 

The top five in registrations of 
760 models were Ford, 1,449; 
Checker, 783; Dodge, 729; Stude- 
baker, 433, and Chevrolet, 256. 
The top five in registrations of 
59s on June 18, 1959, were Ford, 
2,330; Checker, 1,121; Chevrolet, 
492; Plymouth, 462, and Stude- 
baker, 151. 





square feet of floor space and is 
manned by 90 employes, 40 of them 
mechanics. 

Throughout his career, Fox- 
worthy was deeply appreciative of 
the efforts of his co-workers, He 
praised their loyalty during the 
dealership’s period of growth and 
during the difficult months that fol- 
lowed the fire, 

He determined that they should 
be the future owners of Foxworthy 
Ford Co. Foxworthy died late in 
1958, and his will provided that his 
men should take over. 

The 11 present owners of the 
dealership and their length of 
service are: Gene Bruce, presi- 
dent, 27 years; Roy N. Fox- 
worthy, vice-president, 13 years; 
M, C. Hinchman, secretary-treas- 
urer, three years; Bud Moore, 
service manager, 10 years, and 
Harold McFadden, body shop 
manager, 10 years. 

Also, Jett Williams, finance coun- 
selor, 10 years; Jim Campbell, new- 
car sales manager, 14 years; Eddie 
Bell, used-car sales manager, 14 
years; Claude Reed, truck and fleet 
sales manager, 16 years; John 
Blocher, parts manager, 16 years, 
and Fred Anderson, used-car sales 
manager, 14 years. 





Foxworthy Ford Owners— 


C. T. Foxworthy, who died in 1958, bequeathed his dealership to his employes, and 
they recently received their franchise from Ford Motor Co. New owners of Foxworthy 
Ford Co., Indianapolis, are from left, in front seat, Bud Moore, service manager; Roy N. 
Foxworthy, vice-president, and Gene Bruce, president. Rear: Jim Campbell, new-car 
sales manager; Harold McFadden, body shop manager; Jett Williams, finance counselor; 
M..C. Hinchman, secretary-treasurer, and Eddie Bell, used-car sales manager. Owners 
not pictured are Claude Reed, truck and fleet sales manager; John Blocher, parts man- 
ager, and Fred Anderson, used-car sales manager. 


PERFECT CIRCLE PISTON RINGS 


ARE BUILT TO TAKE IT 


THOUSANDS OF GRINDERS 
DS 


Dirt particles in a cylinder act just like tiny grinding wheels to 








wear away the face 


of a piston ring. To protect against this 


abrasive wear, Perfect Circle 2-in-1 rings are plated with solid 
chrome—the hardest, longest-wearing surface you can buy. 
As a result, wear is reduced an average of 75% over non - plated 


rings. And, Perfect Circle’s chrome plating is 25% thicker than 
the average of competitive plated rings to provide extra pro- 
tection and extra life. 

In every way, Perfect Circle rings are built to take it. Insist on 
Perfect Circles—first choice of leading engine manufacturers 


and mechanics everywhere. 


PERFECT_2..CIRCLE 


PISTON RINGS +: PRECISION CASTINGS - POWER SERVICE PRODUCTS - SPEEDOSTAT 


HAGERSTOWN, INDIANA « DON MILLS, ONTARIO, CANADA 

















FORD FAMILY OF FINE CARS CLEARINGHOUSE « NO. 195 OF A SERIES 


GEORGE CAN’T DO IT | 
| 





This nine-point program for political action was 
presented in a speech made by Thomas R. Reid, 
Civic and Governmental Affairs Manager, Ford 
Motor Company. If you would like a copy of the 
complete text, please write: 

Allen W. Merrell 

Director, Civic and Governmental Affairs Office 
Ford Motor Company, The American Road 


Dearborn, Michigan 








ee 


YOU REMEMBER GEORGE~—He’s the one who does all the 
things we don’t want to tackle or haven’t time to touch. ‘‘Let George 
do it,’’ we say—and sometimes he does. 


But it’s downright dangerous to depend on George for everything. 
Take pelitics, for example. Often businessmen throw up their hands 
when they hear the word. They leave it to George to talk up the 


issues, get out the vote. 


And what happens? Too many times, George can’t do it alone. Or 
it turns out that George supports other candidates and issucs. 


Today, businessmen everywhere are being urged to participate in civic 
and governmental matters. Action now is necessary if the American 
people are to oppose a growing volume of one-sided legislation and 
restore a broad base of representation to our two-party system. 


Many large corporations have taken the lead in establishing public 
affairs programs and encouraging political activity among employees, 
but their efforts alone are not enough. So-called ‘‘big’’ business 
represents only about 17 percent of the people employed by firms in 
the United States. Obviously, these large corporations need the support 
of thousands of smaller businesses. Like George, they can’t do it alone. 


What can you do? Here is a nine-point program designed to help 
management carry out its civic and political opportunities. 


1. Study the impact on the individual 
business firm of government and political 
affairs at all levels of government, and 
determine the extent to which public affairs 
directly affect business operations. 


2. Consider the social responsibility of the 
company to the community, state, and 
nation. 


3. Establish a written policy on company 
statements pertaining to public issues and 
legislation directly affecting it, and on 
encouragement of employees to express 
their individual convictions and participate 
in the political party of their choice. 


4. Inform and educate employees on the 
importance of participation in public 
affairs and political activity. 


5. Take inventory of employees active in 
civic, governmental or political affairs and 


give them suitable recognition. 


6. Arrange for elected representatives in 
city governments and state legislatures to 
visit your offices. See that key company 
executives become acquainted with con- 
gressmen and senators. 


7. Devote a reasonable percentage of the 
total content of your company’s employee 
publications to public affairs and political 
participation. 


8. Designate an executive (it may be 
yourself) to take responsibility for civic 
and governmental affairs. 


9. Regard the public affairs program as a 
continuing added dimension of company 
activity; as a positive, afirmative program 
that must help meet community and 
national needs as well as needs within 
the company. 


If you follow the course of action suggested—or anything like it—you 
will make a substantial contribution to better government. And we 
will see a net gain in business action to improve the governmental 
and political climate in the United States. And that’s the climate in 
which we all want to conduct our business. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
Ford e Falcon e Thunderbird e Comet e Mercury e Lincoln e 

Lincoln Continental e¢ English Ford Line « Taunus e 

Ford Trucks e Farm and Industrial Tractors and Implements e 
Industrial Engines ¢ Aeronutronic—Products for the Space Age e 
American Road Insurance Company e Ford Motor Credit Company 
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Sept. 





Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
st 


eering. a 
PORTLAND, ORE. 


Portland Auto Auction, Inc. 


and 28. 
BUICK—’58 Special 
380* 


2-dr. Riviera, 


Special conv., $905*. 
'56 Super 2-dr. Riviera, $685* (ps). 


’55 Super conv., $670* (ps); 2-dr. Rivi- 
$365°. 


era, $615* (ps); Special 2-dr., 
’51 Century Estate Wagon, $345*. 


CADILLAC—’59 (62) conv., $3,930* (ps). 


’5S (62) 2-dr. hardtop, $2,965* (pss). 
55 (62) 2-dr. hardtop, $1,260* (ps). 
’53 (62) conv., $495* (ps). 
"52 (62) 4-dr., $270*. 
CHEVROLET—’60 Impala (8) sport sedan, 
$2,285*; Bel Air (6) 4-dr., $1,920. 


*59 Impala (8) sport coupe, $2,275*, $2,- 
$2,080, $2,- 
005* (ps); conv., $2,180; sport sedan, 
$2,070* (ps), $2,065* (ps); 4-dr., = 
175*, $2,100* (ps), $1,925* (ps); Park- 


190* (ps), $2,095* (ps), 


825* (ps); Parkwood (8) 4-dr., 


wood (6) 4-dr., $1,850*; Bel Air (8) 


4-dr., $1,625*, $1,595", $1,585° 


’58 Impala (8) sport coupe, $1,925, $1,- 
4-dr., $1,- 
545°; Bel Air (8) 4-dr., $1,390*° (ps); |. 
$1,245", 
$1,- 
190*; Delray (8) 4-dr., $1,285"; Bis- 
cayne (6) 4-dr., $1,070, $1,030; Delray 


$1,485* 
Two-ten 
(8) 4-dr. station wagon, $1,170*; Two- 


610* (ps); Parkwood (8) 
$1,300*, 


(8) 4-dr., 
$1,240*, 


Biscayne 
$1,180*; 2-dr., 


$1,200°, 


(6) 2-dr., $995*, 
57 Bel Air (8) 
(ps), $1,480; 2-dr., 


sport coupe, 
$1,130*; 


ten (6) 4-dr., $790. 


’56 Bel Air (8) sport coupe, $1,090*; 4- 


dr., $1,050* (ps), $910*; Two-ten (8) 
4-dr, station wagon, $975*. 
55 Two-ten (8) Delray, $595". 


’54 Bel Air 2-dr., $465*, $455. 
4-dr., 


’53 Bel Air sport coupe, $395; 
$330, $325; 4-dr. station wagon, $320. 
CHRYSLER—’57 (300) sport coupe, $1,- 
670* (ps). 


DeSOTO—’59 Firedome 4-dr., $1,780* (ps). 
’54 Firedome 2-dr., $475* (ps). 


DODGE—’60 Dart (8) Phoenix 2-dr. hard- 


top, $2,620*. 

’56 Coronet (8) 4-dr. 
$795*; 4-dr., $635*. 
’55 Royal (8) 2-dr, hardtop, $715* (ps); 
Coronet (8) 2-dr. hardtop, $600* (ps), 

$570". 


station wagon, 


FORD—’60 Galaxie (8) 2-dr. Victoria, $2,- 
(ps), $2,- 
225° (ps); 4-dr., $2,125* (ps); Galaxie 


$2,245° 


465° (ps); 2-dr., $2,440* 
(6) 4-dr., $1,750* (pss). 

’59 Galaxie (8) 2-dr. Victoria, 
(ps), $2,000*, $1,940*; 4-dr. Victoria, 
$1,950* (ps); conv., $1,980*; 4-dr., $1,- 
825*; Fairlane 500 (8) 2-dr, Victoria, 
$1,685*; Fairlane (8) 2-dr., $1,530*; 
4-dr., $1,495°. 

’58 Fairlane 500 (8) skyliner, $1,800* 
(ps); 4-dr., $1,190* (ps); (8) Country 
Sedan 2-dr., 
dr., $1,135*; 4-dr., $1,060*; 
300 (8) 2-dr., 2 at $1,050°. 

’57 Country Sedan (8) 4-dr., $1,290*, 
$1,150*, $1,070*%; Fairlane 500 (8) 
conv., $1,160*%; 2-dr, Victoria, $1,150*; 
4-dr. Victoria, $1,120* (ps); 4-dr., 
$920* (ps); Custom 300 (6) 4-dr., 
$905; Custom 300 (8) 2-dr., $860, $650; 
(6) Ranch Wagon 2-dr., $860; Fairlane 
(8) 2-dr., $830*%; 4-dr. Victoria, $810° 
(ps); Custom (8) 4-dr., $750*, 

‘56 Country Sedan (8) 4-dr., $850*; 
Fairlane (8) 2-dr., $760* (ps), $630; 
4-dr., $720* (ps), $595; 2-dr, Victoria, 
$695*; Custom (6) 2-dr., $665. 

’55 Fairlane (8) 2-dr, Victoria, $865*, 
$745°*; 4-dr., $625°. 

’54 Country Sedan (8) 4-dr., $545*; Main 
(6) 2-dr., $355. 

’53 2-dr. Victoria, $310. 

HUDSON—’56 Hornet 2-dr. hardtop, $510* 
(ps). 

’53 Hornet 4-dr., $365*. 

IMPERIAL—’58 Crown 2-dr, hardtop, $2,- 
705* (ps). 

LINCOLN—’58 Capri 2-dr. hardtop, $1,- 
695° (ps). 

57 Premiere 2-dr. hardtop, $1,735* (ps); 
4-dr., $1,095* (ps). 

'56 Premiere 4-dr., $825° (ps), 
*53 Capri 2-dr, hardtop, $410°*. 
MERCURY—'59 Monterey conv., $2,135° 

(ps). 

157 Montclair 2-dr. hardtop, $1,295* 


(ps). 
*56 Montclair 4-dr. hardtop, $1,000* 
(ps); Monterey 2-dr. hardtop, $870* 
( 


). 
155 Monterey 2-dr, station wagon, $725* 


(ps). 
'63 Monterey conv., $150°. 
NASH—’'57 Ambassador (8) 4-dr., $755° 


(ps). 
OLDSMOBILE—'59 (88) Super 2-dr., $1,- 
695 


58 (88) Super 4-dr., $1,440* (ps); (88) 
4-dr., $1,110* (ps). 


Sale every 
Tuesday. Prices are for sales of June 21 


$1,- 
"57 Super 4-dr. Riviera, $1,185* (ps); 





$1,170; Fairlane (8) 2- 
Custom 





Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"58 °59 "568 °59 "58 °59 "59 °60 "59 '60 "59 °60 "59 + *60 "59 "60 "69 =’60 


"59 860 
Oct. Nov. Dec. dan. Feb. March April May June July 
To Date 


Prices of '60s added and '52s dropped in December, 1959. Prices of '59s added and ’51s dropped in December, 1958. 
Figures alongside bars represent dollars. 


'57 (88) station wagon, $1,070* (ps); 
(88) Super 4-dr., $1,030* (ps). 


56 (88) Super 4-dr., $580* 


dr., $1,200 (ps), 
PLYMOUTH—’59 Savoy (8) 4-dr., $1,210*. 
‘58 Belvedere (8) 4-dr, hardtop, $985* 


(ps); Plaza (6) 2-dr., $565. 





COLORADO 





Colorado Auto Auction 


4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782i 


SALE EVERY MONDAY 
11:00 A.M. 


George A. Lamb 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 


Denver Auto Auction 
4% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 


Auctioneers: Geo. Workman—Bill Hauschildt 
Titles and Checks Guaranteed 


TWIN RING SELLING 








CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |4th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 








WEST PALM BEACH — Florida’s 
“quality” auction. 12 Noon. Thurs- 
day. W. Palm Beach Fairground. 


MARYLAND 


guaranteed. Cars u 
ed. Thur., 12 noon. Established 19 7. 


MICHIGAN 

















STATE FAIR AUTO AUCTION 


19745 RALSTON 
(Rear of 19600 Woodward, Detroit) 


TWO SALES WEEKLY 
Tuesday and Friday at 12:30 


Phone: TO 9-4660 
C, Simpson, Pres — Sam Goodmen, Mgr. 





For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Leek in LUCAD. 





(ps), $565* 
(ps). 
PACKARD—’57 Clipper station wagon 4- 


(ps). 
’57 Suburban (8) Custom 4-dr., $1,150* 


Norman Early 








—— 2 oe a 


(Copyright, 1960, by Automotive News) 


’56 Fury (8) 2-dr. hardtop, $915*; Bel- $1,175* (ps); Safari 2-dr., $770* (ps). 
vedere (8) 4-dr., $690* (ps). ’56 Chieftain 4-dr., $550. 

’55 Belvedere (8) 4-dr., $645*; Savoy | RAMBLER—’59 Super (8) 4-dr., $1,380. 
(6) 2-dr., $320, ’55 Custom Cross Country, $550 


wre ea Catalina sport coupe, $2,-| STUDEBAKER—’60 Lark Regal , (8) 4- 
470* (ps). 
’59 Catalina sport coupe, $1,995*, 
’58 Safari 4-dr., $1,735* (ps); Chieftain 
(8) 2-dr. Catalina, $1,495*, 
57 Super Chieftain 2-dr. 
(ps); 


dr., $1,855*, 
— (6) station wagon 2-dr., 


$680. 
MISCELLANEOUS—’59 Ford (6) %-ton 
pickup, $1,320. 
’58 Chevrolet (8) %-ton pickup, $1,100; 


Catalina, $1,- 


185* Star Chief 2-dr, Catalina, 





MICHIGAN NEW JERSEY 
oy 
DETROIT'S re lel om 3 


Oldest, Largest and Very Best 
Wednesday af Noon a 


N-A-D-E 


19241 Dix—Toledo Highway—Route 25 
Just / mile from Detroit City Limits 

Te Mat tT) ee 
NATIONAL AUTO 


MELVINDALE, MICHIGAN 
DEALERS EXCHANGE 


AUCTION 


erst 3 
Aa TL LANES 


PHONE: DUnkirk 3-0150 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
@ “DUAL RING" 2 lines running simultane- 
ously. 
® Conveniently located in the heart of the 
automobile world. 
@ Ten acres of completely fenced parking 
area. 
®@ Always a fine selection of sharp cars. Ev 
@ Friendly relations prevail at all times, 
+ 
7 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Aute Auction 


Albany 5, N. Y. 

Monday — I! O'Clock 
80 car sale average 

All Titles and Checks Guaranteed 


Congenial auctioneers, 
Fair management, 
MICHIGAN'S FINEST SALE L 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Manager 
3711 Western Road Phone CEdar 2-318! 





AFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 


Minutes from New York City| checks guaranteed. Mon. 10 A. M. 
OHIO 
STP. | AKRON—A-1 Auto Auction, U.S. 224, 


PL 3-6643, Titles, Checks guaran- 
AUTO AUCTION 


NEW JERSEY 








teed. Ea. week, Tues., Thurs., 12:30. 
TENNESSEE 





JOHNSON AUTO 


AUCTIONS 


Nashville, Tenn.—Tuesday 
Huntsville, Ala.—Friday 


100% Insured—Ne Registration Fee 


EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insor ed i 
Birmingham, Alabema 
EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito!l 8-0100 for Reservations 
eaten a ME NNTB. 


North-East-South-West 
Automotive News' 
“Leading Used-Cer Auction Direc- 
tory” gives the sale day and time 
of top Auto Auctions EVERY 

WEEK. 




































Ford (6) %-ton pickup, $1,125. 

’°56 Studebaker %-ton pickup, $600, 

’54 Ford (8) %-ton pickup, $515; %-ton 
pickup, $380. 

’52 Chevrolet %-ton pickup, $415, 

’47 Ford %-ton pickup, $120. 

’46 Ford %-ton pickup, $210, 


DAYTONA BEACH, FLA, 


Florida Auto Auction, Sale every Tues- 
day, Prices are for sale of June 28, 
BUICK—’59 Electra 225 4-dr. Riviera, $2,- 

315* (ps), 

’57 RM 2-dr. Riviera, $1,210* (ps), $900* 
(ps); Super 4-dr, Riviera, $1,000* (ps). 

’56 Super 4-dr. Riviera, $865* (ps). 

’55 Special 4-dr., $525*; 4-dr, Riviera, 
$290*. 

CADILLAC—’56 (62) 4-dr., $1,380* (ps). 

CHEVROLET—’'60 Impala (8) conv., $2,- 
425* (ps); sport coupe, $2,315*; Cor- 
vair (6) 4-dr., $1,460. 

*59 Impala (8) conv., $1,910* (ps); 4- 
dr., $1,775; Bel Air (8) sport sedan, 
$1,705*; Biscayne (6) 2-dr., $1,350*, 
$1,255. 

’58 Bel Air (8) sport sedan, $1,085, $1,- 
075* (ps); sport coupe, $1,050*, 

’57 Two-ten (8) station wagon, $905*, 

"56 Two-ten (6) 2-dr., $650*. 

*55 Bel Air (8) station wagon, $625*, 

’54 Two-ten 2-dr., $315, 

’53 Bel Air conv., $230*, 

DeSOTO—'56 Firedome 4-dr., $665* (ps). 
DODGE—’58 Custom Royal (8) 4-dr. hard- 
top, $1,350* (ps). 

*57 Coronet (8) 2-dr. hardtop, $620*, 
FORD—’60 Galaxie (8) 4-dr. Victoria, $2,- 

200* (ps), $2,120* (ps), $2,100* (ps), 
$2,050* (ps); Falcon (6) 4-dr., $1,700, 
$1,675, $1,650; 2-dr., $1,635. 

"59 Galaxie (8) conv., $1,910* (ps), $1,- 


790°; 2-dr. Victoria, $1,850* (ps), 
$1,825*; 4-dr., $1,830* (ps), $1,800* 
(ps); Country Sedan (8) 4-dr., $1,- 


860* (ps); Fairlane 500 (8) 2-dr., $1,- 
700*; Fairlane 500 (6) 2-dr., $1,265*; 
Fairlane (8) 2-dr., $1,400* (ps), $1,- 
155* (ps); 4-dr., $1,315*; Fairlane (6) 
4-dr., $1,165*; Custom 300 (6) 2-dr., 
$1,210*; Custom 300 (8) 2-dr., $1,140. 
(Continued on Page 31, Col. 1) 





PENNSYLVANIA 


Kae heheh eka KKK 
They're in full swing! 





MANHEIM 
AUTO 
AUCTION 


Tuesdays and Fridays 
Every Week 
NOW ... in response to car dealers’ 
requests, Manheim Auto Auction holds 
sales on Tuesday as well as Friday. Active 
buyers both days. Hundreds of clean cars. 
Auction checks issued. All the “comforts 


of home"—ladies' TV lounge, restaurant 
with Lancaster County home cooking. 


A great event for you at 
Manheim Auto Auction 
Watch this magazine for details 


Biggest Auto Auction in the World 


Manheim Auto 
Auction, Inc. 


On Rovte 72, Manheim, Pa. 
MOhawk 5-2401 


RRR MMH HY 








Used-Car Auction Prices 


(Continued from Page 30) 


’58 Custom 300 (8) 4-dr., $730*. 

’57 Fairlane 500 (8) skyliner, $1,300* 
(ps); Fairlane (8) 2-dr, Victoria, 
$960*; Ranch Wagon (6) 2-dr., $700. 

’56 Custom (8) 2-dr., $550*; Custom (6) 
2-dr., $400, 

55 Custom (6) 2-dr., $345. 

’54 Crest (8) conv., $390. 

"53 Crest (8) 2-dr, Victoria, $315*, 


IMPERIAL—’57 Imperial 2-dr. hardtop, 
$1,525* (ps). 

LINCOLN—’57 Premiere 2-dr. hardtop, 
~$1,315* (ps), 


MERCURY—’59 Monterey 4-dr, hardtop, 
$1,750* (ps). 
’58 Commuter 4-dr., $1,185* 


’57 Monterey 2-dr., $740*, 


(ps). 


’56 Montclair 2-dr, hardtop, $475*, 
OLDSMOBILE—’58 (98) 4-dr. Holiday, 
$1,665* (ps). 
’57 (98) 2-dr. Holiday, $1,310* (ps). 
’56 (88) Super 2-dr, Holiday, $450*; (88) 
2-dr., $200*, 
"51 (88) 4-dr., $155*. 
PLYMOUTH—’60 Fury (8) 4-dr. hardtop, 


$2,200* (ps). 
58 Fury (8) 2-dr, hardtop, $1,225* (ps). 


’57 Belvedere (6) 4-dr., $620, $615°*; 
Savoy (6) 4-dr., $450. 

PONTIAC—’'59 Bonneville Safari 4-dr., 
$2,650* (ps); Catalina 2-dr., $1,935* 
(ps). 


’58 Chieftain 4-dr., $1,010*, 
"55 Star Chief 4-dr., $525*, 
*52 Chieftain 4-dr., $125*, 
RAMBLER—’'60 Super (8) 4-dr., $1,585. 
'59 Super (6) 4-dr., $1,060. 
‘58 Super (8) Cross Country, $1,365; De- 
luxe (6) 4-dr., $835. 
STUDEBAKER—’ 60 Lark (8) 4-dr., $1,530. 
MISCELLANEOUS—’59 Chevrolet El Ca- 
mino, $1,200, 
’55 Dodge pickup, $290. 
’54 Ford pickup, $275. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of June 29. 
BUICK—’58 Super 2-dr. Riviera $1,385* 


(ps), 

’57 Super 2-dr, Riviera, $1,060* (ps); 
Special 2-dr, Riviera, $865*; 2-dr., 
$840* (ps). 

’56 Special 2-dr. Riviera, $700. 

’55 Century 2-dr. Riviera, $360*. 

OADILLAC—’59 de Ville 2-dr. hardtop, 
$3,330* (ps); (62) 4-dr. hardtop, $3,- 
275* (ps). 

57 (62) Sedan de Ville, $1,800* (ps); 


2-dr. hardtop, $1,550* (ps). 
’47 (62) 4-dr., $200. 

CHEVROLET—'59 Impala (8) sport coupe, 
$1,890*; Impala (6) conv., $1,825; 
Bel Air (8) 4-dr., 2 at $1,506*, $1,- 
475°; 2-dr., $1,375; Bel Air (6) 2-dr., 


$1,325; Brookwood (6) 4-dr., $1,440; 
Biscayne (6) 2-dr., $1,370". 
’58 Bel Air (8) sport coupe, $1,330*, 


$1,175*; Brookwood (8) 4-dr., $1,315*, 
$1,290*, $1,285*; Biscayne (8) 4-dr., 
$910". 

57 Nomad (8) 2-dr., $1,175; Bel Air 
(8) sport coupe, $1,090*; station wag- 


on, $1,025* (ps); Two-ten (8) 2-dr., 
$815*; station wagon, $750* (ps), 
$700* (ps); One-fifty (8) 2-dr., $590; 


One-fifty (6) 2-dr., $540. 

’56 One-fifty (6) station wagon, $540; 
One-fifty (8) 2-dr., $450; Two-ten (6) 
2-dr., $460*. 

55 Two-ten (6) 4-dr., $330°, 

’54 Two-ten (8) 2-dr., $625*; One-fifty 
(8) station wagon, $350; Bel Air (8) 


2-dr., $180*. 
CHRYSLER — ‘56 Windsor 4-dr., $475* 
(ps). 
DeSOTO—’'58 Firesweep 2-dr., $900* (ps). 
'57 Firesweep 4-dr., $690* (ps). 
DODGE—'58 Coronet (8) 2-dr. hardtop, 


$1,040". 


’57 Coronet (8) 2-dr., $825*, $630. 


‘56 Royal (8) 4-dr, hardtop, $550*. 
’55 Custom Royal (8) 4-dr., $575*; Coro- 
ret (6) station wagon, $425°; 4-dr., 
$425°. 
EDSEL—’59 Villager 4-dr., (9-pass.), $1,- 
675°. 
’58 Corsair 4-dr, hardtop, $825*° (ps). 
FORD—’'60 Galaxie (8) starliner, $2,265* 


(ps); 2-dr., $2,065*; Falcon (6) 2-dr., 
$1,650, $1,625. 

’59 Thunderbird (8) 2-dr, hardtop, $2,- 
925* (ps); Galaxie (8) conv., $1,900*; 
4-dr. Victoria, $1,730* (ps); 2-dr., $1,- 
680; Country Sedan (8) 4-dr., $1,850*; 
Ranch Wagon (8) 2-dr., $1,545*; Fair- 
lane 500 (8) 4-dr, Victoria, $1,475; 
Fairlane (8) 4-dr., $1,455* (ps); Fair- 
lane (6) 4-dr., $1,360*; Custom 300 
(6) 2-dr., $1,385. 

’58 Fairlane 500 (8) conv., $1,450*, $1,- 
300; 2-dr.* Victoria, $1,200* (ps); 4- 
dr., $1,175* (ps); Country Sedan (8) 
4-dr., $1,075* (ps); Ranch Wagon (8) 

$875; Custom 300 (8) 2-dr., 
$825. 

’57 Thunderbird (8) conv., $1,650* (ps); 
Country Sedan (8) 4-dr., $925*, $900*, 
$825, $810*; Fairlane 500 (8) 4-dr., 
$850*, $840°; 2-dr., $790*; 4-dr., $575; 
Custom (6) 2-dr., $565; Ranch Wagon 


(8) 2-dr., $740*; Fairlane (8) 4-dr., 
$700; Custom 300 (8) 2-dr., $680*, 
$650*, $580*; Custom 300 (6) 2-dr., 
$615. 


'56 Custom (8) 2-dr., $615, $420*, $360; 
4-dr., $500*; Fairlane (8) conv., $600*; 


Ranch Wagon (8) 2-dr., $575. 

’55 Fairlane (8) conv., $540*%, $510*; 
Custom (6) 2-dr., $520*; Custom (8) 
4-dr., $345. 

54 Ranch Wagon (8) 2-dr., $345. 

LINCOLN—’58 Capri 2-dr. hardtop, §$1,- 
575°. 

MERCURY—’'58 Montclair 2-dr. hardtop, 
$1,205*; Monterey 4-dr., $965* (ps). 

'55 Montclair 2-dr, hardtop, $210* 

OLDSMOBILE—'58 (88) 4-dr. Holiday, 


$1,300* (ps), 

‘S57 (88) Fiesta 4-dr., $1,000* (ps); 2-dr., 
$850°*, $775*. 

’56 (88) 2-dr. Holiday, $705*; 4-dr. Holl- 


day, $550*; (98) 2-dr. Holiday, $425*° 
(ps). 
55 (88) Super 4-dr, Holiday, $375*. 
PLYMOUTH—'59 Belvedere (8) 4-dr., $1,- 
290°. 

"58 Belvedere (8) 2-dr. hardtop, $1,- 
025*; Savoy (8) 2-dr., $725*; Plaza 
(8) 4-dr., $565*. 

'57 Savoy (8) 4-dr., $570* 


'56 Belvedere (8) 2-dr. hardtop, $440°. 


'55 Savoy (8) 4-dr., $265*; Savoy (6) 
4-dr., $190*; Plaza (6) 4-dr., $230°, 
$210. 


PONTIAC—'57 Star Chief 4-dr, Catalina, 

























’56 Custom 4-dr., $465*. 


LOS ANGELES 
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$185*. 
'52 Special 2-dr. Riviera, $135. 


’52 (75) Limousine, $700* (ps). 


(ps); Parkwood (8) 4-dr., $1,975*, $1,- 











Air (6) sport coupe, $500; Two-ten (8) 
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EDSEL—’59 Villager 4-dr., $1,745. 
’58 Citation 2-dr. hardtop, $1,085* (ps). 





CADILLAC—’59 de Ville 4-dr. hardtop, FORD—’60 Thunderbird (8), $4,150* (ps) 
ee (ps); beeen $4,250* or lee eee eas $3,450* (ps); Galaxie (8) conv., 
(ps), ,200* (ps), ,880* (ps); (62) ,460* (ps); Fairlane 500 (8) 4-dr. 
2-dr, hardtop, $3,900" (ps); conv., uct on verages $2,035*; Fairlane (8) 2-dr., $1,800°; 
$3,885* (ps). July, 1960 June May Falcon (6) 2-dr., $1,705. 
"5S (62) Sedan de Ville, $2,925* (ps), Model To Date 1960 1960 59 Thunderbird (8), $3,100* (ps); Ga- 
$2,910* (ps); 4-dr. hardtop, $2,920* $2,189 $2,357 laxie (8) conv., $1,900* (ps); Ranch 
(ps), $2,650* (ps); 2-dr. hardtop, $2,- ’ Wagon (8) 2-dr., $1,845*; Fairlane 
nae: 600* (ps). 1,842 1,897 500 (8) 2-dr, Victoria, $1,750* (ps); 
on” 70*; Chieftain 4-dr., $825*, ’57 (62) Coupe de Ville, $2,160* (ps), 1,280 1,339 Custom 300 (6) 2-dr., $1,535*; Custom 
6 Star Chief 4-dr. Catalina, $550; $1,920* (ps); conv., $1,910* (ps). 904 946 300 (8) 4-dr., $1,450*, $1,110*; Fair- 
Chieftain Safari 4-dr., $520*; 4-dr., ’56 (60) Special 4-dr., $1,600* (ps); lane (8) 4-dr., $1,465". 
ante ee ion sia 4 Eldorado Seville, $1,520* (ps); (62) 599 636 ’58 Thunderbird (8), $2,650* (ps); Fair- 
oaaaee ain 2-dr., $400*, $325; 4-dr., of"ie 7. (ps), $1,285" (ps). 442 461 lane 500 (8) 2-dr. Victoria, $1,410* 
: . : (62) Coupe de Ville, $1,230* (ps); (ps); 4-dr. Victoria, $1,250* (ps), $1,- 
53 Chieftain 4-dr., $105*. 4-dr., $1,090* (ps). 287 282 235* (ps), $1,075*; Fairlane (8) 4-dr., 
RAMBLER — °59 American (6) station] ‘54 (62) Coupe de Ville, $975* (ps), 203 188 $990*; 2-dr., $905*; Custom 300 (8) 
__ Wagon, $1,230, $800* (ps); 4-dr., $905* (ps); (60) Overall — 2-dr., $980*, $925; Custom 300 (6) 4- 
57 Super (8) Cross Country, $810*, Special 4-dr., $705* (ps). Ave e $ 947 $ 968 $1,013 dr., $640. 
rag ’ ’57 Thunderbird (8), $2,100* (ps), $1,- 


990* (ps); Fairlane 500 (8) 2-dr. Vic- 


STUDEBAKER—’59 Lark (6) 4-dr., $1,- ’49 (62) 2-dr. hardtop, $1,000*. 

065, . *41 (61) 4-dr., $235. toria, $1,160*, $975*; conv., $1,025* 
VALIANT—'60 Valiant (6) 4-dr., $1,565. | CHEVROLET—’60 Impala (8) sport coupe,| °56 Bel Air (8) sport sedan, $835* (ps); (ps); 4-dr., $1,010; Country Sedan 
MISOELLANEOUS—’60 Falcon Ranchero, $2,600* (ps); Corvair 700 (6) 4-dr., sport coupe, $800*, $790*; Two-ten (8) (8) 4-dr., $1,075*; Fairlane (8) 2-dr. 

, $1,730, $1,725. station wagon, $745*; Two-ten (6) 2- Victoria, $935° (ps); DelRio (8) 2-dr., 

"58 Ford delivery sedan, $540. "59 Impala (8) sport coupe, $2,250* (ps), dr., $605; sport sedan, $585. $890*; Custom 300 (8) 2-dr., $745*, 

56 Ford F-100 pickup, $245, $235. $2,220* (ps), $2,025*, $1,885*; sport ‘55 Bel Air (8) sport coupe, $710*; 4-dr., $585; Custom (6) 4-dr., $585*; busi- 
sedan, $2,155* (ps); conv., $2,150* $585*, $535", $510*; conv., $545*; Bel ness coupe, $500. 

' . 56 Country Squire (8) 4-dr., $675*; 


Custom (8) 4-dr., $525*, $490*; Ranch 


; 830*; Brookwood (8) 2-dr., $1,670; Delray, $540. 

Harold Henry’s Los Angeles Dealer Auto Biscayne (8) 2-dr., $1,600; Biscayne 54 B re Wagon (8) 2-dr., $485; Fairlane (8) 

Auction. Sale every Tuesday. Prices are for (6) 2-dr., $1,400; Bel Air (8) 4-dr., r station wagon, $515. 2-dr., $430*. 

sale of June 28. $1,480*. ’53 Bel Air 4-dr., $315. '55 Thunderbird (8), $1,325* (ps); Fair- 

BUIOK—’59 Invicta 4-dr. hardtop, $2,225* ’58 Impala (8) conv., $1,615* (ps); | CHRYSLER—’59 NY 2-dr. hardtop, §2,- lane (8) conv., $625* (ps), $500* (ps); 
| {PS)- sport coupe, $1,590* (ps), $1,545*; Bel 235* (ps). F 2-dr. Victoria, $565*, $485*, $385*; 
58 Special 4-dr. Riviera, $1,340* Air (8) sport coupe, $1,455* (ps), $1,-| °57 NY 4-dr. hardtop, $1,380* (ps); 4- Ranch Wagon (8) 2-dr., $440; Custom 


(8) 2-dr., $415; 4-dr., $385. 


7 Sry oe o_o, ivieee (ps); 380*; 2-dr., $1,335* (ps); 4-dr., $1,- dr., $1,185* (ps). R 
uper 2-dr. viera, ,150* (ps); 315* (ps); sport sedan, $1,300*; Bis- , "54 Ranch Wagon (8) 2-dr., $355; Cus- 
Special 4-dr., $875*. cayne (8) 2-dr., $1,245° (ps), §1,170°, | DCSOTO—'50 Firefiite conv., $2,265° (ps). tom (8) 2-dr., $315*, $240; 4-dr., 
’56 Century 2-dr. Riviera, $655* (ps). $1,140*; 4-dr., $1,205*, $1,195*, $1,- ’58 Firedome 4-dr., $1,120* (ps). $240*; Country Sedan (6) 4-dr., $305*; 
’55 Special 2-dr. Riviera, $700*; conv., 140*, $1,135*; Delray (8) 4-dr., $1,- ’56 Adventurer 2-dr. hardtop, $800* (ps). Country Sedan (8) 4-dr., $200* (ps); 
$460* (ps); Century 4-dr. Riviera, 060*. ’55 Firedome 2-dr. hardtop, $510* (ps), Crest (8) 2-dr. Victoria, $235*, $195*; 
$680* (ps), $600* (ps); Super 2-dr. ’57 Two-ten (8) station wagon, $1,150* $585*; Fireflite 4-dr., $400* (ps). Main (6) 2-dr., $210. 
Riviera, $595* (ps), $430* (ps). (ps), $985*, $975*; sport sedan, $1,-| DODGE—’59 Custom Royal (8) 2-dr. hard-| °52 Crest (8) 2-dr. Victoria, $235*; Cus- 
54 Century 2-dr, Riviera, $340* (ps), 005*; Two-ten (6) 4-dr., $855*; 2-dr., top, $1,960*. tom (8) 2-dr., $115. 
__$310%; Super 4-dr., $155* (ps). $750; Bel Air (8) 4-dr., $825*; One-| °57 Royal (8) 4-dr., $930°. IMPERIAL—’58 Imperial conv., $2,290° 
53 Special 4-dr., $190*; 2-dr. Riviera, fifty (6) 4-dr., $665. *56 Coronet (8) Sierra 4-dr., $650*. (Continued on Page 34, Col, 1) 





For New Car Get Ready 


NOTHING STANDS OUT 
OR STANDS UP 


LIKE LIQUID GLAZE 


More new cars are sold through appearance than any other 
one feature. Make your new cars more attractive on 
delivery and retain customer satisfaction and good will 
by applying a Liquid Glaze appearance treatment during 
your predelivery service. 


Liquid Glaze stands out because it imparts a smoother, 
deeper, more brilliant gloss. Liquid Glaze stands up because 
it provides much more measurable protection. What's 
more, it is scientifically formulated, tested and approved 
for application on acrylic paints and super enamels, as 
well as conventional finishes. 


While a Liquid Glaze treatment is worth much more to the 
new car owner, its application costs much less to the dealer. 


Liquid Glaze Ine. 





704 SHERIDAN STREET, LANSING, MICHIGAN LiwwWWWW.... ee ew 





rc e 







LIQUID GLAZE, INC. 
704 Sheridan St., Lansing, Mich. 


(C] Please send me a copy of your “Dollars and Sense” booklet on the 
operation of a car appearance department. 
(-) Please send me 8 oz. samples of new Liquid Glaze and Cleaners. 


(C) Please invite us to your nearest clinic on the care of Acrylic Paints 
and Super Enamels. 


Make of Car Sold 
SE en eo ee icine 
Street Address. oie ides 

City or Town af . i 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
a | 














Catch up with a woman’s way of t 
_ the look, the sweep of line, colour, tri 3 
that sells a woman. VOGUE readers live at a car pace that 











* 














LINCOLN — ’56 Premiere 4-dr., 


MERCURY—’59 Monterey 4-dr., 
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Used-Car Auction Prices 





(Continued from Page 31) 


(ps); 4-dr. hardtop, $2,050* (ps). 
$1,000* 
(ps); 2-dr. hardtop, $840* (ps). 
"55 Capri 4-dr., $400* (ps). 
$1,870* 


(ps). 

*57 Turnpike Cruiser 2-dr. hardtop, $1,- 
210* (ps); Monterey 4-dr. hardtop, 
$985* (ps), $955*; 4-dr., $845*. 

*56 Monterey conv., $730* (ps); station 
Wagon, $720*, $610*; 2-dr., $600", 
$550* (ps); Montclair 4-dr. hardtop, 
$635* (ps). 

"55 Monterey 2-dr., $575*, $485* (ps), 
$300*; Custom 2-dr., $350*. 

54 Monterey 2-dr., $365*, $300*, 

"53 Monterey conv., $235*; 2-dr., $115*; 
Custom 4-dr., $130*. 

"50 Monterey 2-dr., $135. 


NASH—’56 Ambassador (8) 2-dr. hardtop, 


$495* (ps). 
53 Ambassador 2-dr. hardtop, $355; 
Statesman 4-dr., $200. 


OLDSMOBILE—’58 (88) Super 4-dr., $1,- 


670* (ps); (88) 2-dr., $1,360*; 4-dr. 
Holiday, $1,290* (ps). 

"57 (88) 4-dr., $1,025* (ps). 

"56 (88) 2-dr. Holiday, $855* (ps); (88) 
Super 4-dr. Holiday, $810* (ps), $760*; 
2-dr. Holiday, $605* (ps); (98) 4-dr. 
Holiday, $695* (ps). 

"55 (98) 2-dr. Holiday, $860* (ps), $770* 
(ps), $645* (ps), $535* (ps); 4-dr., 
$485* (ps); (88) 2-dr, Holiday, $800* 
(ps), $525*; 2-dr., $580*; (88) Super 
4-dr., $690* (ps); 2-dr. Holiday, $610* 


(ps). 
’54 (88) Super 2-dr. Holiday, $520* (ps), 


Rochester-GM Carburetors are tested on grades much more severe than the 
average motorist encounters. They must pass such tests so that all the GM cars equipped with these 
superlative carburetors will always make the grade . . . with plenty to spare! At the General Motors 
Proving Ground, Milford, Michigan, we use the extra steep road inclination shown above to test 
Rochester-GM Carburetor function under an extreme deviation from level. Since this is only one of 
a complete series of quality control and operational tests on Rochester-GM Carburetors, you can 
see why they have won a reputation for reliability and become America’s number one original equip- 
ment carburetors. That’s also why they help you make the grade saleswise . . . and then some! 
Rochester Products Division of General Motors, Rochester, New York. 


ROCHESTER 





$515* (ps); 2-dr., $440* (ps); 4-dr., 
$285*; (88) 2-dr. Holiday, $470*, 

"53 (88) 4-dr., $225*, $135*, $105*; (98) 
4-dr., $140* (ps). 


PACKARD — ’55 Patrician 4-dr., $300* 
(ps). 
PLYMOUTH—’59 Suburban (8) Custom 4- 


dr., $1,980* (ps); Belvedere (8) 2-dr., 
$1,500*; 4-dr., $1,475*, 

"58 Belvedere (8) 2-dr, hardtop, $1,135* 
(ps). 


"57 Savoy (8) 2-dr. hardtop, $790*, 
$685*, $650*; Belvedere (8) 4-dr. hard- 
top, $775*. 


56 Fury (8) 2-dr. hardtop, $760* (ps); 
Belvedere (8) conv., $675*; Savoy (6) 
4-dr., $485*; Savoy (8) 4-dr., $375, 
$345*; Suburban (8) Custom 2-dr., 
$370*. 

’55 Savoy (8) 2-dr., $480*%; Savoy (6) 4- 
dr., $305*; Suburban (8) 2-dr., $450*; 
Belvedere (8) Suburban, $415*; 2-dr., 
$375*; Plaza (6) 4-dr., $315. 

’54 Plaza 4-dr., $210. 

’53 Cranbrook Belvedere, .$185*; Subur- 
ban 2-dr., $110. 


PONTIAC—’59 Catalina 2-dr., $1,910; 4- 


dr., $1,735* (ps), $1,725* (ps). 
58 Super Chief 2-dr. Catalina, $1,425* 


(ps). 

’57 Chieftain 4-dr. Catalina, $825*, 

56 Chieftain Safari 4-dr., $745* (ps); 
4-dr. Catalina, $485*. 

655 Chieftain 2-dr. Catalina, $575*, 
$210*; 4-dr., $505*, $450*, $350*, $295; 
2-dr., $400*; Star Chief 4-dr., $230*. 

'651 Chieftain 2-dr., $165. 


RAMBLER—’60 American (6) 4-dr., $1,- 


SO you 


can make 
the grade... 


AND THEN SOME = 










GENE LV T@Rtel =a.) 























550, $1,515. were most particular in their selections. 
’59 Super (6) Cross Country, $1,650*;| Turning away from high mileage or fixed- 
4-dr., $1,440; American (6) 2-dr., $1,-| over units. Real top grades sold as high 
300, $1,125", as usual, Sold 159 cars from 226 consign- 
’58 American (6) 2-dr., $935. ments. 
'57 Custom (8) 2-dr, hardtop, $850°| py;oK—'57 Special conv., $1,040* (ps); 
co). 4-dr., $900°; RM 4-dr., $1,025* (ps); 
’56 Super Cross Country, $550°. 2-dr. Riviera, $500* (ps); Century 4- 
’55 Custom Cross Country, $625*, $525, dr Riviera, $760*. 

oe ’56 Super 4-dr. Riviera, $640*; Special 
’54 Custom Cross Country, $450, 2-dr. Riviera, $635*; 4-dr., $600* (ps), 
’52 Custom Cross Country, $175. $530°; RM 4-dr, Riviera, $550*. 

STUDEBAKER—’60 Lark (6) 2-dr., $1,-| °55 Century 4-dr. Riviera, $710*; Super 

675. 2-dr, Riviera, $430* (ps); Special 2- 
*59 Lark (6) 2-dr. hardtop, $1,475*; dr, Riviera, $285. 

Lark (8) 2-dr., $1,475. 54 Century 2-dr. Riviera, $285*; RM 4- 
’58 Commander (8) 2-dr. hardtop, $985*. dr., $210* (ps); Special 4-dr., $125*, 
56 Power Hawk (8) 2-dr., $695*, $100. 

’65 Champion (6) station wagon, $330.| gapnimLLAC—’60 (62) 2-dr. hardtop, $4,- 


WILLYS—’50 station wagon, $160. 210* (ps). 
MISCELLANEOUS—’59 Chevrolet (6) El 'S7 (62) 4-dr., $1,775* (ps). ss 
Camino, $1,550; Ford (8) Ranchero, ’56 (62) Sedan de Ville, $1,195* (ps). 
$1,465*; (6) F-100 LWB pickup, $1,- ’55 (62) 4-dr., $650* (ps). 
235; (8) %-ton pickup, $1,225. 54 (62) 4-dr., $335* (ps). : 
’68 Ford (8) Ranchero, $1,240* m- Se Corvair (6) 4-dr., $1,- 
» es -ton ickup, 50*. 
3075. ee ven P| 459 Impala (8) conv., $2,100; Bel Air 
'57 Chevrolet (8) %-ton pickup, $805; (8) 4-dr., $1,675*; Brookwood os. 
(6) %-ton pickup, $755. dr., $1,270; Biscayne (6) 2-dr., $1,1 o 
’56 Chevrolet (8) %-ton pickup, $710; ’58 Impala (6) conv., $1,530; Bel = ) 
(6) %-ton pickup, $695, $510; GMC 2-dr., $1,265*; Brookwood (6) 4-dr., 
(8) %-ton LWB pickup, $685. $1,110; Biscayne (6) 2-dr., SI. ae. 
’55 Chevrolet (8) Apache %-ton pickup, ’57 Two-ten (8) station wagon, wea 5 
$750*; GMC (6) %-ton pickup, $505; Two-ten (6) 4-dr., $950, $750*; 2- es 
(8) %-ton pickup, $475*. $925*; Bel Air (8) station wagon, $1,- 
’54 International %-ton pickup, $400; 000*; sport coupe, $900*. ss: 
Ford (6) %-ton pickup, $285*. ’56 Two-ten (6) 2-dr., $660, $610, $560; 
53 GMC %-ton pickup, $400; Ford (8) 4-dr., $630; One-fifty (6) 2-dr., $650, 
Courier, $255. $445; 4-dr., $500; Bel Air (8) 2-dr., 


’51 Chevrolet %-ton pickup, $230. $550*. : 
’45 Ford tow truck, $180. ’55 Bel Air (8) 4-dr., $630*, $310*; Bel 


Air (6) 2-dr., $450*; One-fifty (6) 
ALBANY 


station wagon, $600; Two-ten (6) 2- 
dr., $575*; station wagon, $550*, $400; 
Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 


4-dr., $460, $320. 
54 Bel Air 4-dr., $400*, $270; 2-dr., 
June 27. Prices of used cars took one of 
the worst setbacks in over a month. Buyers 





$108; Two-ten 2-dr., $330, $190; 4-dr., 
$180. 


America’s 

number one 
original equipment 
carburetors 


BURETORS 


LINCOLN 
MERCURY—’58 Monterey conv., 


OADILLAC—’59 Eldorado conv., 





’53 Two-ten 4-dr., $225* (ps); Bel Air 
2-dr, hardtop, $190; 2-dr., $140*. 


DeSOTO—'57 Firesweep 4-dr., $360*. 


’55 Firedome 2-dr. hardtop, $590* (ps), 
$480* (ps); Fireflite conv., $550* (ps). 


DODGE—’57 Royal (8) 4-dr., $925*; Cor- 


onet (8) 4-dr., $850*%; 2-dr, hardtop, 
$785*. 

’56 Royal (8) 4-dr., $470*. 

"55 Royal (8) Sierra 4-dr., $400*. 


FORD—’60 Thunderbird (8) 2-dr. hardtop, 


$3,360* (ps); Fairlane 500 (8) 4-dr., 
$1,680". 

59 Fairlane 500 (6) 2-dr. Victoria, $1,- 
525* (ps); Fairlane (6) 4-dr., $1,200; 
Custom 300 (6) 2-dr., $1,000. 

’58 Country Sedan (8) 4-dr., $1,250*; 
Fairlane 500 (8) 4-dr., $900* (ps). 
’57 Fairlane 500 (8) Skyliner, $1,135* 
(ps); conv., $800*; Fairlane (8) 4-dr., 
$765*, $580*; 2-dr. Victoria, $700*; 
Custom 300 (8) 2-dr., $665; Custom 

(6) 2-dr., $465. 

°56 Fairlane (8) 4-dr, Victoria, $725* 
(ps); 4-dr., $675*, $600*; 2-dr., $575*; 
conv., $545*; Country Squire (8) 4-dr., 
$700*; Custom (6) 2-dr., $575*; Cus- 
tom (8) 2-dr. Victoria, 2 at $550*; 
4-dr., $440*; 2-dr., $410; Country Se- 
dan (8) 4-dr., $465, $425*. 

"55 Country Sedan (8) 4-dr., $510*; Cus- 
tom (8) 2-dr., $455*; 4-dr., $390; 
Custom (6) 4-dr., $250; Fairlane (6) 
2-dr., $250. 

°54 Country Squire (6) 4-dr., $225*. 

’53 Custom (8) 4-dr., $260, $210. 

*58 Continental Mark III conv., 

$2,400* (ps). 





$1,110* 
(ps). 

'57 Monterey 4-dr., $950* (ps). 

*56 Montclair 2-dr. hardtop, $620*; 2-dr., 
$385*. 

’54 Custom 2-dr., $115*. 


OLDSMOBILE—’57 (88) 4-dr., $750*. 


’54 (88) Super 2-dr. Holiday, $250* (ps). 


PLYMOUTH—’'60 Belvedere (6) 2-dr., $1,- 


685. 

59 Fury (8) 2-dr. hardtop, $1,810* (ps); 
Belvedere (8) 2-dr., $1,200*. 

’58 Belvedere (8) conv., $1,230* (ps); 
Savoy (6) 4-dr., $850*; Plaza (6) 2- 
dr., $590*. 

"57 Savoy (6) 4-dr., $605*; Savoy (8) 
2-dr. hardtop, $560*; Plaza (6) 4-dr., 
$500*. 

56 Suburban (6) Deluxe 2-dr., $560; 
Belvedere (6) 2-dr., $510*; Belvedere 
(8) 4-dr., $510* (ps); Plaza (6) 2-dr., 
$270. 

55 Belvedere (6) 2-dr. hardtop, $430. 

’54 Savoy 4-dr., $130*. 

"53 Cambridge 4-dr., $140*. 


PONTIAC — ’57 Chieftain 2-dr., $850* 


(ps). 

’55 Star Chief 4-dr., $390* (ps); Chief- 
tain 2-dr. Catalina, $370*; 4-dr., 
$140*. 

54 Star Chief 4-dr., $310*; Chieftain 
2-dr. Catalina, $170* (ps); 4-dr., 
$160*. 


RAMBLER—’59 Custom (6) 4-dr., $1,200*, 


’58 Ambassador (8) Cross Country, §$1,- 
250; Deluxe (8) 4-dr., $1,000. 


STUDEBAKER—’60 Lark (8) 4-dr., $1,- 


450. 
’59 Lark (6) 2-dr., $1,200*, $900. 
"58 Scotsman (6) station wagon, $700. 
’56 Commander (8) station wagon, $570*, 


MISCELLANEOUS—’60 Willys Jeep, $1,- 


650. 

"58 Ford %-ton panel, $730. 

"56 GMC %-ton pickup, $580; Ford %- 
ton pickup, $485. 

’54 Chevrolet 1%-ton rack, $680. 

’653 Ford %-ton pickup, $170; Chevrolet 
1%-ton cab & chassis, $160. 

’51 GMC %-ton pickup, $200. 


CHICAGO 


Arena Auto Auction. Sale every Tuesday, 


Prices are for sale of June 28. Sold 533 
cars from 859 consignments. 
BUICK—’ 60 Invicta 4-dr. hardtop, $2,350*. 


"59 LeSabre 4-dr. hardtop, $1,845* (ps), 

"58 RM conv., $1,605* (ps); Century 
4-dr. Riviera, $1,475* (ps). 

57 Century Estate Wagon $1,265* (ps); 
4-dr., $1,135* (ps); 2-dr. Riviera, 
$940* (ps); Super 4-dr. Riviera, $1,- 
065* (ps), $800* (ps); Special 4-dr, 
Riviera, $935*, $800*, $765* (ps), 
$640* (ps); 4-dr., $810* (ps); 2-dr., 
$730*, $690*; 2-dr, Riviera, $695*, 
$605* (ps). 

"56 Super 4-dr., $715* (ps); Special 4-dr, 
Riviera, $625* (ps), $540*, $350*; 2- 
dr. Riviera, $535*; 2-dr., $460*; RM 
2-dr. Riviera, $530* (ps). 

"55 RM conv., $660* (ps); Special 4-dr. 
Riviera, $630* (ps), $625*; 4-dr., 
$460* (ps); 2-dr. Riviera, $320*; Cen- 
tury conv., $600* (ps). 

$3,890° 
(ps), $3,845* (ps); de Ville 4-dr. hard- 
top, $3,650* (ps), $3,470* (ps), $3,400* 
(ps); (62) conv., $3,625* (ps); 2-dr. 
hardtop, $3,435* (ps); 4-dr., $3,250* 
(ps). 

"58 (62) 4-dr., $2,750* (ps), $2,620* 
(ps); Sedan de Ville, $2,620* (ps), 
$2,600* (ps); conv., $2,610* (ps); 4-dr. 
hardtop, $2,475* (ps); 2-dr. hardtop, 
$2,400* (ps). 

"57 (62) Sedan de Ville, $2,090* (ps); 
conv., $1,765* (ps); (60) Special 4-dr., 
$1,950* (ps). 

"56 (62) Sedan de Ville, $1,550* (ps), 
$1,210* (ps); 2-dr, hardtop, $895* 
(ps). 

’55 (62) 2-dr. hardtop, $910* (ps), $840* 
(ps), $610* (ps). 

"54 (62) Coupe de Ville, $550* (ps); 2- 
dr, hardtop, $350* (ps). 


CHEVROLET—’'60 Impala (8) sport sedan, 


$2,475, $2,325*, $2,215* (ps); conv., 
$2,410; 4-dr., $2,085*; Brookwood (8) 
4-dr., $2,100*; Bel Air (8) sport se- 
dan, $2,095*; Biscayne (8) 2-dr., $1,- 
790°. 

"59 Nomad (8) 4-dr., $2,055*, $1,750* 
(ps); Impala (8) sport sedan, $2,040* 
(ps), $2,025* (ps), $1,900 (ps), $1,- 
875* (ps), $1,805*, $1,770* (ps), §$2,- 
005* (ps), $1,745* (ps); conv., §2,- 
030* (ps); sport coupe, $1,925* (ps); 
Impala (6) sport sedan, $1,690*; Park- 
wood (6) 4-dr., $1,470* (ps); Bel Air 
(8) 4-dr., $1,435* (ps), $1,410, $1,- 
405*, 2 at $1,400*; Brookwood (8) 
4-dr., $1,435* (ps); Biscayne (8) 2-dr., 


$1,365. 

"58 Impala (8) sport coupe, $1,635* (ps), 
$1,535* (ps), $1,430* (ps), $1,390*, 
$1,270* (ps), $1,255*, $1,240; conv., 


$1,450* (ps); Impala (6) sport coupe, 
$1,255*; Bel Air (8) 4-dr., $1,425*, 
$1,375*, $1,300*; sport sedan, $1,375*, 
$1,280*, $1,275* (ps); Bel Air (6) 4- 
dr., $1,120*; Nomad (8) 4-dr., $1,425° 
(ps); Brookwood (8) 4-dr., $1,275* 
(ps); Brookwood (6) 4-dr., $1,155* 
(ps); Yeoman (8) 4-dr., $1,235; Bis- 
cayne (8) 4-dr., $1,140*, $1,135*, $1,- 
090; 2-dr., $1,025; Biscayne (6) 4-dr., 
$895 


(Continued on Page 35, Col, 1) 
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’57 Corvette (8) conv., $1,940*; Bel Air 
(8) conv., $1,230* (ps), $1,190* (ps), 
$1,145*, $1,000; sport sedan, $1,185* 
(ps), $1,155*, $1,105*; Bel Air (6) 
4-dr., $1,095*; Two-ten (8) station 
wagon, $1,000, $905; 2-dr., $950*; 
Two-ten (6) 2-dr., $805*, $645; 4-dr., 
$770*; One-fifty (6) station wagon, 
$885; One-fifty (6) 2-dr., $740. 

56 Bel Air (6) 4-dr., $885*, $635°, 
$525*; sport sedan, $880*; conv., $865* 
(ps); Bel Air (8) sport sedan, $800", 
$600*; 4-dr., $755*; sport coupe, $685*; 
conv., $680* (ps); Two-ten (6) sport 
sedan, $635*, $600*, $575* (ps), $340*. 

*55 Corvette (8) conv., $1,375*; Bel Air 
(6) 4-dr., $625*; 2-dr., $385; Bel Air 
(8) 2-dr., $480*; Two-ten (8) Delray, 





























































$490. 
'54 Bel Air 4-dr., $500. 
CHRYSLER — ’58 Windsor 4-dr., 
(ps). 
’57 Saratoga 4-dr. hardtop, $980* (ps). 
DeSOTO—’57 Firesweep 4-dr., $875. 

’56 Fireflite 4-dr. hardtop, $730* (ps); 

Firedome 4-dr., $545* (ps). 
DODGE—’59 Coronet (8) 4-dr., $1,565* 
(ps); Coronet (6) 4-dr., $1,150*. 

’57 Coronet (8) 4-dr., $700*%; conv., 
$650*; Coronet (6) 4-dr., $550. 

’56 Coronet (8) conv., $565*; 2-dr, hard- 
top, $450*, $275*; Coronet (6) 4-dr., 
$325*. 

EDSEL—’58 Citation conv., $900* (ps); 
Pacer 2-dr. hardtop, $725*, $715*. 
FORD—’60 Thunderbird (8), $3,300* (ps); 


$1,285* 


Galaxie (8) 4-dr., $2,425* (ps), $2,- 
270* (ps); conv., $2,350* (ps); Star- 
liner, $2,200*, $2,150*; Country Sedan 
(8) 4-dr., $1,975". 

’59 Thunderbird (8), $2,920* (ps), $2,- 
530* (ps); Galaxie (8) conv., $1,785* 
(ps); 4-dr., $1,695*; Country Sedan 
(8) 4-dr., $1,730*; Fairlane 500 (8) 
4-dr. Victoria, $1,730*, $1,640* (ps), 
$1,585* (ps); Fairlane (8) 4-dr., $1,- 
480*, $1,350*; Custom 300 (8) 4-dr., 
$1,200*. 


’58 Fairlane 500 (8) Skyliner, $1,500* 
(ps); conv., $1,300* (ps); Country Se- 
dan (6) 4-dr., $1,080%; Fairlane (6) 
4-dr. Victoria, $800*, $790*, $740*. 

’57 Thunderbird (8) conv., $1,905*; Fair- 
lane 500 (8) Skyliner, $1,285* (ps), 
$1,280* (ps); conv., $1,115*; 4-dr. 
Victoria, $1,105*, $845* (ps); 2-dr. 
Victoria, $835*; Fairlane 500 (6) 4-dr, 
Victoria, $800* (ps); 2-dr. Victoria, 
$750*; 2-dr., $675*; conv., $570*; Cus- 
tom 300 (6) 2-dr., $755*; Custom 300 


(8) 4-dr., $700*, $575*; Custom (8) 
4-dr., $645; 2-dr., $635. 

°56 Custom (8) 4-dr., $625*; 2-dr., $425; 
Custom (6) 4-dr., $345; 2-dr., $335; 
Main (8) 2-dr., $580; Fairlane (6) 


2-dr. Victoria, $515*, $430°; Fairlane 
(8) 2-dr. Victoria, $480*, $435*; 4-dr., 


$425* (ps). 

’55 Custom (8) 2-dr., $415, $395. 

’54 Custom (8) 4-dr., $335*; Crest (6) 
conv., $300*. 


IMPERIAL—’59 Crown 4-dr., $2,850* (ps). 

57 Crown 4-dr., $1,250* (ps). 

’55 Imperial 2-dr. hardtop, $625* (ps). 

MERCURY—’59 Monterey 4-dr., $1,650* 
(ps). 

’*58 Monterey 2-dr., $900*. 

’57 Montclair conv., $1,100* (ps); 4-dr. 
hardtop, $1,070*; 2-dr. hardtop, $785*; 
Monterey 2-dr. hardtop, $775*; 4-dr., 
$770*; 2-dr., $695*. 

’56 Montclair 2-dr. hardtop, $675*; Mon- 
terey 2-dr. hardtop, $510*; 4-dr., 
$325*; Custom 2-dr. hardtop, $490*. 

’55 Montclair 2-dr, hardtop, $480*; 4-dr., 
$390*, $335°*. 


OLDSMOBILE — ’'60 (88) conv., $2,885* 
(ps). 
’59 (98) 2-dr. Scenic, $2,500* (ps); 4-dr., 
$2,225* (ps); (88) 2-dr., $1,800*. 


*58 (88) Super 4-dr., $1,650* (ps); 4-dr, 
Holiday, $1,550* (ps); Fiesta 4-dr., 
$1,495* (ps); (98) 4-dr., $1,600* (ps). 

’57 (88) Super 4-dr. Holiday, $1,150* 
(ps), $1,125* (ps); (98) 4-dr, Holiday, 
$1,120* (ps); 2-dr. Holiday, $900* 
(ps). 

’56 (98) 4-dr. Holiday, $835* (ps), $700* 
(ps), $610* (ps); 2-dr, Holiday, $710* 
(ps); (88) 4-dr, Holiday. $825*, $665* 
(ps), $635* (ps); (88) Super 2-dr. 
Holiday, $745* (ps). 

’55 (88) Super 4-dr. Holiday, $585* (ps); 
(88) 4-dr., $515*, $450* (ps); 4-dr. 
Holiday, $455*; 2-dr., $385*; (98) 4-dr. 
Holiday, $500* (ps). 

PLYMOUTH—’59 Suburban (8) 4-dr., $1,- 
540°; Belvedere (8) 4-dr., $1,250* 
(ps); Savoy (6) 2-dr., $950*. 


’58 Suburban (6) sport 4-dr., $1,200*, 
$1,125* (ps); Savoy (8) 4-dr, hard- 
top, $955*; 4-dr., $695*; Belvedere (6) 
4-dr., $880*; Plaza (6) 4-dr., $720. 

57 Belvedere (8) 2-dr., $740*; Savoy 
(8) 4-dr., $710*; 2-dr., $700*; Savoy 
(6) 2-dr., $635*, $410* (ps); 4-dr., 


$480*; Suburban (6) 4-dr., $645; Plaza 
(6) 2-dr., $400. 

PONTIAC—’'59 Bonneville 4-dr, Vista, $2,- 
560* (ps), $2,475* (ps); Star Chief 
4-dr. Vista, $2,190* (ps), $1,870*; 
Catalina 4-dr., $1,935*. 

’58 Star Chief 4-dr. Catalina, $1,560* 
(ps), $1,485* (ps); 4-dr., $1,425* 
(ps); Chieftain 4-dr, Catalina, $1,300°*. 


’56 Chieftain Safari 4-dr., $700* (ps); 
4-dr., $370* (ps); 4-dr, Catalina, 
$315". 


’55 Star Chief 2-dr. Catalina, $305* (ps). 
RAMBLER—’60 Super (8) 4-dr., $1,550. 
’59 Custom (8) 4-dr., $1,525; Super (8) 


Cross Country, $1,435*; Super (6) 4- 
dr., $1,180*. 
’58 Ambassador (8) 4-dr., $1,245*, $1,- 
100; Custom (8) 4-dr., $845. 
STUDEBAKER—’ 60 Lark (6) station wag- 
on, $1,400 
59 Lark (8) 2-dr. hardtop, $1,425°*; 
Lark (6) station wagon, $1,200. 
‘58 President (8) 4-dr., $680*. 
56 Sky Hawk (8) 2-dr., $490. 
'55 President (8) 4-dr., $400*. 
VALIANT—’'60 Valiant (6) 4-dr., $1,790* 
(ps), $1,750*, $1,565. 
MISCELLANEOUS—’59 Ford %-ton pick- 
up, $1,045. 
’58 Ford pickup, $680. 
FLINT 


Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of June 29. Prices 
remained unchanged, but sales were much 


better. Sold 201 cars from 311 consign- 

ments. 

BUICK —'59 Electra 225 conv., $2,400* 
(ps); LeSabre 4-dr. hardtop, $2,000* 


(ps). 

’58 RM 4-dr. Riviera, $1,575* (ps); Spe- 
cial 4-dr., $1,400* (ps); 4-dr. Riviera, 
$1,365* (ps); 2-dr., $1,050%; Century 
2-dr., $1,050*, 

’57 Super conv., $1,200* (ps); 2-dr., 
$815*; RM 4-dr. Riviera, $1,095* (ps); 
4-dr., $940* (ps); Special 4-dr., $970*, 
$960*, $950*, $815*; 2-dr., $695*; Lim- 
ited 2-dr. Riviera, $705* (ps). 

'56 Century conv., 810* (ps); 4-dr. Rivi- 
era, $765* (ps), $575*; Special 2-dr. 
Riviera, $655* 4-dr. Riviera, 
$630*, $615*, $460*. 

55 Century 4-dr. Riviera, $520* (ps), 
$490* (ps); 2-dr. Riviera, $420*; Super 
2-dr. Riviera, $495* (ps); 2-dr., $460* 


(ps); Special 4-dr., $475*, $315*; 2- 
dr., $450*. 
'53 Special 2-dr. Riviera, $165. 
CADILLAC—’59 (62) 4-dr. hardtop, $3,- 
400* (ps). 
‘58 (62) 2-dr. hardtop, $2,475* (ps). 


"56 (62) Sedan de Ville, $1,175* (ps). 
"55 (62) 4-dr., $820* (ps). 
"53 (62) 4-dr., $105* (ps). 


CHEVROLET—’60 Impala (8) conv., $2,- 
410*; sport sedan, §$2,360*, $2,350*; 
Corvair (6) 4-dr., $1,470. 

59 Corvette (8) conv., $2,750* (ps); 
Impala (8) conv., $2,100* (ps), $2,- 
090* (ps), $2,090*, $2,045* (ps), $2,- 
035* (ps); sport sedan, $1,775* (ps); 
Parkwood (8) 4-dr., $1,890*; Bel Air 
(8) 4-dr., $1,715* (ps), $1,710* (ps), 


$1,700* (ps), 2 at $1,680* (ps); sport 
sedan, $1,625*; Bel Air (6) 2-dr., $1,- 
450, $1,400; Brookwood (8) 4-dr., $1,- 
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625; Biscayne (6) 2-dr., $1,470*, $1,- 
425, 2 at $1,400. 

"58 Impala (8) conv., $1,480* (ps), 
$1,440, $1,225* (ps); sport coupe, $1,- 
375* (ps), $1,360*; Impala (6) sport 
coupe, $1,315* (ps); Nomad (8) 4-dr., 
$1,295*, $1,180*; Brookwood (6) 4-dr., 
$1,210*; Bel Air (8) 4-dr., $1,200*; 
Biscayne (6) 4-dr., $1,150; 2-dr., $1,- 
030, $700; Biscayne (8) 2-dr., $970; 
Delray (8) 4-dr., $1,080*; Delray (6) 
2-dr., $900. 

’57 Bel Air (8) sport sedan, $1,040*; 
4-dr., $970*; Bel Air (6) 2-dr., $870*; 
Two-ten (6) station wagon, $1,000; 
2-dr., $875*, $820; Two-ten (8) 4-dr., 
$915*. 

'56 Two-ten (6) station wagon, $665, 
$565; Two-ten (8) 2-dr., $515. 

’55 Bel Air (6) 4-dr., $540; Bel Air (8) 
4-dr., $425*; Two-ten (6) station wag- 


on, $215*. 
'54 Bel Air 4-dr., $305, $180*; Two-ten 
4-dr., $300. 
53 Bel Air conv., $295* (ps); Two-ten 
4-dr., $195°*. 
OHRYSLER — '56 Windsor 4-dr., $590* 
(ps). 
— ‘58 Firesweep 4-dr. hardtop, 
$870* (ps). 
DODGE—’57 Custom Royal (8) conv., $1,- 
125; 4-dr., $630* (ps); Coronet (8) 
2-dr., $505*. 


’56 Coronet (8) 2-dr., $320*. 
’55 Custom Royal (8) 2-dr., $380*. 
FORD—’60 Falcon (6) 2-dr., $1,690*; 4- 
dr., $1,655. 

’59 Thunderbird (8) 2-dr. hardtop, §2,- 
850* (ps), $2,710* (ps); Galaxie (8) 
conv., $2,060* (ps), $1,975* (ps); 
Country Sedan (8) 4-dr., $1,725*, $1,- 
705* (ps); Custom 300 (6) 2-dr., $1,- 
325, $1,300. 

‘58 Fairlane 500 (8) 4-dr. Victoria, $1,- 
265*; 4-dr., $975*; Fairlane (8) 2-dr., 
$930°, $625; Custom (6) 2-dr., $905. 

’57 Fairlane 500 (8) 2-dr., $895*, $785* 
(ps); Fairlane (8) 2-dr. Victoria, 
$780*; 4-dr., $780*; Custom 300 (8) 
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2-dr., $675*; Custom (6) 2-dr., $455. 
’56 Fairlane (8) 4-dr. Victoria, $580*; 
2-dr., $575*; Ranch Wagon (8) 2-dr., 
$190*; Main (6) 2-dr., $160. 
’55 Fairlane (8) 2-dr., $330*, $105*; Cus- 
tom (8) 2-dr., $295, $245*; 4-dr., $240. 


IMPERIAL — ’'57 Imperial 4-dr., $1,400* 
(ps). 
LINCOLN—’57 Capri 4-dr., $1,175* (ps). 


MEROURY — '57 Monterey 4-dr. hardtop, 
$720* (ps). 
*56 Custom 2-dr., $490*. 
’55 Custom 4-dr., $375*. 
OLDSMOBILE — '59 (88) 4-dr. Holiday, 
$2,165* (ps); 4-dr., $1,915*. 
"58 (98) 4-dr. Holiday, $1,635* (ps); 
(88) 4-dr., $1,425* (ps), $1,410* (ps). 
"57 (88) 4-dr., $910* (ps), $700. 
‘56 (88) 4-dr. Holiday, $730* (ps); 2- 
dr., $430*; (88) Super 4-dr., $715*. 
"55 (88) Super 2-dr., $470*; 4-dr. Holi- 
day, $410*; (88) 4-dr., $385*. 
PLYMOUTH—’60 Belvedere (8) 4-dr., $2,- 
445* (ps); Suburban (8) 4-dr., $1,765. 
°59 Suburban (8) Custom 4-dr., $1,555. 


"58 Belvedere (8) 4-dr., $890*; Savoy 
(8) 4-dr., $605*. 

‘57 Belvedere (8) 4-dr., $670*; Savoy 
(6) 4-dr., $480*; Savoy (8) 2-dr., 


$395°*. 
‘56 Suburban (8) Custom 4-dr., $595. 
*54 Suburban 4-dr., $230. 
PONTIAC—'58 Chieftain 2-dr., $1,285*. 
’57 Star Chief 4-dr. Catalina, $865* (ps); 
4-dr., $705*; Chieftain 4-dr., $600. 
*56 Star Chief 2-dr. Catalina, $725* (ps); 
4-dr., $550* (ps); 4-dr. Catalina, 
$535*; Chieftain 4-dr. Catalina, $630*; 
2-dr. Catalina, $600*; 4-dr., $380. 
RAMBLER—’59 Super (8) Cross Country, 
tae $1,425; Super (6) 4-dr., $1,- 


DYER, IND. 


Dyer Auto Auction, Inc, Sale every 
Friday, Prices are for sale of July 1, Sold 
241 cars from 340 consignments, 


BUICK—’59 Electra conv., $1,975* (ps); 





















2-dr, hardtop, $1,665* (ps). 

’58 Super 4-dr., $1,400* (ps). 

’57 Super 4-dr., $980* (ps). 

’56 Super 4-dr., $725* (ps), $490* (ps), 
$350* (ps); 2-dr. Riviera, $525* (ps); 
Special 4-dr. Riviera, $475* (ps). 

55 RM 2-dr, Riviera, $580* (ps); Super 
2-dr. Riviera, $475* (ps), $235* (ps), 
$225* (ps); 4-dr., $350* (ps), 2 at 
$340* (ps), $315* (ps), $285* (ps). 

’54 Super 4-dr., $190* (ps); Special 2-dr., 
$125°. 

’52 Special 4-dr., $150*. 

CADILLAC—’55 (62) 4-dr., $1,080* (ps); 
conv., $500* (ps). 

*53 (62) 2-dr. hardtop, $310* (ps). 


CHEVROLET--’59 Brookwood (8) 4-dr., 
$1,820*. 

’58 Biscayne (8) 4-dr., $1,060*, $960*; 
2-dr., $890*; Impala (8) sport coupe, 
$1,060*, 

'57 Bel Air (8) 2-dr., $840*, $805°*, 


$665*; 4-dr., $695*; Bel Air (6) 4-dr., 
$640; 2-dr., $625*; Two-ten (6) 2-dr., 


$835*, $400, 

‘56 Bel Air (8) 4-dr., $755*, $600*; 
sport coupe, $405*; Two-ten (8) sta- 
tion wagon, $650; 4-dr., $645; Two- 
ten (6) 4-dr., $510, $320; 2-dr., $475. 

’'55 Two-ten (8) station wagon, $650*, 
$615; 4-dr., $435*, $340*, $325*, $265*, 
$250*, $210; Bel Air (8) 4-dr., $605*, 
$395*, $285*, $260*, $245*; 2-dr., 
$430°. 

’54 Bel Air 4-dr., $285, $280, $225; 2- 
dr., $195, $120; Two-ten station wagon, 


$225°. 
53 Bel Air sport coupe, $265; 2-dr., 
$250, $165; 4-dr., $195, $185*, $130. 


CHRYSLER—’54 Windsor 4-dr., $270*. 
DeSOTO—’55 Firedome 4-dr., $425*, 
DODGE—’56 Royal (8) 4-dr., $340*, 

54 Meadowbrook (8) 4-dr., $175, 
FORD—'59 Fairlane 500 (8) 2-dr, Vic- 


toria, $1,325*. 
‘58 Fairlane 500 (8) Skyliner, $1,260*. 
‘57 Ranch Wagon (8) 2-dr., $705*, 


$520°; Fairlane (8) 4-dr., $625*, $595*; 
(Continued on Page 36, Col, 1) 
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Custom 300 (6) 4-dr., $605; 2-dr., 
$420; Custom 300 (8) 4-dr., $495*, 
"56 Ranch Wagon (8) 2-dr., $670, $425, 

$335*; Custom (8) 4-dr., $495*, $465*, 
$300*; 2-dr., $470*, $435*, $350*; Fair- 
lane (8) conv., $370*; Crown Victoria, 
$320*. 
‘55 Custom (8) 4-dr., $290*, $260*, 
"54 Custom (8) 2-dr., $220. 
LINCOLN—’57 Capri 2-dr. 
300* (ps), 
"54 Capri 4-dr., $125* (ps). 
MERCURY—’58 Monterey 4-dr., $1,200*. 
"66 Monterey 2-dr. hardtop, $575*, 2 at 
$280*; 2-dr., $235°, 
‘55 Monterey 2-dr. hardtop, $310*; 2- 


hardtop, $1,- 


dr., $275*, $215*; 4-dr., $180. 

'53 Monterey 2-dr., $165*, $120*; 4- 
dr., $165°*. 

OLDSMOBILE—'58 (88) conv., $1,625* 
(ps) 


"57 (88) 4-dr, Holiday, $890* (ps), 
"56 (88) 4-dr., $835*; 2-dr, Holiday, 
$405". 
5S (88) 4-dr., $610* (ps), $505*; 2-dr. 
Holiday, $390*. 
PLYMOUTH—’58 Belvedere (8) 2-dr. hard- 
top, $1,040* (ps). 
’ST Savoy (6) 4-dr., $350*, $260*; Savoy 
(8) 4-dr., $320*, 
’56 Belvedere (8) $250°; 
(6) 4-dr., $200*, 
‘55 Savoy (8) 4-dr., $235*; Savoy (6) 
4-dr., $180, 
PONTIAC—’60 Bonneville conv., $3,480* 


(ps). 

'5S Chieftain 4-dr., $335*, $305*, $215*; 
2-dr. Catalina, $300*, 

a Custom (6) Cross Country, 

1,500, 

‘59 Super (8) Cross Country, $1,425. 

‘56 Super Cross Country, $595, 

'55 Deluxe 4-dr., $220*. 


4-dr., Savoy 


STUDEBAKER—’'58 President (8) 2-dr., 
$400°. 

56 President (8) 4-dr., $680; 2-dr., 
$300. 

MISCELLANEOUS—'57 Ford (8) panel, 


$200; Studebaker %-ton pickup, $190. 
‘56 International %-ton, $525; Chevro- 
let %-ton, $450, 
’55 Chevrolet 1-ton, $590; panel, $240. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day, Prices are for sale of June 30, '59, 
"58 and ‘57 models show good strength 
here this week as an excellent percentage 
of all entries were sold, Clean and sharp 
cars in good demand, Sold 202 cars from 
260 consignments, 

BUICK—'58 RM 4-dr. Riviera, $1,560*; 
Special 4-dr., $1,260* (ps), $1,105*; 
Super 4-dr, Riviera, $1,175* (ps). 

'57 Century 4-dr. Riviera, $1,095* (ps); 

RM 4-dr, Riviera, $1,035*, (ps), $800* 
(ps); 2-dr, Riviera, $1,000* (ps); Su- 


per 4-dr, Riviera ,$970* (ps); conv., 
$725* (ps). 

‘56 Special Estate Wagon, $765* (ps); 
4-dr, Riviera, $600* (ps); Century 4- 
dr, Riviera, $710; RM 2-dr, Riviera, 
$700* (ps). 

’55 Special 2-dr., $425* (ps); Super 2- 
dr., $340* (ps), 

'563 Super conv., $195*; 4-dr., $130* 
(ps) 


OADILLAC—’'58 (60) Special 4-dr. hard- 
top, $2,635* (ps); (62) 4-dr, hardtop, 


$2,500* .(ps), $2,450° (ps), 
‘57 (60) Special 4-dr, hardtop, $2,045* 
(ps). 


"56 (62) 2-dr, hardtop, $1,285* (ps); 4- 
dr., $750* (ps), 
‘55 (62) 4-dr., $710* (ps). 


’54 (6) Special 4-dr., $575* (ps). 
CHEVROLET—'59 Impala (8) 4-dr., $1,- 
695*; Bel Air (8) 4-dr., $1,475*, $1,- 
440°, $1,425", $1,415*, $1,405*; Bel 
Air (6) 4-dr., $1,450*, $1,425*, $1,- 
355, $1,295; 2-dr., $1,325*; Park- 


wood (8) 4-dr., $735*, 

58 Impala (8) conv., $1,310* (ps); sport 
coupe, $1,280* (ps); Bel Air (8) sport 
sedan, $1,260*; 4-dr., $1,085; Biscayne 
(8) 4-dr., $1,260*%, $1,080*, $1,075", 
$975, $935*; Biscayne (6) 4-dr., $1,- 
130*, $1,075*, $1,065*, $1,055"; 2- 
dr., $990, $925, $905; Brookwood (6) 
4-dr., $1,200, $1,100*, $1,035; Delray 
(8) 2-dr., $750*, 

57 Bel Air (8) sport sedan, $1,275*; 
sport coupe, $1,230* (ps); Bel Air (6) 
sport ssedan, $955* (ps); Two-ten (8) 
4-dr., $990*; Nomamd (6) 2-dr., $880*. 


'56 Bel Air (8) 4-dr., $710*; One-fifty 
(8) 2-dr., $300, 

‘55 Two-ten (6) 2-dr., $220*. 

54 Two-ten 2-dr., $220*, $165; Bel Air 


2-dr., $150; One-fifty 4-dr., $130, 


‘53 Two-ten 2-dr., $225, $115; 4-dr., 
$200, 
’51 Deluxe 4-dr., $125*. 
CHRYSLER—'58 NY 4-dr, hardtop, §$1,- 


670*; Windsor 4-dr,, $1,245* (ps), 
'57 NY 4-dr., $1,130* (ps). 
'55 Windsor 4-dr., $300* (ps). 
’54 Windsor 2-dr. hardtop, $160* 
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"53 NY Windsor 2-dr, hardtop, $100*, 
DeSOTO—'58 Firedome 4-dr., $1,200* (ps); 
(8) 4-dr., $885*, 
’57 Firesweep 4-dr., $780* (ps), 
"56 Firedome 4-dr., $650* (ps). 
DODGE—'57 Sierra (8) 4-dr., $880* (ps); 
Coronet (8) 4-dr., $800*, $725*, $650*. 
'54 Coronet (6) 4-dr., $195*, 
FORD—’59 Ranch Wagon (8) 4-dr., $1,- 
650*; Fairlane 500 (8) 4-dr., $1,560* 
(ps); Fairlane (8) 4-dr., $1,295*, $1,- 
100; 2-dr., $1,125. 

’5S Fairlane (8) 4-dr, Victoria, $1,125* 
(ps,) $880*, $850*; 2-dr. Victoria, 
$1,100* (ps); Ranch Wagon (8) 2-dr., 
$900; Custom (8) 2-dr., $675. 

"57 Country Sedan (8) 4-dr., $860*; 
Fairlane (8) 2-dr, Victoria, $860* (ps); 
2-dr., $680*; 4-dr., $585* (ps); Fair- 
lane 500 (8) 4-dr, Victoria, $800* (ps); 
Ranch Wagon (6) 4-dr., $580, $560; 
Custom 300 (8) 4-dr., $795* (ps); 
Custom 300 (6) 4-dr., $540*, 

56 Fairlane (8) 2-dr. Victoria, $700* 
(ps); conv., $525*; 2-dr., $495*, 

55 Fairlane (8) 2-dr., $415*; Ranch 
Wagon (8) 2-dr., $310; Custom (8) 
4-dr., $195*, 

’64 Ranch Wagon (8) 2-dr., $195; Cus- 
tom (8) 2-dr., $170; Country Squire 
(8) 4-dr., $135, 

’53 Crest (8) 2-dr, Victoria, $175; Main 
(6) 4-dr., $135, 

IMPERIAL—’ 57 4-dr., $1,330* (ps). 


LINCOLN — ‘58 Premiere 4-dr., $1,765* 
(ps); Capri 4-dr., $1,650* (ps). 
MERCURY—’58 Montclair 4-dr., $1,130* 


(ps), $1,000*; Monterey 4-dr., $1,080*, 
$910*, 

’57 Montclair 2-dr, hardtop, $840*. 

’53 Monterey 4-dr., $160; 2-dr., $155*. 


OLDSMOBILE — ’59 (88) 4-dr., $2,060* 
(ps), $1,840* (ps). 
’58 (98) 4-dr, Holiday, $1,590* (ps); (88) 
Super 4-dr., $1,380* (ps), 


'56 (88) 4-dr., $450* (ps). 
’55 (88) 2-dr, Holiday, $340* (ps), $200* 


(ps). 
'54 (98) 2-dr, Holiday, $420* (ps); (88) 
4-dr., $110, 


’53 (88) 4-dr., $175*, 
PLYMOUTH—'59 Belvedere (8) 4-dr., $1,- 
425* (ps); Fury (8) 4-dr, hardtop, $1,- 
300* (ps); Savoy (8) 2-dr., $1,200; 
4-dr., $610, 
‘58 Suburban (8) 
$845* (ps), $705* 
dr., $805*, $720; 


$550, 

‘57 Fury (8) 2-dr, hardtop, $810*; Bel- 
vedere (8) 4-dr, hardtop, $725* (ps); 
4-dr., $625* (ps), $545*; Suburban (8) 
4-dr., $610* (ps); Plaza (6) 2-dr., 
$515; Savoy (8) 2-dr., $420*, $370". 

'56 Belvedere (8) 4-dr., $620 (ps); Savoy 
(8) 2-dr., $400*%; 4-dr., $255*, $250. 

PONTIAC—'59 Catalina (8) sport coupe, 
$1,960*; Star Chief 4-dr., $1,915* (ps). 

’58 Super Chief 4-dr, Catalina $1,150* 

$1,000; 


$900* (ps), 
Savoy (8) 4- 
2-dr., 


4-dr., 
(ps); 
Savoy (6) 


‘ (ps); Chieftain Safari 4-dr., 
4-dr., $835*, 
’55 Chieftain 4-dr., $490* (ps) 


'54 Chieftain Safari 4-dr., $360* (ps); 
Star Chief 2-dr. Catalina, $225*; conv., 


$170* (ps). 
’53 Chieftain 4-dr., $170* $155", 


$125*; 2-dr., $-160, 

RAMBLER — '54 Super Cross Country, 
$230*. 

STUDEBAKER—’'57 President (8) 
tion wagon, $590*. 

MISCELLANEOUS—’56 Ford (8) Courier, 
$195, 


WAREHOUSE POINT, CONN. 


Southern Auto Sales Inc, Sale every 
Wednesday, Prices are for sale of June 
9 


29. 
BUICK—’57 Special 2-dr. Riviera, $1,- 
010* (ps); Century 4-dr. Riviera, 


25 Years Marked 
By Delco Radio 


KOKOMO, Ind. — Twenty-five 
years ago, General Motors formed 
the Delco Radio Division here. 
Since that time, the Division has 
built nearly 30 million radios and 
grown from some 400 employes to 
approximately 4,000. 

From the one-time body shop of 
the old Haynes automobile, the di- 
vision has grown to occupy nearly 
a million square feet of factory and 
office space with two plants in Ko- 
komo and one in Chicago. Delco’s 
first 10 million radios took 16 years 
to build. 
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$930* (ps). 


"56 Special 2-dr, Riviera, $675*, $560* 


(ps), 
’54 Special 2-dr. Riviera, $345*, 


CADILLAC—’58 (62) 4-dr., $2,570* 
"57 (62) 2-dr, hardtop, $1,650* 
’55 Eldorado cconv., $1,050* 
"50 (60) Special 4-dr., $100*, 

CHEV ROLET— 59 Impala (6) sport coupe, 

$1,770; Bel Air (8) 4-dr., $1,600*, $1,- 
590*; Biscayne (8) 4-dr., $1,455*, 

’58 Impala (8) sport coupe,, $1,575; Bis- 
cayne (6) 4-dr., $1,150*, $1,090*, $900; 
Yeoman (6) 2-dr., $1,005. 

"57 Bel Air (8) sport coupe, $1,220*, 
$1,090*; sport sedan, $1,200*, $1,085* 
(ps); Two-ten (6) 2-dr., $820, 

"56 Two-ten (6) 4-dr., $775*, $735*, 
$700; Bel Air (8) 4-dr., $720*; Bel 
Air (6) 2-dr., $635* (ps). 

’55 Bel Air (8) 4-dr., $755*, $490*; sport 
coupe, $595* (ps); Bel Air (6) 4-dr., 
$465*, $400*; conv., $350; Two-ten (6) 
station wagon, $675, $375*; 2-dr., 
$500; 4-dr., $360; Two-ten (8) 2-dr., 
$575; 4-dr., $480, $470. 

’54 Bel Air sport coupe, $385, $310; Two- 
ten station wagon, $295; 2-dr., $220, 
$160. 

’53 Bel Air sport coupe, $320*; Two-ten 
4-dr., $305, $225*, 

"51 Deluxe 2-dr., $125. 


DeSOTO — '57 Firedome 4-dr, hardtop, 
$960* (ps); Firesweep 4-dr, hardtop, 
$800". 

’53 Power Master 4-dr., $150*; Firedome 
conv., $150* (ps), 

DODGE—’58 Coronet (6) 4-dr., $755*, 

’57 Custom Royal (8) 2-dr, hardtop, 
$985* (ps); Royal (8) 4-dr., $860* 
(ps); Coronet (8) 4-dr., $700* (ps); 
Coronet (6) 4-dr., $520*. 

"56 Coronet (6) 4-dr., $345* (ps), 


FORD—’60 Galaxie (8) 4-dr. Victoria, 
$2,200* (ps), 2 at $2,190* (ps); Falcon 
(6) 2-dr., $1,865. 

’59 Fairlane (8) 4-dr., $1,475*; Custom 
300 (8) 2-dr., $1,325*; Custom 300 
(6) 4-dr., $1,275, $1,190. 

’57 Country Sedan (8) 4-dr., $995*, $980* 
(ps); Country Sedan (6) 4-dr., $625* 
(ps); Ranch Wagon (8) 4-dr., $950*; 
Fairlane (8) 2-dr., $810*; Custom 300 
(8) 4-dr., $790*; 2-dr., 640*; Custom 
(6) 2-dr., $595, 

’56 Fairlane (8) conv., $660; Custom 
(8) 4-dr., $500, $450; Ranch Wagon 
(8) 2-dr., $495, 


(ps). 
(ps), 
(ps), 
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Lepper Opens New Building— 


Construction of a studio-type showroom has been completed for Bill Lepper Motors 
(Rambler) in Reseda, Calif. The two-story structure has offices on the mezzanine and 
features builtin hi-fi. The firm is headed by Bill Lepper. 


Used Imported C ars 


ALBANY 
Ford (English)—’57 Consul 4-dr., $585. 


BORDENTOWN, N. J. 


Ford (English)—’58 2-dr., $425. 
Jaguar—’59 conv., $1,900. 
MG—’57 conv., $950. 
Renault—’57 4-dr., $395. 
Simca—’60 4-dr., $1,200. 

’59 station wagon, $770. 


Volkswagen—’56 2-dr., $555. 


FONTANA, WIS. 
Volkswagen—’59 2-dr., $995. 


LOS ANGELES 


Fiat—’58 1100 4-dr., $535. 
Metropolitan—’56 2-dr., $520, $455, $375. 
Porsche—’58 2-dr., $2,110. 

Skoda—’59 2-dr., $335. 

Triumph—’59 TR3 roadster, $1,555. 
Volkswagen—’59 2-dr., $1,300. 


’55 Fairlane (8) 4-dr., $560*; Country CALDWELL, N. J. 56 2-dr., $705. 
Sedan (8) 4-dr., $460; Custom (8) Isetta—'58 1-dr., $205. ’55 2-dr., $725, $490. 
2-dr., $300 Volvo—’'57 2-dr., $630, $610. 


Jaguar—’55 conv., $700. 
Opel—’56 4-dr., $300. 
Renault—’58 4-dr., $300. 
Volkswagen—’59 2-dr., $960. 


’54 Custom (8) 4-dr., $375, $175; Main 
(6) 4-dr., $205, 

’53 Country Sedan (8) 4-dr., $205, $200; 
Custom (8) 2-dr., $165. 


MANHEIM, PA. 
Austin—’58 conv., $2,060. 


MERCURY—’56 Montciair 4-dr, hardtop, ’57 2-dr., $500. Borgward—’59 2-dr., $725. 
$700* (ps), Ford (English)—’58 Prefect, $325. DKW—’57 2-dr. hardtop, $270, 
’55 Monterey station wagon, $650; 2-dr. | Moretti—’59 2-dr. hardtop, $780, Fiat—’58 4-dr., $475. 
hardtop, $410*; 4-dr., $330*. Opel—'59 station wagon, $955. Ford (English)—’60 2-dr. Anglia, $1,000. 
"53 Monterey 2-dr., $250*, $155*, Renault—’58 Dauphine, $680. Goliath—’59 station wagon, $835. 
OLDSMOBILE—'59 (88) 2-dr., $1,690*. a ape ae $550. i me: ihaas 2-dr., $1,200; 4-dr., 3 at $1,- 
’ a * ® ronde station wagon 4 A . 
56 (88) 4-dr, Holiday, $726" (ps), oS Renault—'57 4-dr., $425. 


Triumph—’59 4-dr., $640. 

’58 TR3, $1,425. 
Taunus—’60 station wagon, $1,330. 
Vauxhall—’58 4-dr., $725. 
Volkswagen—’'58, $1,000. 

’56 Karmann-Ghia, 2-dr., $1,050. 


"55 (98) 4-dr., $455* (ps). 

'54 (98) 2-dr, Holiday, $300* (ps), 
PLYMOUTH—’58 Suburban (8) Custom 
4-dr., $1,070; Plaza (6) 2-dr., $675*, 

’57 Suburban (8) Custom 4-dr., $740* 


Taunus—’59 station wagon, $850. 
Triumph—’59 TR3, $1,605. 
Vauxhall—’59 4-dr., $900. 
Volkswagen—’60 2-dr., $1,650. 

*59 conv., $1,775, $1,260. 


sree: Belvedere (8) 4-dr. hardtop, 58 conv., $825 
00* (ps); Savoy (8) 4-dr., $475*. , 58 4. 
’56 Suburban (6) Custom 4-dr., $630; DANVILLE, VA. ee See yore 


Savoy (8) 4-dr., $595*; Belvedere (8) 
4-dr., $455*, 

‘55 Belvedere (8) Suburban, $500* (ps), 
$475*, $390; Savoy (8) 4-dr., $310*, 
PONTIAC—’58 Chieftain 4-dr, Catalina, 

$1,500* (ps), 
’56 Chieftain 2-dr. Catalina, $550*, $475* 
(ps), $425* (ps). 
RAMBLER—’57 Custom (6) Cross Country, 
$856, 
’56 Custom Cross Country, $675*, 
’55 Deluxe 4-dr., $210. 
'53 Super 2-dr, hardtop, $150. 
STUDEBAKER — ‘56 Commander (8) 
station wagon, $475. 
’565 Champion (6) station wagon, $300; 
2-dr., $175, 
MISCELLANEOUS—’57 Willys Jeep, $880. 
’56 Willys pickup, $645. 


Renault—’59 4-dr., $740. 


DAYTONA BEACH, FLA. 


Ford (English) — '59 Consul 4-dr., 
Escort 2-dr., $560, 

"58 Prefect 4-dr., $585. 

’57 Escort station wagon, $450. 
Renault—’59 4-dr., $540. 

’57 4-dr., $425. 
Simea—’60 4-dr., $850. 
Triumph—’58 TR3 conv., $1,050. 
Volvo—’58 2-dr., $825. 


DETROIT 


Taunus—’59 2-dr., $1,070, 
Vauxhall—’59 4-dr., $850. 
Volkswagen—’57 2-dr., $725, $550. 


PORTLAND, ORE. 
Fiat—'58 600 2-dr., $630. 


SALT LAKE CITY 
Hillman—’59 4-dr., $725. 
Triumph—’59 4-dr., $445. 
Volkswagen—’58 2-dr., $895. 
Volvo—’58 station wagon, $1,000, 


WAREHOUSE POINT, CONN. 
MG—’59 roadster, $1,475. 
Metropolitan—’57. 2-dr hardtop, $600. 

’54 2-dr. hardtop, $250. 

Porsche—’57 conv., $1,495. 


WEST PALM BEACH, FLA. 
Fiat—’60 2-dr., $650. 
Ford (English)—'59 Anglia 2-dr., $745. 


$850; 


"5S a —— pickup, $310; Ford %- DYER, IND. ’58 Escort station wagon 2-dr., $625, 
ton pickup, 5. y , $565; Anglia 2-dr., $590, $520; Prefect 
’54 Chevrolet panel, $225; Ford F-600 Velve—'57 station wagon, $515. 4-dr., $535, 
cab & chassis, $205. FLINT Goggomobil—’ 58 2-dr., $300. 
’53 Ford %-ton pickup, $285. f Goliath — ’59 1100 station wagon 2-dr., 
51 Chevrolet -1%-ton stake, $160; Ford | Fiat—'60 4-dr., $1,225. $635. 


Isetta—’58 1-dr., $140. 


man—’ -dr., $600. 
Metropolitan—’59 conv., $850. ae 50 Hacky 3-ér., 9 


MG—’56 TD conv., $820. 
’53 TD2 racer, $450. 
’52 roadster, $505. 
Peugeot—’59 4-dr., $930. 
Renault—’'59 4-dr., $725, $450. 
‘58 Dauphine 4-dr., $640; 4-dr., $500. 
Simea — ’59 Aronde station wagon 2-dr., 
$705; 4-dr., $625, $600. 
Sunbeam—’59 Rapier conv., $1,350. 
Triumph—’59 4-dr., $575, $515, $475; sta- 
tion wagon 4-dr., $525, $415. 
Vauxhali—’59 Super 4-dr., $660. 
Volkswagen—'59 Karmann-Ghia 2-dr., $1,- 
435. 
Volvo—’59 station wagon 2-dr., $680, $610. 


\%-ton pickup, $155, 
’50 Ford Wrecker, $475. 
’49 Chevrolet Wrecker, $315. 
* * * 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday (June 29), There was 
action in every year and model, Sold 77 
percent of 557 consignments. 

* * * 


COLUMBUS, O. 

Capital Auto Auction, Inc, Sale every 
Thursday (June 30). Market high on ‘56 
and '57 cars, Sold 246 cars from 380 con- 
signments. 





Chrysler Builds Dealership 


TORONTO.—Chrysler Corp. of 
Canada has started construction 
on a new retail dealership for 
Chrysler and Plymouth on Dun- 
das St. in Etobicoke. The building 
will have 16,200 square feet, with 
a 19-stall service department. 





* oe * 


FONTANA, WIS. 


Fontana Auto Auction. Sale every Thurs- 
day (June 30), Very good sale, Sold 49 
percent of 240 consignments. 

* * * 


MANHEIM, PA. 
Manheim Auto Auction. Sale every Fri- 
day (July 1). Weather: Rain. Sold 80 per- 
cent of 660 consignments. 


Full Tradein Tax 
Assailed in Mo. 


ST. LOUIS. — The practice of 
levying a sales tax on the full value 
of an automobile which is traded 
in was designated as unfair legis- 
lation and condemned by the Auto- 








mobile Club of Missouri, which 
suggested that tax should be levied 
only on the cash difference. 
Dealer Expands Facilities— The club also recommended pe- 

Larry Dimmitt, Inc. (Chevrolet-Cadillac), Clearwater, Fla., has added this sales riodic inspections of all vehicles as 
salon as part of its expansion and modernization program. The new salesroom is part} a safety measure and the adoption 
of the recently acquired 40,000 square feet of property adjacent to the main building.| of uniform motor vehicle ordi- 
Modernization of the 8-acre downtown Clearwater used-car supermarket is nearing| nances and uniform standards for 
completion, and the modernization and air conditioning of the 12-car main showroom | traffic signals and highway mark- 
is scheduled for completion early next year. ings by all cities in the state. 





New Home for Thayer Motor— 


This new sales and service building for Thayer Motor Co. (Dodge), was built by 
the City of Clearwater (Fla.) as part of a deal which provided more off-street parking 
for the city, according to the dealership. In the $263,000 deal, Thayer Motor turned 
over its downtown property to the city and the city constructed this building on a 
new site for the dealership. The move takes Thayer, a Clearwater dealer for 25 years 
away from the center of town. The new building is said to provide more than twice 
the former shop and display space and puts the paint and body shop in a separate 
building. 
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T Ford would be on one of our 
modern highways today. 

If the large capital investment 
now required to operate a dealer- 
ship and the franchise system are 
to be preserved, it is essential that 
a realistic distribution system 
based on the sales potential of the 
common market in which a dealer- 
ship is appointed must replace the 
present outmoded system which is 
still with us from horsetrading 
days. 

The lack of a fair return for 
the efforts and capital required 
to operate a dealership makes 
the automobile retail business 
unattractive to most of the well 
educated sons and sons-in-law of 
the present aging dealers. Cer- 
tainly much less attractive to the 
stranger who would have to in- 

vest huge sums of money in a 

dealership with no prospect of 

legitimately earning a fair return 
without resorting to business 
methods not in keeping with the 
maturity of the auto industry and 
the importance of it to the public. 

There should not be more than 
three sizes of common markets in 
each factory zone, therefore three 
sizes of dealerships—large, medi- 
um and small. The number of and 
size of dealership should be dic- 
tated by the sales potential of each 
common market in which he is 
appointed. There should not be a 
world’s largest or world’s smallest 
dealer permitted by the manufac- 
turer to wreck the common market 
in each classification, with ques- 
tionable business methods and mis- 
representations. 

For instance, with a realistic dis- 
tribution system, a 500,000 new-car- 
per-year manufacturer can distrib- 
ute this production through 2,500 
dealers, an average of only 200 cars 
per dealer. The point is that a 3,500 
new-car-per-year dealer should not 
be allowed to operate in a market 
sales potential of 40,000 new cars 
per year with 40 other dealers sell- 
ing the same make of car. 

The present system of distribu- 
tion places the dealer capital in- 
vestment at the mercy of the local 
manufacturer’s wholesale person- 
nel, instead of the sales potential 
of each common market in which 
a dealership is appointed. The pres- 
ent system cannot be called a fair or 
realistic distribution in view of the 
fact that in metropolitan areas to 
operate a mere 500-car-per-year 
dealership, a $500,000 capital in- 
vestment is required. 
the present outdated distri- 
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bution system is corrected, then 
we have also corrected unethical 
advertising and bad service to 
car owners. It would provide each 
manufacturer with a waiting list 
of prospective investors in auto- 
mobile dealerships, it would pro- 
mote the finest of owner good- 
will through better service and 
it would eliminate the need for 
any form of territory security. 

Why is it not possible for the 
manufacturer to define a dealer’s 
size in the selling agreements? It 
seems that if a common market 
potential was established at 40,000 
units per year and the manufac- 
turer saw fit to employ 40 dealers 
in such a market, then each of 
these 40 dealer’s selling agreements 
should show 1,000 units as their 
part of the market responsibility. 
The same formula can be used for 
smaller markets and smaller deal- 
ers. 

This equitable and realistic form 
of distribution would certainly re- 
duce cross-selling to little or noth- 
ing—would provide a fair and 
sound basis for the best possible 
merchandising job, and any ap- 
pointed dealer who could not or 
would not produce his minimum 
selling job under normal economic 
conditions, should be replaced, and 
the selling agreement should so 
specify—J. L. Barrett (Pontiac), 
5110 W. Cermak Rd., Cicero 50, Ill. 

* + * 


Dealer Cleared 


Our attention hag been drawn to 
your article entitled “Court Deci- 
sions” in the March 21, 1960 issue 
of Automotive News, In the third 
paragraph from the bottom of the 
page you stated that Hood Auto- 
mobile Co. must pay damages 
awarded the injured driver and the 
insurance company is relieved from 
liability under the insurance policy. 

Actually, in this case the plain- 
tiff instituted an action against 
Hood Autos, Inc., on the ground 
that their driver Bennie Joe Dun- 


Used-Car Notes 





CHARLOTTE, N. C.—Harry At- 
kinson, Atkinson Motors, has been 
elected president of the Charlotte 
Independent Automobile Dealers 
Assn. 

Other new officers are R, A. 
Rogers jr., Auto Brokerage Co., 
vice-president, and Reece Baker, 
Reece Baker Auto Mart, secretary- 


treasurer. 
+ * 


Used-Cadillac Deal Sold 


SEATTLE. — Jack April and 
Keith Jackson have purchased Ca- 
dillac Lane, 423 E. Pike St., from 
Nick Carras, who has gone into the 
restaurant business. The firm han- 
dles used Cadillacs. 


* 
Candy Motors Formed 
GREENVILLE, O. — Eldon 
Schinke and Don E, Ross have es- 
tablished a used-car dealership 
here and named it Candy Motors. 
om * x 


Northwest Buick Opens Lot 
FLINT. — Northwest Buick has 
opened a used-car lot at Clio and 
Pierson Rd. Bill Maxwell igs man- 
ager. 
+ + * 
New Lindahl Lot 
MINNEAPOLIS. — Lindahl Olds- 
mobile has opened a used-car lot 
at 78th St. and Logan Ave. &., in 
suburban Richfield. 
* + - 


O’Neal-Smith Sell Deal 
MACON, Ga.—Henry B. O’Neal 
and James F. Smith have sold 
O’Neal-Smith New & Better Used 
Cars (Hillman-Sunbeam) to Ray- 


Top Bidders Offered 
74 Cars at Public Auction 
ALBUQUERQUE. — Lloyd Mc- 
Kee Motors offered 74 used cars 
to the highest bidders at a recent 
public auction which lasted three 
hours. 
Prospective bidders were in- 
vited to inspect the cars before 
the auction. 




















ADVERTISEMENT 






lap was the agent of Hood Autos, 
Inc., and was acting in the scope 
of his employment when the acci- 
dent occurred, Travelers defended 
Hood Autos, Inc., and the jury 
found in favor of the defendant, 
that Bennie Joe Dunlap was not an 
agent of Hood Autos, Inc., at the 
time of the accident, 

Later the same plaintiffs insti- 
tuted an action against Dunlap 
individually, hoping to show per- 
missive use and thus set the 
grounds for a direct action 
against The Travelers 
Co. 

At this point a declaratory judg- 
ment action was commenced by 
The Travelers Insurance Co, in the 
United States District Court for the 
Western District of North Carolina, 
Charlotte Division. This action was 
captioned “The Travelers Insurance 
Co., Plaintiff v. A. P, Williams and 
Bennie Joe Dunlap, Defendants, 
Civil Action File No. 1350 and The 
Travelers Insurance Co., Plaintiff 
v. Roxie J. Williams and Bennie 
Joe Dunlap, Defendants, Civil Ac- 
tion File No. 1351.” 

When these actions came on trial, 
they were consolidated, and al- 
though The Travelers motion for a 
directed verdict was overruled by 
Judge Warlick in the cases pre- 
sented to a jury who found against 
the plaintiff, Judge Warlick later 
reversed himself and directed a 
verdict for the plaintiff, The Trav- 
elers Insurance Co. 

The defendants appealed Judge 
Warlick’s ruling, but his ruling 
was upheld by the Circuit Court. 
There was no judgment against 
Hood Autos, Inc., at any time 
and as a result, Hood Autos, Inc., 
was not called upon to make any 
payment to the plaintiffs, the 
Williamses. 
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BRILLIANT NI GHT DISPLAYS like this at S. Liccardi Motors, Elizabeth, 
N. J, are easy and inexpensive with Childers Carports. Childers Carports 
are specially designed for easy-to-install lighting. Cut lighting costs too, 
because they channel a directly onto your cars. See how easily you can 


have a carnival-gay night showcase with Childers Carports on Page 17. 













Now Read This— 


The Domestics’ projected plans for 
an Economy Car is here today, so 
consider - - - 









1. A product that will out-demonstrate, out-perform 






any car at twice the price. 






Styled and designed to perpetuate value. 





Some concern has been expressed 
on the part of several of our agents 
about the country in apparently 
reading your article because of the 
comment that the automobile deal- 
er was not protected under The 
Travelers policy. I am calling the 
above to your attention so that you 
may be aware of the actual court 
decision.—Grorce R. CretNey, Ex- 
aminer, Casualty-Fire Claim De- 
partment, The Travelers Insurance 
Co., Hartford. 







3. Basic engineering changes & modifications only 






made to keep abreast of the trends. 






4. It's a profit-maker (above domestic average). 






Minimum investment. 









Local Master Parts Supply Depot (over $!/, million 


stock) set up for prompt and efficient dealer serv- 





mond H. Hammock. The partners 
also own Macon Auto Auction, Inc., 
and said they now will devote full 
time to that operation. 

* +. * 


Poole Moves U. C. Operation 


AMARILLO, Tex.—Poole Buick 
Co. has moved its used-car sales 
facilities from 10th and Tyler Sts. 
to 27th and Georgie Sts. 


Book Gives Views 
Of 5 Leaders on 
Role of Energy 


NEW YORK.—Energy and Man, 
a book which gives the views of 
five authorities on the production, 
use and importance of energy in 
civilization, has been published by 
Appleton-Century-Crofts, Inc., 35 
W. 32nd St., New York. It is priced 
at $3.75. 

The book presents five papers 
which were delivered at a sym- 
posium at Columbia University last 
November. The symposium was 
sponsored by Columbia’s Graduate 
School of Business and the Ameri- 
can Petroleum Institute as part of 
its centennial activities. 

The papers and their authors are: 
“Energy in the History of Western 
Man,” by Allan Nevins, professor 
emeritus of American History at 
Columbia. 

“The Petroleum Revolution,” by 
Robert G. Dunlop, president, Sun 
Oil Co. 

“Energy Patterns of the Future,” 
by Edward Teller, noted physicist 
who is professor of physics at the 
University of California. 

“Low-Cost and Abundant Ener- 
gy,” by Edward S. Mason, econom- 
ics professor at Harvard University 
and former dean of Harvard's 
Graduate School of Public Admin- 
istration, 

“Energy and Public Affairs,” by 
Herbert Hoover jr., consulting en- 
gineer and former United States 
undersecretary of state. 


ice throughout the Western states. 





A complete service program. 







8. Sales-building advertising and promotion at dealer 





level. 






Wholesale finance plan for qualified dealers. 







Priced right—from $1895.00, P.O.E., San Fran- 


cisco. 


It's The Hansa “1100” 


A precision hand-crafted German Import. 







Selected dealer territories available. For complete fran- 


chise information write or telephone: 







HANSA CORPORATION 


(Subsidiary of the Fenchurch Corporation) 


WESTERN DISTRIBUTORS 
1326 MARSTEN ROAD 
BURLINGAME, CALIFORNIA 
Telephone: Diamond 2-6358 
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noise, pulsating and all vibrations 
common to stiff and worn hoses, 
according to the company. 

Edelmann power-steering hose 
assemblies come with brass cou- 
pling and screw fittings and are 
easy to install, with no bleeding 
required, the company said. 

* * * 


FLOODLIGHTS — Utility floodlights an- 
nounced by Stonco Electric Products Co., 
Kenilworth, N. J., feature high-output an- 
odized aluminum reflectors designed for 
effective light control with minimum glare. 
The line of general-purpose “budget- 
floods" are available open or fully en- 
closed with a heat-resisting cover lens and 
resilient neoprene-rubber gasket. Adjust- 
able refiector-loods accommodate 75W- 
300W general service lamps and are com- 
plete with a durable heavy-duty plate 
for surface, wall or box mounting, it is 
said. 





OIL FILTER—W. G. B. Oil Clarifier, Inc., 
Kingston, N. Y., has announced a 2-in-1 
oil filter, called the W. G. B. Supreme 
Duplex Oil Clar-O-fier, that is said to 
meet fully both full-flow and by-pass oil 
filtering requirements. The Clar-O-fier, re- 
quiring only one cartridge, eliminates the 
problems encountered in the servicing of 
a full-flow strainer or bag, along with 
those of a large by-pass filter, it is said. 
Resultant advantages are shorter service 
downtime, the use of less oil, the re- 
placement of one cartridge instead of 
two and a less cluttered-up vehicle, it is 
claimed. The filter is available in 500 and 
750-cubic-inch capacities and can be eas- 
ily mounted on any engine built for full- 
flow filtration. 





BUMPER JACK—A ratchet bumper jack, 
designed to lift cars and light trucks, has 
been announced by Walker Mfg. Co., 1201 
Michigan Bivd., Racine, Wis. Designated 
the No. 811, the jack features a hinged 
load-rest which adapts itself to all bumper 
contours. Extra-long 20-inch handle pro- 
vides greater leverage for minimum lifting 
effort. Special “long toe” base is rigidized 


for added stability and safety, it is said. 
» £ © 


ENGINE ANALYZER — A portable unit 
that is said to analyze ignition system 
troubles in both domestic and foreign cars 
has been announced by Jones Auto Equip- 
ment Co., 1023 Willora Rd., Stockton, 
Calif. The unit, called an Ignitoscope, 
measures the intensity of the spark at the 
spark plug electrodes inside the engine. 
Since there are no wires to disconnect, 
and only two connections to make—one 
to the distributor and the other to ground 
—the entire ignition system from battery 
to spark plugs can be tested in less than 


two minutes, it is claimed. 
oe “rye 





UTILITY CART—A utility cart for general 
office vse has been announced by Bay 
Products Division, 1801 W. Cambria St., 
Philadelphia 32, Pa. A special “postiess” 
construction has been used so that the 
entire shelf working area is clear. There 
ere no bolts or nuts exposed either to the 
material being carried or to any furniture, 
clothes, etc. which might be brushed in 
passing. Recessed tubular handle provides 
full control in conjunction with 5-inch 
rubber tread casters furnished. Overall 
dimensions are 15 inches wide by 30 
inches long by 45 inches high. Clear open- 


ing between shelves is 13 inches. 
a eae 


Power-Steering Hose Units 


Introduced by Edelmann 


A complete line of power-steering 
hose assemblies has been intro- 
duced by E. Edelmann & Co., 2332 
W. Logan Blvd., Chicago 47, Ill. 
The hoses are designed to eliminate 





IMPACT WRENCH—Buckeye Tools Corp., 
5003 Springboro Pike, Dayton 1, O., has 
announced its improved 34) reversible 
impact wrench. Buckeye's 4'4-pound air- 
powered production tool (standard %-inch 
model) has an output equal to air 
wrenches in the heavy-duty %-inch class 
weighing 6 pounds or more, it is claimed. 
Design features are said to include Buck- 
eye's three-lug impacting mechanism which 
provides three impacts per revolution and 
evenly distributes the impacting force over 
three wear surfaces. Measuring 8 inches 
long and a Y-inch square drive, the 
wrench has a 2,500 revolutions per minute 
free run-down speed. 





NEW PRODUCTS 






able tape recorder, has been devel- 
oped by Matthew Stuart & Co., 
Inc.. New York City. The firm 
hopes it will find favor as an auto 
accessory. 


The device weighs five pounds 
and is nine inches by five inches 
by 4% inches. It is powered for up 
to 50 hours of recording and play- 
aoe time by four flashlight bat- 
eries. 



























ADJUSTABLE SIGN — A sign with 
changeable letters for retail business has 
been introduced by Progressive Enter- 
prises, 31 W. Market St., Akron, O. The 
“Adjust-A-Sign” features letters of heavy 
chip board in two sizes, 5 inches and 
10 inches. The letters clip onto the black 
frame and give a professional looking 
sign every time, it is said. The complete | ~ 
kit contains one frame and a large as-| — 
sortment of letters. 


FLEXIBLE SCREWDRIVER — A flexible- 
shaft screwdriver manufactured by Xcelite, 
Inc., Orchard Park, N. Y., is said to make 
“hairline adjustments to carburetors and 
Delco-Remy distributors. With an overall 
length of 14% inches, the Xcelite 112, 
has a shockproof plastic handle, plastic- 
coated, flexible steel shaft, and two screw- 
driver bits. Hooded bit fits carburetor jet 
and idle adjustment screws without slip- 
ping off, it is said. Fine adjustments to 
Delco-Remy distributors are made with 
Allen bit. 


END LIFT—Sav-T-Engineering Co., 316 
E. Beach, Inglewood, Calif., has introduced 
its Sav-T-Jack air-operated multi-purpose 
end lift. The jack offers a lifting range 
of from 1% inches to a maximum of 62 
inches with adapter. Other features in- 
clude: Lifts all cars and flat bed trucks 
up to 5,000 pounds capacity; will not 
damage soft bumpers—picks up by bump- 
er brackets; special adapter for Corvair 
and wide contact frames. 

. o 









FENDER PANEL—tThe center sections of 
1955-56 Buick rear fenders are the recent 
addition to the line of Sco-Pan body 
panels produced by Schofield Mfg. Co., 
1140-6 E, 222nd St., Cleveland 17, O. The 
Buick fender sections are known as P-724-L 
for left hand and P-724-R for right hand 
application. Recommended for the repair 
of rust-out and collision damage, Sco-Pans, 
according to the manufacturer, save the 
time and expense of replacing an entire 
factory section. ‘ 































MERCHANDISER—A merchandiser with 
six wire baskets, No. VU711, developed 
by Reflector Hardware Corp., 1400 N. 
25th Ave., Melrose Park, Ill., is said to 
be ideal for the massed presentation of 
any type of “dump” or bulk type mer- 
chandise. Lightweight, portable island unit 
is equipped with casters for easy move- 
ment to high traffic locations for spot, 
special or seasonal promotions. Unit is 
equipped with 30-inch single slotted cen- 
ter frame, slotted two sides at one-inch 
intervals for vertical adjustment of baskets 


to suit varying merchandise requirements. 
Ss “es 






CUTTING-WELDING OUTFIT — Smith 
Welding Equipment Corp., 2633 Fourth 
St., S.E., Minneapolis 4, Minn., has an- 
nounced a cutting-heating-welding-brazing 
outfit specifically for use with LP-gas. 
Known as “BIG 98LP," the outfit contains 
a new braze-welding tip which makes it 
functional for use with LP-gas. This tip 
does fusion welding of metals up to 14 
gauge, according to the company, and 
does an outstanding job of brazing on 
any thickness. The LP cutting tip included 
cuts up to 4-inch metal, and the cutting 
assembly accepts all of the cutting tips 
in the Smith line. The outfit also has a 
mid-range soldering tip and adapter for 
use with LP-gas god gin. it is said. 


SANDER AND POLISHER—Black & Deck- 
er Mfg. Co., Towson, Md., has announced 
two companion portable electric tools: The 
“Servicemaster" seven-inch disc sander 
and the “Servicemaster" polisher. Spindle, 
gears and motor are mounted on heavy- 
duty ball bearings. The compact housings 
are of die-cast aluminum for light weight 
and strength. The front-end housing is 
flattened for better working clearance. The 
rear handle is ball-grip shaped to prevent 
slipping. The “foil-guard" side handle is 
reversible for right or left-hand operation. 
The switch, mounted in a recess, cannot 
be turned on accidentally and is enclosed 
to protect it from dust. Each unit weighs 
only 8% pounds, it ts said. 



















BRAKE WRENCH—A Chrysler/DeSoto 
combination brake wrench, No. 514-A, 
has been announced by Owatonna Tool 
Co., 314 Cedar St., Owatonna, Minn., 
manufacturer of maintenance tools and 
hydraulic equipment. At one end of the 
wrench is a 7/16-inch hex opening for ad- 
justing the brakes—the opposite end con- 
tains a tool for removing and installing 
the brake spring quickly and easily. 
Overall length is 15% inches, weight 
pound. For further information contact 
your OTC distributor or write: Owatonna 
Tool Co., 314 Cedar St., Owatonna, Minn. 

ech | s@ 


FLARE—The lLectra Flare, a road safety device, has been introduced by Gelco Enter- 
prises, 515 Standish St., Redwood City, Calif. in case of a blowout or any other 
road emergency, a button is depressed on the dashboard and the flare is simultaneously 
ignited and projected approximately 25 feet behind the car, serving ample warning 
to other motorists, it is said. The flare is ignited and projected with a .22 caliber 
blank cartridge and it is foolproof, it is claimed. A weatherproof cap inserted in the 
end of the flare tube protects the flare from moisture and a special no-roll feature 
prevents it from rolling off of the highway after it is projected. 


Compact Tape Recorder 


Offered as Auto Accessory 


The Phono-Trix Mark ITI, an all- 
transistor, battery-operated port- 





Young 
Chicago 
loves to buy.. 








Your biggest automobile buyers, in Chicago 
as anywhere else, are the young householders with 
growing and active families to transport. i , 
But nowhere else can you concentrate your 

ise aad ' ee 
advertising on young families more effectively. Over 
half the circulation of the Chicago Sun-Times 10a QO 
is people 35 and younger! 


You’re sure to reach this prime audience when you 


a 
run your advertising in the Sun-Times— un on | t ime 5 
full color or black and white. 


Send for your copy of the 1960 Chicago Consumer Analysis. Now available. 










Across the Nation... 





ALBUQUERQUE.—Jack Rust, a 
Chevrolet dealer in Bloomington, 
Tll., has been selected to receive 
the Caterpillar tractor franchise 
here which was held by the late 
R. L. Harrison. Rust said he would 
sell his Chevrolet dealership. 


* * * 


Berkshire Adds Lot 


PITTSFIELD, Mass. — Berkshire 
Auto Co., Inc. (Oldsmobile-Cadillac- 
Studebaker and Mercedes-Benz), 
109 South St., has purchased Elite 
Motors (used cars), 425 East St. 
Arthur C. Johnson jr., Berkshire 
vice-president, will supervise Elite, 
and dames P. Ferraro, former 
owner, will be used-car manager. 


SAAB Adds Nine 
To Dealer Force 


NEW YORK. — The following 
nine organizations have been ap- 
pointed as SAAB dealers. 

Campello Auto Body, Brockton, 
Mass.; Dearborn Imported Cars, 
Inc., Dearborn; Lou’s Imported 
Cars, Inc., Logansport, Ind.; Meyer 
Marcus, Pittsburgh; University 
Motors, Inc., Iowa City, Ia.; For- 
eign & Sports Cars, Pompano 
Beach, Fla.; Bud’s Imported Cars, 
Miami; Central Motors, Birming- 
ham, Ala., and World Wide Motors, 
Champaign, Ill. 

* 


* * 


Motor Inn Opens 


FAIRMONT, Minn.—Motor Inn 
Co, (Chevrolet-Cadillac), held the 
grand opening of its new building 
at 1304 E. Blue Earth Ave. The 
dealership is owned by Howard 
W. Essler, who also operates 
Motor Inn Co. (Chevrolet-Olds- 
mobile-Buick) at Blue Earth, 


Johnsons Spread 


SANTA ANA, Calif—Johnson & 
Son (Renault-Peugeot), 1511 S. 
Main, has opened here. Owners 
Clyde Johnson and Dick Johnson 
also have Renault-Peugeot and 
Lincoln-Mercury-Comet dealerships 
in Newport Beach. 


Volkswagen Adds Dealer 
DECATUR, IIll.—Decatur Import 
Motors (Volkswagen) has opened 
at 151 W. Wood St. 
- 


*” * 


Sites Opens P-D-V Deal 


KANSAS CITY.—Sites Bros. Mo- 
tor Co. has opened at 8115 Troost 
Ave. The dealership handles Plym- 
outh, DeSoto and Valiant. 


Ford for Kalmbach 


SWANTON, O.—Kalmbach Ford 
Sales has opened here. Swanton is 
in the Toledo area. 

x oa 


Riley L-M Formed 


SPRINGFIELD, Ill.—H. & J. 
Riley, Inc. (Lincoln-Mercury- 
Comet-English Ford), has opened 
at Fifth and Lawrence. The dealer- 
ship is headed by Harley F. Riley 
and Jack Riley. 

+* 


Barton Rambler Opens 
HOUSTON. — Barton Rambler 


Center has opened at 3560 O. S. T. 
The firm is headed by John Barton. 
J * + 


McKinlay Chevrolet Opens 
PAGE, Ariz.—McKinlay Chev- 
rolet Co, has been opened here 
in Coconino County by Arch and 
O. R. McKinlay. 
a oe 


* 


Elsner Adds British Lines 


SALEM, Ore.—Elsner Motors, 352 
High St., N. E., has acquired fran- 
chises for British Motor Corp, lines, 
Jaguar and Rolls-Royce, The firm 
also handles Fiat and Borgward. 

a + + 


4 Renault Dealers Named; 


3 Will Handle Peugeot 
PENSACOLA, Fla.—Four dealers 


have been appointed by Jarrard} 
Motors, Inc., Renault-Peugeot dis- |’ 






tributor. Three of them will handle 
both makes. 
The Renault-Peugeot deals are: 


St., Richmond, Ky.; Rice Oldsmo- 


Auto Dealer Changes 
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bile, Inc., 1720 W. Cumberland Ave., 
Knoxville, Tenn., and Charles Reed 
Buick Co., 2505 Poplar Ave., Mem- 
phis. The Renault-only dealer is 
Kirkland Motor Co., 2305 E. Ninth 
St., Tuscaloosa, Ala. 


# x * 


Whipple Sells Chevy Deal 

LOUISVILLE. — George Whipple 
has sold Whipple Motor Co. (Chev- 
rolet), 2021 Dixie Highway, to 
Montgomery Chevrolet Co. Richard 
L. Montgomery has been named 
president of the Whipple firm, 
whose name will be retained, 

* * * 

Kiefer Heads Chevy Deal 

BALTIMORE,—J ohn G. Kiefer 
has been elected chairman of City 
Chevrolet Co. T. Edward Middleton 
is president, C. K. Middleton, vice- 
president, and Walter F. Helwig, 


treasurer. 
” +” 


Atwood Adds Olds Outlet 


VICKSBURG, Miss.—Emmett At- 
wood, owner of Atwood Chevrolet 
Co., has purchased Simmons Olds- 
mobile Co., 1512% Cherry St., and 
will operate it as Holiday Oldsmo- 
bile, Inc, 


* * * 


Winters Gets Rambler 


CLEVELAND. — Marty Winters, 


veteran used-car dealer here, has 
opened a Rambler dealership at 
3735 W. 25th St., former home of 
Tripp Chrysler-Plymouth. Frank 


Railway Express 
Plans $7 Million 
Order for Trucks 


NEW YORK.—Railway Express 
Agency will spend $7 million for 
1462 new trucks, tractors and 
semitrailer units to be put into 
service throughout the nation be- 
ginning early this summer, accord- 
ing to William B. Johnson, presi- 
dent. 

Purchased as part of plans to 
improve express service, reduce 
maintenance costs and further 
economize operations, the new 
units are for truck-fleet replace- 
ments, piggyback use and operation 
of new and extended over-the-road 
truck-route service, Johnson said, 


Final manufacturing orders for 
the new units are expected to be 
placed with 18 chassis, body, com- 
bination chassis-body, tractor, and 
trailer manufacturers following In- 
terstate Commerce Commission ap- 
proval of the financing arrange- 
ments, Johnson said. 

Manufacturers participating in 
the $7 million purchase are: Brock- 
way Motor Trucks Division, Mack 
Trucks, Inc.; DeKalb Commercial 
Body Corp.; Dodge; Ford Motor Co.; 
GMC Truck & Coach Division; 
Highway Trailer Co.; International 
Harvester Co.; Kentucky Mfg. Co. 

Mack International Motor Truck 
Corp.; Mark Body Corp.; Miller 
Trailers, Inc.; Montpelier Mfg. Co.; 
Rock Hill Body Co.; Strick Trailers 
Division; Swift Body Co.; W. J. 
Thiele & Sons, Inc.; White Motor 
Co., and York-Hoover Corp. 





Incorvia is used-car manager at the 
dealership — Southwest Rambler, 
Inc., and Bill Holland is service 
manager. 

* + * 


Reed-Fennell Opens 


DENVER. — James W. Fennell 
and Thomas W. Reed have opened 
Reed-Fennell Motor Co. (Plymouth- 
DeSoto-Valiant) at 5901 E. Colfax 
Ave. Both men are veteran Denver 
dealers. 

aod * * 
Mogck Buys Out Birton 

PLATTE, S. D.—H. J. Mogck has 
become the sole owner of the Super 
Chevrolet Co., having bought out 
the interest of his former partner, 
Basil Birton, who plans to retire. 
The firm has been in business for 
41 years. 

* * 


Scott Buys Control of Deal 
MARSHALL, Tex.—H, W. 


. Scott, 
sales manager, Chas. A. Fry Buick-| A Clean Operation— 
There's hardly a spot of grease on the floor as operations begin at the new Archie 


Pontiac Co., has acquired control- 


ling interest in the firm. The name D. 


of the firm has been changed to 
Scott-Fry Buick-Pontiac Co, 
* * * 


Cline Buys Newport Firm 


CINCINNATI. — Bill Cline has 
purchased George Rosen Auto 
Sales, 515 Monmouth St., New- 
port, Ky. The firm, known as 
Cline Motors, handles Chrysler, 
Imperial, Plymouth and Valiant. 
Cline is president and general 
manager; Ben Pine, vice-presi- 
dent, and Bob Cline, sales man- 
ager. 

* + ” 
Fiat Signs Jay Chamberlain 

BEVERLY HILLS, Calif. — Jay 
Chamberlain Automotive, Inc., 
11647 Ventura Blvd., Studio City, 
has been appointed a Fiat dealer, 
according to Max Hoffman, presi- 
dent, Hoffman Motors Corp., Fiat 
distributor. Jay Chamberlain is 
firm president. 
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Bob Smith Dodge Moves 


GLENDALE, Calif.— Bob Smith 
Dodge has opened its new facility 
at 1101 South Brand Blvd. The 
showroom, service operation and 
Simca department cover approxi- 
mately 40,000 square feet, exclud- 
ing the used-car lot. 

* * * 


Leases Rambler Site 


BIRMINGHAM, Ala. — Roy 
Bridges & Co. has leased the pres- 
ent Williamson-Wiley Pontiac 
property at 2222 Sixth Ave. S., ef- 
fective July 6 for a five-year period. 
William-Wiley will move at that 
time to its new building in High- 
land Office Park on the south side. 
Bridges said his concern’s Rambler 
operations will be housed in the 
new location. He also has a Volks- 
wagen dealership in a new and dif- 
ferent location. 

* * om 


Rollyson (VW) Buys 
CHARLESTON, W. Va.—The 
Volkswagen dealership is to have 
a new home. Bruce P. and Derald 
B. Rollyson have purchased the 
building at 502 Broad St. 


Williams Heads Deal 


KANSAS CITY.—Glover L. Wil- 
liams has been elected president of 
Rudy Fick, Inc. (Ford), 2401 McGee 
Trafficway. Williams formerly was 
vice-president. He has been with 
the dealership since it was formed 
in 1946. 





ms 


Williamson Brothers Open Third Deal— 














The Williamson brothers, John and Ernest, have opened their third automobile sales 
Joe Bosley Motor Co., 316 North) office and service shop (shown above) to become one of the largest imported-car deal- 
ers in Los Angeles. The Rootes Group dealership occupies a full block. 








Walker jr., Imported Motors, Inc. (Volkswagen-Porsche), Minneapolis. The building 


contains 21,000 square feet. Shown are some of the 10 specially designed lifts in the 


service department. 





Toyopet Plans to Expand .. . 





Import-Car News Notes 


— for expanding the present 
line of Toyopet automobiles in 
America were revealed in Chicago 
by Harold N, Johnson, general 
manager of Toyoto Motor Distribu- 
tors, Inc., with the showing of a 
new compact, the Toyopet Tiara. 

The Tiara is completely new 
and will be marketed exclusively 
in the United States, Johnson 
said. The Japanese compact will 
be introduced to the public late 
in August, but a prototype will be 
displayed at Chicago’s Interna- 
tional Trade Fair running 
through July 5 at Navy Pier, he 
added. 


The Tiara is a four-door, four 
passenger model with 75-horse- 
power and will be priced to com- 
pete with Volkswagen and Renault, 
Johnson said. It will have many 
features as standard equipment not 
usually found in cars of compar- 
able size, he added. 

Heavier than its competitors, it 
will still have a marked horse- 
power-to-weight advantage for up 
to 38 miles per gallon for both city 
and highway driving, Johnson 
claimed. He stressed the double 
unitized frame and body for extra 
ruggedness and safety, with rear 
leaf and torsion bar suspension for 
smooth riding and handling. The 
car weighs 2,200 pounds, 

Johnson said that the Tiara’s 
closest counterpart in Japan is the 
Toyopet Corona, which was re- 
cently introduced in that country 
with “tremendous success.” 

“In Tokyo alone, more than 1,300 
Coronas were sold during the first 
two days following introduction,” 
he said. 

Toyota is the largest automobile 
manufacturer in Asia, and fifth in 
net earnings of all companies in 
Japan, he said. 

“The company has tremendous 
confidence in the American mar- 
ket,” Johnson commented, “and we 
know that with the introduction of 
our new models we will be able to 
compete on an equal basis with the 
leading imports. Toyota is backing 
this confidence with substantial 
additional capital in its American 
corporation, Toyota Motor Sales 
Co. of USA, Inc.” 


Volkswagen 


NNOUNCEMENT was made by 
Reynold C, Johnson, president 


Doenges-Long to Build 


DENVER.—R. S. Doenges, presi- 
dent of Doenges-Long, Inc. (Ford), 


has announced that construction |’ 


will start in May on the 20,000- 
square-foot sales and service build- 
ing on a 17-acre site just south of 
Aurora city limits (Denver suburb). 
The dealership, presently in tem- 
porary quarters at 2050 Clinton St., 
expects to occupy its new facility 
late this summer. The firm expand- 
ed into the Denver area more than 
a year ago after 12 years in Col- 
orado Springs. 





of Reynold C. Johnson Co., Volks- 
wagen distributor for Northern 
California, Western Nevada and 
Utah, of the creation of two vice- 
presidencies in his organization. 

Stepping into the office of vice- 
president and general manager, 
Wholesale Division, is R. W. 
Hansen. The new vice-president 
and general manager, Retail Di- 
vision, is L. R, Clason. 

Coming under the jurisdiction of 
Hansen are the departments of 
advertising and public relations; 
car distribution; parts; service, and 
sales training and sales promotion. 
The Wholesale Division is also re- 
sponsible for the almost daily con- 
tact with the 40 Volkswagen deal- 
ers located in the territory. Hansen 
joined Johnson in 1955 as whole- 
sale Manager. 

Clason is responsible for the op- 
eration of the retail sales outlet 
and the service department. He 
joined Johnson in 1955 as office 
manager. 

oe + s 


BMW 


A BMW 700 won the Alpine Tro- 
phy and a double victory in its 
class, the Gold Medal team prize, 
two Edelweiss trophies, four gold 
medals and one silver medal, dur- 
ing the 1,000-mile 1960 International 
Austrian Mountain Race, according 
to Fadex Commercial Corp., United 
States importer of the German car. 

A BMW 700 also won a double 
victory in Monza, Italy, during the 
“Trofeo Alberto Ascari” Race, a 
12-hour speed test, Fadex said. 

Fadex Commercial Corp., United 
States importer of the German 
BMW line, has announced the ap- 
pointment of seven more dealers. 
They are: 

Setauket Foreign Motor Sales, 
East Setauket, N. Y.; Marty’s For- 
eign Motors, Culver City, Calif.; 
Trader Tom, Lodi, N. J.; J. R. 
Keenan Motor Cars, Vista, Calif.; 
Economy Imported Motor Car Co., 
Ocean City, N. J.; Twin Motor 


Sales Corp., Brockton, Mass., and 
Foreign Motor 
* 


Sales, 


Inc., Boise, Id. 
* + 


de Oe a. 
Mobile Bakery— 

The Volkswagen Kombi is used as a 
mobile store to make curb-side sales in 
residential area in Springfield, O. Equip- 
ped with modern kitchen, doughnuts are 
made, frosted and sold on the spot in 
one of the nation’s newest franchise op- 
erations. According to Rolling Donuts, Inc., 
truck and generator operating costs run 
about $3 per day. 
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Highways & Safety... 


AUTOMOTIVE NEWS, JULY 11, 1960 


Annual Accident Cost 


Put at $93 


Highway accidents cost American 
vehicle owners an average of $93 
per car per year, according to 
George M. Foster, executive direc- 
tor of the Better Highways Infor- 
mation Foundation, Washington. 

Emphasizing the need for and 
benefits of better highways, 
Foster said properly engineered 
highways would bring about a 
quick and dramatic reduction in 
the number and rate of traffic 
accidents, thereby saving lives as 
well as money. 

“Every time there’s an accident,” 
Foster explained, “it adds to the 
already high insurance premiums 
motorists pay. The dollars-and- 
cents costs of auto accidents, in- 
cluding the cost of insurance, 
amounts to $93 per car per year. 

“Although accident costs, in 
terms of property damage, lost 
time and insurance rates, can eas- 
ily be translated into dollars and 
cents, how can we place a value 
on just one life lost in a highway 
accident?” 

More than 370,000 persons have 
been killed in traffic accidents in 
the United States in the past ten 
years, Foster noted. This contrasts, 
he added, with 301,557 Americans 
who lost their lives fighting in 
World War ILI. 

Records show that accidents on 
highways meeting modern design 
standards have been reduced by 
two-thirds and deaths have been 
cut in half, Foster said. He cited 
this example to prove his point: 

“Shirley Highway in Northern 
Virginia and nearby US-1 have 
the same climatic conditions, the 
same type of country, the same 
kind of drivers. Modern-designed 
Shirley Highway, which meets 
Interstate Highway standards, 
has such safety features as limit- 
ed access, wide median strip, 
wide shoulders and no sharp 
curves or steep hills. US-1 lacks 
most of these safety features. 

“Shirley Highway has a fatality 

rate of 0.8 deaths per 100 million 
vehicle miles travelled. US-1 has a 
fatality rate of 10.6—more than 13 
times as high. Other expressways 
throughout the nation have reduced 
fatality rates substantially. On the 
basis of such experience, the new 
41,000-mile Interstate Highway Sys- 
tem alone, when completed, will 
save 4,000 lives each year.” 

Foster, who has had nearly 40 
years experience in highway mat- 
ters, cited two major reasons why 
Americans need better highways 
now. He said there are more vehi- 
cles on the road than ever before 
and the number will continue to 
grow, that Americans are using the 
highways more than ever before 
and that the rate of use will con- 
tinue to grow. 

“In 1946, Americans owned 34% 
million motor vehicles,” he _ said. 
“Today, we own 71% million— 
more than twice as many. If you 
think 71 million is a lot of motor 
vehicles, you can reflect that in 
1976, it is reliably estimated, there 
will be 114 million motor vehicles. 
That’s 63 percent more cars and 
trucks—44 million more—than we 
have now. 

“While motor-vehicle registra- 
tions are expected to rise 74 percent 
from 1956 to 1976, during the same 
period miles travelled are estimated 
to rise 93 percent.” 

In addition to reducing the num- 
ber and costs of accidents, Foster 
said, better highways provide these 
additional benefits to Americans: 

1. It costs the public far less to 
build adequate highways than not 
to build them. 

2. Modern highways speed up 
and expand economic develop- 
ment in the areas they serve. 

3. Modern highways are neces- 

sary for national defense. 

4. Betterment of the American 
way of life definitely depends on 
expansion of the highway system. 

5. A balanced system of adequate 
highways pays for itself. 

In support of these _ benefits, 
Foster said: 

“In New England, a cooperative 
study by federal and state agencies 
was made on a pair of highways, 
each carrying the same amount of 
traffic. On the one that had modern 
built-in safety features including 





Per Car 


controlled access, the accident costs 
were $19,000 per mile yearly. On the 
other highway, which lacked mod- 
ern design, accident costs were 
$82,000 a mile a year—a difference 
of $63,000 per mile of highway per 
year.” 


N. Jersey, Conn. 
Adopt Reciprocity 


On Revocations 


New Jersey and Connecticut have 
adopted reciprocal revocation of 
driver’s licenses against offenders, 
according to New Jersey’s Acting 
Motor Vehicle Director Ned J. Par- 
sekian and Connecticut Motor Ve- 
hicle Commissioner John J, Tynan. 

The agreement, which the offi- 
cials said does not require Congres- 
sional approval or endorsement by 











for one of these 


fabulous 


SARAN 


**Live Like a Millionaire’ 
vacations! 


How would you like a winter cruise 
through the Caribbean, and a sum- 
mer vacation in Canada... 
all-expense-paid vacation trip to 
London, Paris, or Rome? These are 
your first prize choices in the 1960 
SARAN seat cover “Live Like a 


Millionaire” contest! 


Other prizes, too! A calypso holi- 


day in Nassau or Jamaica .. . 
all-expense-paid vacation in New 
York or San Francisco .. . 
your choice of over 1,400 nationally 
advertised prizes from the big 
SARAN “Live Like a Millionaire” 


prize book. 


It’s easy to win! All you do is sell 
top-profit SARAN seat covers 
(that’s easy enough, isn’t it?) ... 
then complete a simple limerick. 
The more SARAN seat covers you 
sell, the more opportunities you have 


to win. 


So get busy! Sell SARAN, Amer- 
ica’s favorite seat cover fabric . . 

the seat covers that won’t sag, soil 
or fade—even after years of use . . . 
the bright, easy-cleaning seat covers 
with the proved quality. And ask 
your seat cover supplier for details 
of how you can participate in the 


SARAN contest! 


THE DOW CHEMICAL COMPANY - 


the Legislature of either state, pro- 
vides that when a resident of one 
state has his license revoked in the 
other state, he shall suffer an iden- 
tical penalty in his home state. 

George B. Schwoebel, assistant 
director of motor vehicles in New 
Jersey, said Congressional approval 
was not required because the motor 
vehicle department of each state 
would be acting on its own, In no 
instance, he said, would a revoca- 
tion order have the legal nature of 
a bystate edict. 

Schwoebel said New York State 
was anxious to join in the reciproc- 
ity agreement, but was precluded 
from doing so at present by state 
law. He said New Jersey and Con- 
necticut were seeking to conclude 
similar pacts with as many other 
states as possible. 

Under the arrangement, if a Con- 
necticut driver has his license re- 


Safety Record at Chevy 

DETROIT.—T he Chevrolet Na- 
tional Parts Distribution Center at 
Otterburn, Mich., has chalked up a 
new world record in safety for the 
storage and warehousing field. The 
Otterburn warehouse amassed a 
consecutive string of 5,541,673 man- 
hours without a disabling accident. 
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voked in New Jersey for speeding, 
for any traffic violation, for failure 
to satisfy a local court summons, or 
because he has accumulated the 
maximum 12 points under Jersey’s 
point system, his driving privileges 
in Connecticut will be suspended 
for a period of time equal to that 
prescribed in Jersey. 

In the case of a New Jersey 
driver, the process would be re- 
versed. The guilty driver thus 
would be unable to operate his ve- 
hicle in either state. 


‘Safety Warland’ 


Proposed to 
Curb Accidents 


A new way to check on chronic 
traffic offenders and bring about 
greater highway safety is proposed 
in the July issue of Harper's Mag- 
azine. 

Author of the article, Ernest 
Hunter Wright, notes that more 
than a third of all accidents are 
caused by one driver out of every 
twenty-five. 

“The deadly 4 percent,” he calls 


them, 
His plan for keeping these dan- 






MIDLAND, 
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gerous drivers under control calls 
for each state to commission a 
number of citizens as safety ward- 
ens to aid the police. 

“These safety wardens should be 
numerous enough to make it fairly 
probable that any reckless feat will 
be seen by one of them,” he writes. 

“Each safety warden will carry 
a packet of report cards and 
stamped envelopes, addressed to 
a central office at the state capital. 
Whenever he sees a piece of reck- 
less driving, he will write down the 
number of the offenders license 
plate on one of the cards, with a 
brief desciption of the offense, add 
the number of his own commission, 
and drop his report in the nearest 
mailbox, 

“At the capital it might be as 
well to do nothing with the first re- 
port except to file it. But when two 
or maybe three different wardens 
have reported the same offender on 
different occasions, a regular 
policeman will be told to keep an 
eye on him, 

“If he is found driving as re- 
ported, he will soon be in court, 
and he and the community will 
know that it was probably no ac- 
cident that a traffic officer was at 
the scene of his misdeed.” 





MICHIGAN 











‘What's New... 








4 Injunctions Obtained 
By Makers of Prestone 


NEW YORK. — Continuing its 
policy of upholding fair-trade 
prices on Prestone, Union Carbide 
Consumer Products Co., has ob- 
tained injunctions so far this year 
against four retailers in New York 
State. 

Since 1953 the eompany has tak- 
en legaf action against 177 dealers 
in 20 states where fair-trade laws 
were applicable. The four New 
York State retailers against whom 
injunctions were secured are: Ace 
Auto Stores, Poughkeepsie; Bar- 
gain House, Poughkeepsie; Maxam 
Buffalo, Inc.. Cheektowaga, and 
PBS Trading Co., Inc., Poughkeep- 
sie. 

+. * 


3 Scholarship Winners 


Announced by MEMA 

NEW YORK, — The Motor and 
Equipment Manufacturers Assn. 
has awarded three one-year schol- 
arships to the Graduate School of 
Credit and Financial Management. 

The winners will attend Dart- 
mouth College, Hanover, N.H., and 
Stanford University, Palo Alto, 
Calif. They are: R. L, Hughes, 
Gould-National Batteries, Inc., St. 
Paul; C, W. Harriman, AP Parts 
Corp., Toledo,-and George Shelby, 
Bussmann Mfg. Division, McGraw 
Edison Co., St. Louis. 

* ~ + 

Water Pump Rebuilders 


Discuss Quality Program 

MUNCIE, Ind, — During a two- 
day clinic here, 40 members of the 
Institute of Water Pump Rebuild- 
ers discussed establishing a set of 
minimum standards and a seal of 
quality for their industry. 

The group is a division of the 
Automotive Parts Rebuilders Assn. 
Hosts for the clinic were Warner 
Machine Products, Inc. Muncie, 
and L-C Products, Inc., Indian- 
apolis. 

= * + 
Thompson Ramo Wooldridge 
Builds Minneapolis Depot 

MINNEAPOLIS. — Work on a 
new auto parts warehouse for 
Thompson Ramo Wooldridge, Inc., 
here is expected to be completed 
about Sept, 1. 

The structure will cost an esti- 


Ace Salesman 
Calls Demo Ride 
Closing ‘Must’ 


ALBUQUERQUE, N. M. — Polo 
Martinez, of Lloyd McKee Motors, 
believes that chances for closing 
any sale are increased 100 percent 
by giving a good demonstration 
ride. 

A member of the Plymouth All- 
Star Salesman’s Club, Martinez says 
that to tell a prospect about the 
features of the car is fine, but only 
a demonstration ride will prove 
to the customer that this sales 
talk is true. 

Martinez says that “to try to 
close a prospect without a demon- 
stration ride will cut chances for a 
sale 50 percent.” He says this is 
the most important step in making 
a sale. 

He says this ig the only way “to 
sell against Ford and Chevrolet, 
because a prospect cannot tell the 
superiority of Plymouth until he 
rides in it and compares it to com- 
petitive cars by the seat of his 
own pants.” 

When shoppers come in and try 
to get a quick price, Martinez tries 
everything he knows to begin a 
conversation about some feature of 
the car. This way, he can maneuver 
many of these people into a demon- 
stration ride just by getting them 
interested in one feature at a time. 

One sale he made was done by 
phoning a prospect every 30 days 
for one year. He knew the man 
was a prospect and did not let him 
forget that Polo Martinez was sell- 
ing Plymouths. 
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In Parts and Accessory Distribution 


mated $300,000 and will serve as 
a distributing point for the prod- 
ucts of nine firms in the automo- 
tive parts field, according to Wil- 
liam E, Storm, local manager for 
Thompson Ramo Wooldridge. 

. 


* * 


Oakite Assigns Two 


NEW YORK. — Oakite Products, 
Inc., has appointed two representa- 
tives to its field service staff. Lon 


E. Welch hag been transferred to 


Kokomo, Ind. George E. Park has 
been assigned to Springfield, Mo. 


Krylon Names Reps 


NORRISTOWN, Pa. — Krylon, 
Inc, announces the appointment of 
H, M. Winter & Co., Skokie, IIL, 
and Kanner-Schrank & Associates, 
Cleveland, as automotive sales rep- 


resentatives. 
+ * + 


Parts Firm Concedes 


Price Discrimination 


KOKOMO, Ind. — Perfect Equip- 
ment Corp., manufacturer of auto- 
mobile repair parts, supplies and 
tools, hag admitted Federal Trade 
Commission allegations that it has 
charged various jobber customers 
less than their competitors. 

The company concedes the pric- 
ing practices employed up to last 
December 26 may result in a sub- 
stantial lessening of competition 
between its independent and buy- 
ing-group jobbers as charged in the 
FTC’s Dec, 22, 1959, complaint. 
However, it adds that the new 
pricing program in use since that 
time neither “effects any discrim- 
ination among competing custom- 
ers or engenders the requisite com- 
petitive injury proscribed by the 
Robinson-Patman Act.” 

. + * * 


German Firm Loses 


U. S. Export Privileges 


WASHINGTON.—American Mar- 
ket Stores, Frankfurt, West Ger- 
many, known also as European 
Sales, has lost its United States ex- 
port privileges, the Bureau of For- 
eign Commerce announced. 


The firm was accused of trans- 
shipping to another country U. S. 
goods licensed for shipment to 
West Germany. Its violation of 
U. 8S. regulations was “persistent 
and willful,” the bureau said. 

o > + 


Orr Is Elected President 


Of Montana Wholesalers 


HELENA, Mont.—The Montana 
Automotive Wholesalers Assn, has 
named F’. W. Orr, Livingston, pres- 
ident to succeed John D,. Heaton, 
Great Falls. 

Other officers include Rod Boyer, 
Bozeman, vice-president, and Chet 
Coleman, Helena, secretary-t re as- 
urer. New directors are Harvey 
Knebel, Kalispell; Helmer Akra, 
Havre; C. B. Shelton, Billings; A. F. 
Haskin, Glendive, and Coleman. 

+ > * 


Martin-Senour Publishes 


Color Guide for Imports 


CHICAGO.—A comprehensive di- 
rectory, showing more than 500 col- 
ors used on imported cars, has been 
published by the Automotive Divi- 
sion of Martin-Senour Co. 


In addition to color samples for 
recent models of the more popular 
cars, the directory includes color 
mixing formula information for 
older models and for cars that are 
less widely sold in the United 
States. ‘ 


+ * * 


Farber Group Told Summer 


Is Best for Seat-Cover Sales 


MEMPHIS.—The two-day semi- 
annual sales meeting of Farber 
Brothers, Inc., featured the theme 
“Summer Time Is Christmas Time 
for You” to emphasize the fact that 
summer is the most profitable sell- 
ing season for seat covers and au- 
tomotive accessories. 

The meeting was attended by 
Farber salesmen from 42 states, 
and Ben and Elmer Rattner, na- 
tional sales representatives for Far- 


* 
Mack Chosen to Head 


and clinics. 


Mfg. Co., Inc., wags elected vice- 
Minnetonka Auto Supplies, Inc., 
& Decker Mfg. Co., secretary. 


Warehouse, 
named warehouse distributor for 
exhaust system parts manufactured 
by Merit Mufflers. 

* * 


glass warehouse to serve the Upper 
Midwest has been opened at 109 
Portland Ave. here by Globe Glass 
Mfg. Co., Chicago. 

* * 


tive wholesaler, Ben’s Auto Supply 
Co., has been opened at 200 Main 
Ave. here by Bernard J. Mjoness. 


Maker Should Have Right 
To OK Jobber, ASIA Says 


Service Industry Assn. believes the 
manufacturer should have the right 
to approve or reject wholesaler 


under the antitrust laws, according 
to J. L. Wiggins, ASIA executive 
secretary. 


ASIA’s release of its “Suggested 
Redistribution Practices” 
industry, in which it made specific 
recommendations for manufactur- 
ers, warehouse distributors and re- 
distribution wholesalers. 

* + +. 


manufacturer of Bond-Tite Plastic 


ucts announces the appointment of 
the following new sales representa- 
tives: R. C. Cunningham, Memphis; 
W. Frank Russell, Dallas, and P. L. 
Wimberly, Durham, N. C. 





ber seat covers. 

Maurice Farber, general man- 
ager, who conducted the meeting, 
announced that the company is 
now third in the industry in sales. 

* * 


Upper Midwest Trade Show 
ST, PAUL, — Sylvan J, Mack, 
president, M & L Motor Supply Co., 
has been elected president of the 
Upper Midwest Automotive Trade 





Show, Inc. This organization, made 


A Zink Promeotion— 


Warren Zink, secretary and general 
manager, Howard Zink Corp., Fremont, O., 


up of wholesale parts and equip- 
ment distributors and manufactur- 
ers, stages educational trade shows 


Morgan H, Potter, Marquette 
h th i hich 
president; James D. Bernhagen, a en eee eee Tene men 
promotion was built. The flag is approxi- 
mately 3 by 5 feet, and has corner grom- 
mets for convenient hanging. A flag was 
given away with each seat cover pur- 
chase. 


treasurer, and Leo Gehring, Black 


Merit Names Atlanta Rep 


TOLEDO.—Southern Automotive 
Atlanta, hag been 


* 


Glass House Opens 


MINNEAPOLIS. — A new auto 

Daniel O. Wiggins has been 
named manager of Ford Division’s 
Richmond (Va.) district sales of- 
fice. 

Wiggins, assistant’ manager of 
the Cincinnati office since last Aug- 
ust, succeeds R, L. Phillips, who 
was recently named to head the 
Washington office. 


* * * 


Williams Elected President 
Of American Metal Products 


R, Jamison Williams, formerly 
exeeutive vice-president, has 
been elected president of Ameri- 
can Metal Products Co. He suc- 
ceeds Andrew M,. Mras, who 
moved up to chairman, 

Douglas F. Roby, chairman for 
the past two years, remains as & 
director and member of the ex- 
ecutive committee, He alse will 
serve as a senior consultant with 
Frederick CC. Matthaei sr. a 
founder of the company. Fred- 
erick OC, Matthaei jr. was named 
executive vice-president. 

* “ + 


Ben’s Auto Supply Opens 
FARGO, N. D.—A new automo- 


CHICAGO. — The Automotive 


(jobber) accounts without liability 


The question arose following 


for the 


Oatey Names Reps 
CLEVELAND.—L, R, Oatey Co.,|Enjay Assigns McGinniss 
To New Detroit Office 
Enjay Co., Inc. has assigned 
J. L. McGinniss to its new automo- 
tive development group, which is 
based in Detroit. 


McGinniss, who has headed En- 


Filler and other automotive prod- 





Parts Firm Plans Expansion— 


Heads of five Texas automotive parts firms gathered in Houston to discuss with Gulf 
& Western Corp.'s top management their plans for statewide expansion. The five com- 
panies, all Gulf & Western subsidiaries, grossed $17 million last year according to 
T. F. Plant, Houston, chairman of Gulf & Western's Executive Committee and host to 
the meeting. From left, seated, are Jack Inglis, Houston, president, Gulf Automotive 
Supply, Inc.; Basil Ryan, El Paso, president, Car Parts Depot, Inc.; D. L. Naylor, Wichita 
Falls, president, Auto Spring & Supply Co.; E. C. Beard, Dallas, chairman, Beard & 
Stone Electric Co., and Sam Suravitz, Houston, president, Beard & Stone. Standing: 
Jay Hagerman, Huntsville, president, Wood Tire & Supply Co.; John H. Duncan, Hous- 
ton, president, Gulf & Western; Plant; T. H. Neyland jr., Houston, treasurer, Gulf & 
Western, and Wallace Brown, Houston, vice-president, Gulf & Western. 


Convention Picks 
R.S. Love to Head 
Engine Rebuilders 


INDIANAPOLIS, — Richard S. 
Love, Love Machine Co., Salt Lake 
City, was elected president of the 
Automotive Engine Rebuilders 
Assn. at its 38th annual convention 
in Cincinnati. 


Other new officers are: 

Ernest R. Sluggett, Detroit Cytin- 
der Grinding Co., Detroit, first vice- 
president; Frank Norfleet, Parts, 
Inc., Memphis, second vice-presi- 
dent, and George W. Yount, Eagle 
Machine Co., Indianapolis, treas- 
urer. 

New directors include: 

Albert J. Blair, James Cowan & 
Co., Ltd., London, Ont.; H. B, Eld- 
ridge, Universal Parts & Service, 
Inc., St. Louis; William J. Mc- 
Isaac, Simplex Automotive Parts 
Co., Providence, and H. H. Miller, 


and Jean Younglove, advertising manager, Miller Machine Co. Orlando. Fla. 


A manual to help automotive 


served as hub around which recent Zink| jobbers sell their machine-shop 


service and increase profits was 
introduced at the convention. A 
copy is being mailed to all members 
of the association, said Fred A. 
Lambert, chairman of the commit- 
tee preparing the manual. 


Auto Personnel 





jay’s Tulsa office since October, 
1953, will serve as contact with the 
automotive industry on the applica- 
tion of Paramins products. He was 
succeeded in Tulsa by K. R. Costik- 
yan jr., formerly of Enjay’s Middle 
Atlantic district. 
* + * 


Winslow Joins Koltanbar 


J. Lyle Winslow has been ap- 
pointed sales administrator of 
Koltanbar Engineering Co., Hazel 
Park, Mich. He had been with 
Zenith Radio Corp. as district sales 
representative. 

* * +. 


Goodrich Tire Shifts Sears 
To Replacement-Sales Post 


Clare E. Sears has been named 
manager of product sales in re- 
placement tire sales of B. F. Good- 
rich Tire Co. He had been man- 
ager of trade sales. 

Sears joined Goodrich in 1929 as 
a tire adjuster in the New York 
district. 

+ ca * 


Stover Joins Motor Wheel 


In Automotive Division Sales 


Motor Wheel Corp., Lansing, has 
appointed Paul V. Stover to the 
sales staff of its Automotive Divi- 
sion’s truck wheel section, 

Stover had been a sales engineer 
with the Shaw-Crane Division, 
Manning, Maxwell, Moore, Inc. 

+” * ” 


Layton Gets Promotion 


In Rambler P&S 


Promotion of J. J, Layton to 
parts and service manager of the 
newly created southern region of 
American Motors has been an- 
nounced, The southern region 
covers the Atlanta, Houston, 
Memphis and Cincinnati zones. 

Layton, a 20-year automotive 
veteran, for the past five years 
has been parts and service man- 
ager of the Atlarita zone. He 
joined the company in 1949 as a 
Parts and service representative 
in the Memphis zone. 

” + + 


Avis Promotes Brown 


William H. Brown has been 
named Eastern regional manager 
of Avis Rent-a-Car System. 

* + * 


Grey-Rock Names 2 Aides 


Two sales appointments have 
been announced by Grey-Rock Di- 
vision, Raybestos-Manhattan, Inc. 
John A. Stilwagner will cover 
Northern Ohio, and Jerome J. 
Brand, Washington, Idaho and 
Montana. 

+ * ~ 
Speer Joins 3M Division 

Dayton E. Speer has been named 
marketing supervisor to the auto- 
motive trades for the Coated Abra- 
sives and Related Products Divi- 
sion, Minnesota Mining & Mfg. Co. 
He formerly was an industrial 
trades salesman in Atlanta. 
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SH PROTECTION 


YVORLD OVER! LO 


First . . . foremost llenge der in fff field 
of fine car care! Th e Coral’s¥Btinguished posi- 
tion in the automo over thirty years. Leading 
manufacturers, dea ond a inating car owners have 
judged the Blue CoM Treatmenf®as the finest possible pro- 
tection for ACRYLIC, LACQUER, ENAMEL and all hard sur- 


face finishes. 


Blue Coral’s uncompromising standards of quality and 
proven past performance are your best assurance of contin- 
ving leadership. Your confidence in Blue Coral is well found- 


ed. First class protection and Blue Coral are synonymous! 


APPLICATION 
No. 1 BLUE CORAL LIQUID can be applied by hand operation. 


No. 2 BLUE CORAL LIQUID can be used with buffing machine equipped with 
sheep skin disc at the following speeds: 1200 R.P.M.—1600 R.P.M. and 2700 R.P.M. 


© — H.D.T. COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 
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How They're Pushing Sales... 


Dealer Ad Ideas 


miles. The offer included parts and 
labor. 

“Don’t confuse this with ordinary 
lubrication policies or new-car 
parts warranties,” Berger said in 
an ad in the Baltimore Sun. “You 
don’t pay a penny for any service 
covered.” 

However, Berger stressed that 
the May offer did not include tires, 
upholstery or body damages. | 


+ * * 
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by car owners 
—and housewives, too 





















‘Buy Car from a Star’ 


“BPDUY a Car from a Hollywood 
Star” was the theme of a 
three-day sales event Europa Auto 
Sales staged at a shopping plaza 
in suburban Rochester, N. Y. 
Europa (Simca-Jaguar) gave 
giant stuffed toy French poodles 
to Simca purchasers, Plans for 
Simca deliveries at the Paris 
plant were explained to visitors. 
Among the stars on hand to greet 
customers were Jay Silverheels of | ‘Lark-A-Thon’ Staged 
“Tonto” fame; Randy Brooks, who A “LARK-A-THON” was held by 
plays Corporal Boone in the “Rin- Freeman -Spicer (Studebaker- 
Tin-Tin” TV series, Rodeo Star) Mercedes-DKW), 520 S. Lafayette, 
Diane Faulkner and Mickey Simp-| south Bend, during the last half 
son, billed as the king of Holly-| of May, with “fun, music and gifts” 
wood badmen. featured on the sales floor and on 
Ernest DiGiovanni, president of| the used-car lots. 
Europa, is a brother-in-law of Sil-| The “Fearsome Four” played 
verheels. Europa has showrooms in| eyery evening on the used-car lot 
downtown Rochester and in sub-| ang 358 new and used cars were 
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[iiaes HOME CLOTH 
CLOTH | Specially treated 
for all car finishes 
including the new 
~ synthetics. For fur- 

niture, too. Heavy flannel. Will last for 
months under daily use. Metal con- 


tainer. Other packages and sizes avail- 
able. If jobber can’t supply, order direct. 
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7 Reasons for 34,000 Sales 


years: 


deserve as valued customers, 








N A recent ad in St. Louis news- 
papers, Castles-Wilson Buick 
gave the following reasons for 
achieving more than 34,000 sales of 
new Buicks and used cars in 40 


“1, Our salesmen will treat you 
with honesty and courtesy that you 


priced for immediate sale, 
* oe * 


Hey, Santa... 


in June” promotion. 


Highlight of the month-long pro- 
motion was presentation of a $300 
Christmas Club account, paid up. 


E girls in bathing suits 
helped decorate a Christmas 
tree in the showroom of Washing- 
ton Chevrolet, Indianapolis, as the 
dealership conducted a “Christmas 


The LAS-STIK Mfg. Co., 


HAMILTON, OHIO 





Satisfied customers 
tend to be steady cus- 
tomers. And outstand- 
ingly different, Tri-Ex 
refined WOLF’s HEAD 
has proved itself over 
and over again as the 
oil that keeps custom- 
ers satisfied. With WoLF’s HEAD car-owners get 
complete engine protection . . . smoother perform- 
ance... fewer repair bills . . . use less oil. 


That’s because WOLF’s HEAD is 100% Pure Pennsyl- 
vania ... Tri-Ex refined three important extra 
steps for extra life... extra toughness .. . scienti- 
fically fortified for complete, all round protection. 
WoLF’s HEAD is outstandingly different and it’s a 
difference that makes a difference to your customers 
... and to you. 


Keep customers coming back again and again... 
with WOoLF’s HEAD . . . commanding distinctive 
customer loyalty. 
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WOLF’S HEAD OIL REFINING CO., INC. 
OIL CITY, PA. 


Quality That Justifies 
Installation Costs 


~PORT-A-WALL”’ 


as BP 
a Ut a 
r t AW tor sed a Mark 


Sell.more cars fe laekt 


them up with genuine 


and “Mark V 


Port-A-Wall 


Bearfoot Airway Corporation 
® Automotive Division © Wadsworth, Ohio 


Contestants had to register at the 
dealership. 







“2. It’s easy to trade at Castles- 
Wilson and usually you will receive 
considerably more for your tradein 
than you expect. 

“3. We always maintain a large 
stock of carefully selected popular 
models for immediate delivery. 
Both Buicks and Opels. 

“4, We and our sales force do 







* * 


Buy a Car, Help a Charity 
CLEVELAND Rambler dealer- 
ship offered to give $100 to 

charity with the purchase of each 

new Rambler and the buyer could 
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not believe in vague promises. 
If we quote you a price, you can 

depend upon it when you decide 
to buy. 

“5. How much down? $50? $1857 
$455 or more? It largely depends on 
you and the size of the monthly 
payments that you desire. In any 
event, we shall assure you of rea- 
sonable terms if you finance your 
car with us. 

“6. Our service personnel have 
had many years experience and 
factory training, They are qualified 
to maintain your car at peak effi- 
ciency, 

“7, We are active members of the 
Greater St. Louis Automotive Assn., 
the Missouri Automobile Dealers 
Assn., and the National Automo- 
bile Dealers Assn., and subscribe to 
all their policies of integrity and 
honest sales and service.” 

The ad carried the “Seal of In- 
tegrity” of the Greater St, Louis 
association. 

a” * 


* 
Service Clients Chauffeured 


OSTER SWOPE BUICK, INC., 
East Louisville, Ky., advertised 
“Limousine Service’ to downtown 
Louisville, six miles distant, at 8:15 
and 10 a.m, daily in an effort to 
hold service customers who other- 
wise might go to downtown shops. 
Buick cars were used to take 
service customers to downtown 
Louisville. 


* * ok 


Galles ‘Sells’ Places to Go 


TORIES of New Mexico’s his- 

torical and recreational spots 
were coupled with sales messages 
in a series of Sunday ads inserted 
by Galles Motor (Oldsmobile-Ca- 
dillac), Albuquerque, in the Albu- 
querque Journal. 

“See and enjoy historic New 
Mexico in a brand new car from 
Galles Motor,” said the headline 
over a picture and description of 
a mission church at Acoma In- 
dian Pueblo, 70 miles west of Al- 
buquerque. 

The ad also included a map show- 
ing the best route to the historic 
area, 

“Let us show you how very little 
it costs to enjoy living with a new 
Oldsmobile, Cadillac or a guaran- 
teed used car from Galles Motor,” 
said the ad’s sales message. 

* * * 


Stu Woos Olds Buyers 


TU BERGER (Oldsmobile-Fiat), 
Baltimore, was in a “wooing” 
mood during May, 
The dealership offered Olds buy- 
ers during the month free mechani- 
cal repairs for one year or 12,000 


select the charity. 


Joe Erdelac’s Rambler Motor 
Mart said it would send its check 
for $100 to the charitable or reli- 
gious group selected by the buyer 


of each new car in a three-day 
period. 
* ca * 
Rolling Along 
“WHEEL of Fortune” domi- 


nated most of the space in a 
full-page newspaper ad taken by 


Sacramento Motor Co., Inc. (Chev- 
rolet-Oldsmobile), Alamogordo, N. M. 

Helping to push Sacramento’s 
second annual “Operation Big 
Wheel,” the ad listed and pictured 
key personnel of the firm. 

The ad also plugged for quality, 
quantity, service and economy. 


a 
Auto-Ad Guides 
Are Revamped 
7. 

By Chicago BBB 

CHICAGO.—The Chicago Better 
Business Bureau has announced 
additions to and revisions in its 
“Recommended Standards of Prac- 
tice for Advertising and Selling Au- 
tomobiles.” 

One major revision covers layout 
and type size. It says, in part: 

“When prices, terms, downpay- 
ments, tradein allowances, cash 
differences, savings claims, etc., are 
featured, such other amounts, 
qualifications and phrases as are 
necessary to disclose the true na- 
ture of the offer shall appear in 
type size not less than 24 points 
or % the type size of the featured 
item, whichever shall be less. 


“Qualifying phrases and amount 
shall also precede and appear in 
immediate conjunction with the 
featured amount—not buried or 
otherwise separated by difference 
in art treatment.” 

A new section provides that “cars 
of the current and preceding model 
year, which are other than brand 
new, be clearly identified and quali. 
fied as ‘used,’ ‘low mileage,’ ‘execu- 
tive driven,’ ‘demonstrator,’ etc., as 
might be the case.” 

The rule on “savings claims” has 
been revised to bar featuring of 
savings claims or discounts on any 
cars other than brand new. Savings 
claims on new cars are to be 
clearly qualified as “from manu- 
facturer’s list price,” and offers 
must identify the model or models 
to which the featured amount ap- 
plies. 


Quality tools for trucks, buses, farm 
tractors, and aircraft. Hand forged from: 
chrome nickel alloy steel. Tougher, last 
much longer! 









eee — 


T-19 24” Truck and Bus Straight Spoon 












T-20 24” Truck and Bus Curved Spoon 
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18” Tool for starting first 
bead down over rim sarily ) 
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40 Tool for removing and 
replacing lock rings 
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Ken-rool 

LOCK RING REMOVERS I 

stand up under tremendous leverage i 
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New 18” Ring Remover for 5° Firestone Rims i 









Ta Rar ae ae ee 
T-27 18” Ring Tool for R-) Rims i 
f 





i SEE YOUR JOBBER on the complete 

§ line of Job-Designed Ken-Tools. Forged &} 
by the largest exclusive manufacturer of 

i top-quality Tire-changing Tools and 

j Equipment. THE KEN-TOOL MFG. 

CO., AKRON 5, OHIO. 


VOB -OES/IGNED. 


TIRE-CHANGING 
TOOLS KNOWN, USED 
4 Yl AROUND THE WORLD 
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AUTOMOTIVE WASHINGTON 


House Wage-Bill Action 
Is Hailed by NADA 


ip 
(Continued from Page 1) 











neries and cotton gins. In hurriedly 
drafting the 
amendment, how- 
ever, he inadvert- 
ently took the 
minimum wage 
away from all 
workers except 
those in cities of 
250,000 or more. 

The mistake 
will be corrected 
by the Senate, of 
course, 

But it means 
that the Senate cannot possibly ap- 
prove the House measure without 
making at least that correction. 

This will make a Senate-House 
conference necessary to iron out 
differences. 


B. Johnson, Texas Democrat, 
would push for Senate approval 
of the “conservative” House 
measure. 

While everyone agreed that the 
bill would provoke a bitter debate, 
chances appeared better than even 
that the Johnson forces would tri- 
umph. 

Then came the bombshell. 

The bill approved by the House 
contained a horrible mistake. 

While extending coverage to 1.4 
million additional workers, the bill 
took away minimum-wage protec- 
tion and the 40-hour week from 14 
million workers already covered. 

This incredible blunder was made 
in an amendment by Rep. Frank E. 
Smith, Mississippi Democrat. He 





William Ullman 


caught the error himself soon after 
the bill was passed, but it was too 
late for the House to correct it. 

* + * 


Senate to Correct Error 


MITH had meant to amend the 
bill to exempt from its provis- 
ions certain workers in farm-prod- 
ucts processing plants, like can- 


Senate Report Hits 


Territory Security 
Monroney Bill Called 


Peril to Free Enterprise 


ASHINGTON. — Opposition to 

territory security for auto deal- 
ers is stated succinctly and forth- 
rightly by Senator Strom Thur- 
mond, South Carolina Democrat, in 
the Senate Interstate Commerce 
Committee report on the revised 
Monroney bill. 

Arguments given by Thurmond 
are those already heard in hear- 
ings in both Senate and House 
and those sure to be brought out 
in floor debate when the measure 
comes up for a vote. 

Thurmond opposes the bill as a 
“major inroad in our system of free 
enterprise.” Its restrictions, he says, 
are “directly contrary to the eco- 
nomic principle that price competi- 
tion within the same area is es- 
sential to a free enterprise econ- 
omy.” 

Moreover, Thurmond says, the 
bill’s “tendency toward the elimina- 
tion of competition, through im- 
munization from existing laws, 
poses squarely the decision whether 
the basic principle of our free en- 
terprise economy is to be abandon- 
ed in the vital industry of automo- 
bile marketing.” 

* + * 

HE bill’s use of only the Robin- 

son Patman Act concerns the 
South Carolina senator. He speci- 
fically mentioned Section One of 
the Sherman Act. 

Revised S. 2151, Thurmond feels, 
is not in the best interest of the 
consumer. 

“It would be most naive to as- 
sume (in view of General Mo- 
tor’s opposition) that the manu- 
facturer would bear the cost of 
the additional discount,” Thur- 
mond says. “Experience shows 
conclusively that the bearer of 
the additional discount would be 
the consumer.” 

Because automobile production is 
a highly concentrated major indus- 
try, a bill that results in increased 
prices “would have an immediate 
and profound effect on the econ- 
omy,” he says. “This must be con- 
sidered at a time when we all are 


concerned with the adequacy of | 
| velope, 


available means to curb inflation 
and keep prices responsive to con- 
sumer demand.” 
* * * 

HURMOND continues: “This bill 

is reported at a crucial time in 
the continuing struggle between au- 
tomobile manufacturer and dealer 
as to the amount of contro] which 
can be exerted over the dealer by 
the manufacturer. 

“The federal price-sticker law 
greatly assisted dealers in their 


fight for economic independence 
(Continued on Page 50, Col. 1) 



































It also will give Senate liberals, 
like Senator John F. Kennedy, 
Massachusetts Democrat and a 
good bet for his party’s Presidential 
nomination, a good opportunity to 
knock“ other holes in the House 
bill. 

If the Senate succeeds in passing 
a@ more generous minimum-wage 
bill, the conservative House Rules 
Committee could block any confer- 
ence between the two chambers, 

And while the House could even- 
tually force the measures to con- 
ference, members may be too anxi- 
ous to return home to campaign to 
engage in such a long battle. 

OK * * 


Mistake Is Blow to NADA 


HERE are a lot of “ifs” in these 

speculations, and it is possible 
that none will come to pass. But 
the error in the House bill must be 
a blow to NADA and other retailing 
associations, for it has muddled 
what would otherwise have been a 
clear-cut victory for dealers and 
merchants, 

One congressman pointed out 
that this is the sort of mistake 
which occurs when Congress at- 
tempts to pass laws in too much 
hurry, and it is a just criticism. 
Smith did not take time to write 
his amendment carefully, and the 
Republican-Dixiecrat coalition 
which approved it evidently gave 
it no thought whatsoever. 

The best hope for car dealers 
when Congress returns is that the 
Senate will limit itself to deleting 
the Smith error, approving the rest 
of the House bill “as is.” 

A joint conference then could 
come to agreement in a matter of 
minutes. But dealers should remem- 
ber that all the power of organ- 
ized labor will be focused on the 
Senate when it returns, and that it 
will take an even greater effort by 
small businessmen to lick the back- 
ers of a more “liberal” minimum- 
wage law. 

* of 


* 
Long Saturday Night 


INCE the House minimum wage 
bill was approved at too late a 
day, and too late at night for this 
reporter to get the story in last 
week’s issue of AuTomoTive News, 
the next best thing was to check 
with NADA on how they felt about 
the bill and review the action in 
this week’s paper. That was done. 

But before anything could be 
written with a reasonable degree 
of certainty, it was necessary to 
learn whether Congress would 
recess on Saturday. If it was de- 
cided to remain over for a few 
days, as considered, anything 
could happen to the House bill. 
And if the Senate should balk at 
the measure, what I had written 
would be out the window. 

So, with the written piece in my 
coat pocket in an air-stamped en- 
I went to the Capitol to 
watch the course of events. 

As everyone interested knows 
now, the final Saturday session 
devoted to the Cuban sugar legis- 
lation—didn’t wind up until about 
9 a.m. Sunday. 

But it DID wind up, hence, with 
as much pep as I could command 
after an all-night session under the 
Capitol dome, I dropped my envel- 
ope in the mail and then, I regret 
to report, didn’t go on to church 
as I should have done to give 
thanks for my luck, but went to 


my office to mop up and take a 
snooze in my easy chair. 

With minimum wage and cover- 
age legislation on a virtually 
“must” basis, it might have been 
taken up if the session had been 
continued a while longer, and it 
might have gone either way, though 
it is believed that, in a pinch to 
get away, the House bill had a fair 
chance of Senate approval. And 
that, of course, would have been 
good for NADA, bad for organized 
labor and a blow to Senator John 
Kennedy, who certainly will press 
his own bill when Congress returns 


after the convention recess. 
* * ca 


Now for a Nap... 


ee, after the trying 
24-hour session and without 
bothering too much about the sleep 
they had lost, the nation’s legisla- 
tors got out of the National Cap- 
ital as quickly as they could and 
are now, for the most part, in Los 
Angeles. 

Relentilessly, and rather humor- 
lessly, they plodded through the 
complicated sugar bill that the 
Eisenhower Administration said 
could not be delayed until their 
return. 

Except for its marathon quality, 
the session would be characterized 

as dull. The number of legislators 
on hand dwindled in both Houses 
during the night, At quitting time, 
both were close to lacking a quor- 
um, 

By mid-morning the Capitol had 
been handed back to the tourists. 
With offices shut tight, the clerks, 
stenographers and secretaries who 
do the routine business of the Con- 
gress, leaving papers stacked high 
on Senate desks, were snoozing 
where best they could, even as I. 

Only the janitors were on the job. 

ck * x 


Ike OR’s Excise Extension 


T= President has signed a bill 
extending automotive and other 
excise taxes, as well as the 52 per- 
cent corporate income-tax rate, for 
another year. The corporate earn- 
ings tax had been scheduled to drop 
from 52 to 47 percent, the new-car 
excise from 10 to 7 and the tax on 
parts and accessories from 8 to 5. 
In connection with this action, 
we recommend to all dealers a 
new book by C. Northcote Park- 
inson, “The Law and the Profits.” 
Prof. Parkinson is an English- 
man, His first book, “Parkinson’s 
Law,” observed that in the govern- 
ment, “work expands to fill the time 
available.” 
In his new book, which concerns 
taxation, he propounds his second 
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L-M Names Fleming 


Dealer in Fort Worth 


FORT WORTH. — Sam Fiem- 
ing, a former Buick dealer, has 
been appointed Lincoln-Mercury 
dealer here. There had been no 
L-M dealer in Fort Worth for 
about six months. 

Fleming also will handle the 
Comet and the English Ford. 





law: “Expenditure rises to meet 
income.” 

Throughout history, Parkinson 
notes, government income is linked 
with war. 

“During a time of emergency,” 
he writes, “. . . we agree to pay al- 
most anything as the price of vic- 
tory. The war ends and with it the 
temporary expenses which every- 
one has seen to be more or less 
inevitable. 

“In theory, the revenue should 
fall to something like its previous 
level, In practice it seldom does. 
While the governmental income re- 
mains almost at its wartime level, 
peacetime expenditures rise to meet 
it,” 

If anyone wants any further ex- 


tion by the United States and Brit- 
ish governments, 
* « * 


Road Speedup Ordered 


oo Department of Commerce 
has authorized the states to 
double the amount of federal-aid 
road construction contracts issued 
during July, August and September. 
The Bureau of Public Roads ex- 
plained that the speedup was call- 
ed as a result of a new analysis 
of receipts of the Highway Trust 
Fund. 

The other explanation, of course, 
is that local Republican candidates 
will appreciate any business that 
can be tossed to contractors in the 
neighborhood. 

No matter what the reason, high- 
way users welcome any spurt in the 
sluggish highway program, 

* * * 


Transit Agency Approved 


gy mene ami: six years of study, 
Congress approved a bill cre- 
ating a National Capital Transpor- 
tation Agency for Washington, D.C. 

The new agency will handle 
planning for a new rail-and-ex- 
press-bus rapid transit system 
for the capital and will draft fi- 


Ha 


nancing proposals. 

A controversial part of the meas- 
ure “freezes” construction of a 
major parkway and an important 
freeway in northwest Washington 
until at least 1965. 


planation of why Congress keeps 
extending the discriminatory war- 
time excise taxes on cars, trucks 
and parts, we refer them to Park- 
inson’s fascinating, amusing and 
frightening study of federal taxa- 


S&S Clip- On 


The World’s most popular 
AUTO DEALERS LICENSE PLATE CLIP-ON 


The Clip-on thats all rubber clips. 
“No springs ‘to stretch out of ‘shape. 











If your jobbers salesman can’t show you 
the S & S Clip-on, write the factory direct. 


PRICE: 3 to 6 - $1.95, 6 to 12 - $1.85, 
12 to 18 - $1.75. 


oO 


- 128 Harding Ave. N.E. 
Massillon, Ohio 
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INSIDE STATION WAGON 
STORAGE RACK 





4 
‘ CHECK THESE PROFIT FEATURES 


4 MILLION . TWO SIZES fit all popular model wagons. 
STATION WAGON \ sxe ~EASY TO INSTALL in minutes. Universal 
OWNERS ‘ brackets furnished. 
NEED IT NOW! u * EASY-TO-OPERATE — To lower depress 
1 Finger oe either front or rear and 
Write for swing down. 
f wie? 
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INTERNATIONAL 
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Etiwanda, California 


Patents Pending 
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IRON GASTINGS 


GREY 
ONE OF THE NATION'S 
LARGEST “AND MOST»; MODERN 
PRODUGTION FOUNDRIES 
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FOUNDRY DIVISION. 


MAIN OFFICE [AND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 

















for Cars, Trucks and Boats 


RAE-MAR Drift-Lock 
FM Tuner 


Rae-Mar Drift-Lock FM 
Tuner retains fixed 
operational range, 
eliminating station 
skipping. Capacity 

to receive weak 
signals comparable 

to the highest quality 
home FM tuners. Frequency: 

Standard 88 to 108 megacycles. 

Power supply: 12 V negative ground. 


Can be installed in minutes by automotive service man 
Distributor inquiries invited. 


RAE-MAR Electronics, Inc. 1917 No. Hoyt Ave. 
So. El Monte, Calif. « GIlbert 3-4060 


The Broadest and Most Profitable 
Consumer Credit Insurance 


Market Ever Developed 
Tae Ew TLL AL 


Automobile 
Physical Damage Insurance 
ana: 


(Comprehensive Theft and Collision) 


Credit Life Insurance 


RESOLUTE 
INSURANCE 
COMPANIES 


Established 1926 


ba a 1 eee) 
IN CONSUMER CREDIT INSURANCE 


Hartford 2, Connecticut 
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more to relation of new ideas to 
production. 
of * * 


The Evidence 


NCIDENTALLY, in its museum 

at Stuttgart, Daimler-Benz has 
a patent-lawyer’s dream—physical 
evidence of many early develop- 
ments, For example, we think of 
the gearshift on the steering col- 
umn as comparatively new. D-B 
has a 1893 car with such a device. 
A 1894 car hag coil springs and a 


New German Law 
OKs Public Sale 
Of Stock in VW 


BONN, West Germany. — The 
upper house of the West German 
Parliament has passed a law plac- 
ing stock in Volkswagen, world’s 
fourth largest auto and truck pro- 
ducer, on public sale with shares 
selling at about $60 each, 

The new law settles ownership of 
the firm, managed since the end of 
World War II under a special 
trusteeship administered by the 
governments of the West German 
Republic and the Province of 
Lower Saxony. 


Volkswagen President Heinz 
Nordhoff said 60 percent of the 
stock, worth an estimated $167 mil- 
lion, will be offered the public, with 
the remaining 40 percent being di- 
vided equally between the Bonn 
government and Lower Saxony. 


West Germans and company em- 
ployes throughout the world buying 
the stock will be required to hold it 
at least two years before selling, 
Nordhoff said, and the law stipu- 
lates individuals can personally buy 
only 10 shares. 


Volkswagen’s physical assets, 
valued at $380 million, are to be- 
come the property of a special 
foundation to promote automotive 
and other research. 


Daily production at Volkswagen 
is over 3,500 vehicles, about 55 per- 
cent for export. Largest single cus- 
tomer for the car outside West Ger- 
many itself is the United States, 
with 1959 imports to the U. S. total- 
ling 151,000. 





Prestone Pricing 


Slapped by U.S. 
In Antitrust Suit 


KANSAS CITY, — An antitrust 
complaint filed against Union Car- 
bide Corp. charges that since 1950, 
the company has tried to fix resale 
prices of Prestone antifreeze in 
states like Missouri, where resale 
price-maintenance agreements are 
not lawful, as well as in states 
where fair-trade contracts are au- 
thorized. 

The action was filed by the Jus- 
tice Department in United States 
District Court here. 


It seeks injunctions restraining 
Union Carbide from continuing to 
use fair-trade contracts in distri- 
buting Prestone, from consigning 
Prestone to so-called agents, from 
compelling customers to sell only 
through specified outlets and from 
suggesting or indicating the resale 
price of Prestone in any manner. 

Robert A. Bicks, acting assistant 
attorney general, said the action is 
necessary to prevent state fair- 
trade laws from being misused as 
cloaks for illegal arrangements 
among competitors to suppress 
price competition. 





rear engine. One in 1912 used elec- 
tric lights; a 1920 model has a su- 
percharger. The late Prof. Porsche, 
who conceived the Volkswagen, was 
once with D-B, and you can find 
shades of the Volkswagen in an 
early D-B model. 

This year production is running 
at a rate of 120,000 cars a year. 
In 1959, the company built 108,440 
cars, up 9.3 percent; 46,051 trucks, 
up 3.02 percent; 3,998 buses, up 
13.22 percent, and 6,766 unimogs, 
up 25.5 percent. In addition, there 
were knockdown parts for 5,783 


trucks. 
* = 


* 
Why Mercedes? 


MANY auto people wonder that 
the car is called Mercedes-Benz 
and the company Daimler-Benz. 
Mercedes was the daughter of Emil 
Jellinek, a dealer for Daimler 
Motor Co. in Nice, France, He 
agreed to take 20 Daimler cars in 


1901 (a big order in those days) if| [im 


they bore the name of his daughter. 

Daimler is for Gottlieb Daimler 
and Benz for Karl Benz, On Dec. 
16, 1883, Daimler obtained his basic 
patent for the world’s first: light, 
high-speed gasoline engine. On Oct. 
1 of the same year, Benz & Cie., 
was founded in Mannheim with the 

+ aa * 


a 





The First Daimler 
2 


object of building internal-combus- 
tion engines according to the plans 
of Karl Benz. On August 29, 1885, 
the first vehicle powered by a Daim- 
ler engine was patented. Five 
months later Benz obtained a pat- 
ent for his three-wheeled “Benz 
Patent Motor Carriage” powered by 
a@ gas engine. 

Although the two men lived and 
worked within a few miles of each 
other, it is said that they never met. 
Their firms were combined in 1926. 

Benz was more dedicated to the 
auto—or the concept of personal 
transportation; Daimler to the gas- 
oline power plant, whether it be 
for land, sea or air vehicles—hence 
the three-pointed star. 

+ 
























The Present Mercedes-Benz 





Interim Board 
Named by Dealers 
In Greater NYC 


NEW YORK.—An interim board 
of 12 directors has been elected by 
the Greater New York, Long Island 
and Westchester Automobile Deal- 
ers Assn., Inc. 


They will serve until the full 
board of 30 members is voted upon 
by the membership. 

On the interim board are: John 
J. Hayes, Rockville Centre, presi- 
dent; Kenneth Wellner, New York, 
vice-president; Harold Perfit, 
Brooklyn, secretary, and Eugene 
Malice, Brooklyn, treasurer. 

Also, George Ashdown, Queens 
Village; Victor J. Booth, Babylon; 
William Frame, Amityville; Walter 
Heingartner, Brooklyn; Ralph Hor- 
gan, New York; Malcolm Pierce, 
Bethpage; Abraham Rosenberg, 
Bronx, and Joseph Schneider, 
Hempstead. 
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\, Join CARS I 
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While you attend one of the weekly CARS 
Rental System “Seminars in the Sun,” let 
your wife and children (nominal charge for 
children only) be our guests at the beautiful 
Ocean Manor Hotel. Pick your schedule, and 
spend Tuesday, Wednesday and Thursday get- 
ting the powerful CARS story on leasing, 
renting and financing—and still have time to 
enjoy a Florida trip with your family. 


“Seminars in the Sun” are conducted 
weekly in Fort Lauderdale under the joint 
sponsorship of the University of Miami and 
CARS Rental System. While international in 
membership, the small, selective classes per- 
mit individual attention to local problems— 
and show you the way to new profits through 
the only leasing group in the nation made up 
of franchised new car dealers. 


So, bring your family and join the hundreds 
of CARS Rental System members enjoying 
new, more profitable volume through their 
exclusive franchise with the “Lease Leaders 
of the World.” 













CARS RENTAL SYSTEM 
DEPT. AN, DRAWER 7126, SUNRISE STA. 
FORT LAUDERDALE, FLORIDA 


Please send me full information 
concerning CARS ‘Seminars in 
the Sun’’ and the ‘‘Family Plan” 
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As First-Half Production Booms. . . 


Only 4 Makes Hike Output Shares 


Packard Corp. off 1.00 point, and| period of 1955, when an alltime high 


(Continued from Page 1) 


ler, 0.07 points; Buick, 0.04 points, 
and Studebaker Hawk, 0.02 points. 

On a corporate basis, Chrysler 
Corp. gained 2.66 percentage points 
from 1959; American Motors Corp. 
climbed 0.65 points, and Checker 
Motors Corp., was up 0.02 points. 
On the deficit side, Ford Motor Co. 
was off 3.92 points; Studebaker- 


General Motors, 0.23 points. 


* * * 


_—_ 3,813,492 cars turned out by 

the industry during the first six 
months of this year was a 16 per- 
cent boost from the 3,286,851 units 
rolled from United States assembly 
lines during the same period a year 
ago and marked the highest first- 
half output since the January-June 





Chrysler Continues Mum 
On Why Newberg Left 


(Continued from Page 4) 


He has received about $75,000 of 
that amount and apparently is in- 
eligible to receive the rest under 
terms of the company’s incentive 
compensation plan. 

Newberg also had been granted 
options to purchase 35,000 shares 
of Chrysler stock at prices rang- 
ing from $49.94 to $64.44, Actually, 
the options were academic since 
the price of Chrysler stock has 
fallen since they were granted, 

Newberg owns 2,189 shares of 
Chrysler common stock. 

He also gives up his seat on the 
board of directors of the Automo- 
bile Manufacturers Assn, His suc- 
cessor will be nominated by Chrys- 
ler. Colbert last month was re- 
elected AMA president. 

Although the official reason for 
Newberg’s departure was not forth- 
coming, industry sources advanced 
plenty of possibilities. 

Some observers insisted that a 
difference of opinion on marketing 
strategy caused the blowup, That’s 
a broad field which embraces such 
functions as prices, distribution, 
product lines, dealer relations and 


advertising. 
* * oe 


5 iene corporation’s profit position 
and how to improve it also 
could have led to the split. Chrysler 
executives haven’t received a bonus 
since 1957, and the board of direc- 
tors included 11 officials of the cor- 
poration at the time of the June 30 
meeting. 

A “supplier revolt” has been 
mentioned frequently, It is said 
that Newberg instituted a low- 
bid policy under which contracts 
were awarded on the basis of 
price alone, thus freezing out 
some established firms that have 
done important developmental 
work for Chrysler. 

The report of a Chrysler-Ameri- 
can Motors merger also was cited. 
Some observers believe that New- 
berg favored such a move, with 
AMC’s George Romney becoming 
head man, and that this brought 
about a showdown between Colbert 
and Newberg. 

Both Romney and Colbert denied 
the merger rumor only a week be- 
fore Newberg’s resignation. 

* cg * 


| io SOME quarters, there was 
speculation about how long Col- 
bert would continue as chairman 
and president. of Chrysler. He added 
the presidency when Newberg left. 
The report persisted that the next 
move will be to bring in an outsider 
as president. 

The new setup at Chrysler has 
returned Edgar C. Row to a 
Prime role in the corporation. 
Row has resumed the post of first 
vice-president, which he held 
from 1958 until last April. New- 
berg, as executive vice-president, 
reported to Row during that pe- 
riod. 

Row had been expected to retire 
this month because of a hearing 
ailment, but Colbert said he has 
almost completely recovered from 
that difficulty and is ready to take 
On More strenuous duties. 

ok eo * 
a will be 65 years old next 
January, but Colbert said last 
week that the normal retirement 
age can be extended in his case. 
Highly respected in the auto in- 


Chevrolet Deal Folding 
TORONTO. — Cragg Motors, Ltd. 
(Chevrolet), Scarboro, is going out 
of business, Vice-President Harold 
Fishleigh said. He said the firm had 
lost its franchise. 





dustry, Row has served Chrysler 
44 years. He compiled an out- 
standing record as president of 
Chrysler of Canada before as- 
suming a major role in the parent 
company’s rebuilding program in 
1956. 

In the opinion of some observers, 
“if Ed Row were 10 years younger, 
Chrysler’s problems would be 
solved.” 

Newberg’s resignation brought 
considerable comment from Sol A. 
Dann, Detroit attorney who has 
adopted the corporation as his per- 
sonal whipping boy. Dann owns 
5,100 shares of Chrysler common. 

Ea ea 


pes repeated his charges of 
mismanagement and sent the 
following telegram to Chrysler’s 
board of directors: 

“Since you previously represented 
to shareholders and the public 
press Mr, Newberg’s extreme im- 
portance to Chrysler’s welfare, 
therefore, in order to restore public 
confidence and in behalf of all 
Chrysler shareholders, you are re- 
spectfully requested to immediately 
give stockholders a true, full and 
detailed statement of all the differ- 
ences between Messrs. Colbert and 
Newberg that led to Newberg’s 
resignation, 

“And you are also requested to 
name the certain corporate poli- 
cies upon which they differed and 
specify which of these men was 
attempting to remove any acts of 
corruption or incompetencies, and 
by what means, merger or other- 
wise, and which man opposed or 
interfered, and also how long you 
expect Mr. Colbert to remain and 
take $250,000 a year salary from 
Chrysler and why.” 

A Chrysler spokesman said a 
reply had been sent to Dann. The 
reply consisted simply of the text 
of the board’s statement on New- 
berg’s resignation. 


How Each Maker Fared... 


of 4,257,150 cars were built. 

The compacts were the big talk 
on the production scene this year 
as they picked up 25.79 percent of 
total first-half output on 983,560 
assemblies, The group is compos- 
ed of Comet, Corvair, Falcon, 
Lark, Rambler and Valiant this 
year. 

A year ago, Rambler and Lark 
turned out 301,750 cars for 9.19 per- 
cent of total industry assemblies. 

Suffering the most from the in- 
troduction of the new compacts was 
the low-price standards, which de- 
clined from 58.85 percent on 1,934,- 
425 assemblies last year to 43.05 
percent’ on 1,641,696 cars built 
through the first six months of this 
year. 

The mediums declined from 28.39 
percent on 933,469 cars assembled 
during the first half of 1959 to 28.26 
percent on 1,077,748 units this year. 
The highest priced class declined 
from 3.57 percent on 117,207 assem- 
blies in 1959 to 2.90 percent on 110,- 
488 units this year. 

ok * ok 
oes was not the only maker 
to establish a new high for first 
half assemblies. Rambler and 
Thunderbird also cracked their pre- 
vious marks, 

Rambler led all compacts with 
a record 276,544 assemblies good 
for 7.25 percent of total industry 
output during the first half of 
this year. That topped the 216,771 
units built last year, when the 
AMC unit captured 6.60 percent 
of total industry assemblies. 

Thunderbird’s output of a record 
51,047 cars accounted for 1.34 per- 
cent of total industry output this 
year, topping its previous high of 
39,276 assemblies good for 1.19 per- 
cent last year. 

Dodge’s 237,987 assemblies during 
the first half of this year topped its 
former high of 224,145 assemblies 
during the first half of 1950. Pro- 
duction of 126,652 cars during the 
second quarter of this year ,also 
surpassed the former high of 124,- 
321 units built during the second 
quarter of 1950. 

The big lift for Dodge came with 
the Dart series, which accounted 
for 5.78 percent of total industry 
output on 220,318 assemblies. The 
standard Dodge captured 0.46 per- 
cent on 17,669 units. 


Rodenfels Chosen 


CLEVELAND. — The Cleveland 
Chevrolet dealers’ association has 
elected John Rodenfels president. 
James Connell is vice-president; 
Ray Herzberger jr., treasurer, and 
Wilbur Ragg, secretary. 


Six Months Car Output—'60 vs. '59 


First Half 
Output, 
1960 


AMERICAN MOTORS 
Rambler 

CHECKER MOTORS 

CHRYSLER CORP. ................ 


Dodge Division 
Dart 
Dodge (Std.) 
Imperial 
Plymouth Total 
Plymouth 
Valiant 
FORD MOTOR 





Ford Division 
Falcon 
Ford (Standard) 
Thunderbird 
L-M Division 


Lincoln 
Mercury 
GENERAL MOTORS 
Buick 
Cadillac 
Chevrolet Division 
Corvair 
Chevrolet (Standard) 
Oldsmobile 


611,465 
49,016 
15,805 

237,987 

. 220,318 


First Half Pct. of 
Output, Total 
1959 Output Loss 


Pct. of 
Total 
Output 


+ 0.65 
+0.02 
+ 2.66 
—0.07 
— 0.54 
+3.29 
+5.78 
—2.49 
—0.13 
+0.11 
—3.92 
+4.03 
—2.10 
—3.12 
+7.03 
—10.30 
+0.15 
+ 1.02 
+2.03 
—0.71 
—0.19 
—0.11 
— 0.23 
—0.04 
—0.34 
+2.26 
+3.84 
— 1.58 
—1.31 
—0.80 
—1.00 
—0.02 


216,771 
2,839 
439,759 
44,813 
31,132 


7.25 
0.11 
16.04 
1.29 
0.41 
6.24 
5.78 
0.46 
0.23 
7.87 
3.84 
4.03 
26.74 
22.01 
7.03 
13.64 
1.34 
4.73 








oe 


L-M Dealers Elect— 





William H. Alen, standing, center, Lincoln-Mercury Los Angeles district sales man- 
ager, congratulates C. B. Knickerbocker, Santa Ana, newly elected president of the 
Southern California Lincoln-Mercury Dealers Advertising Assn. The new officers of the 
LMDA board, seated, from left, are, Mrs. Helen Sachs, Downey, secretary; Bob Estes, 
Inglewood, vice-president; Knickerbocker, and Robert Kitchen, Bakersfield, treasurer. 
Standing: Pascal Dilday, San Diego, director; Alen, and Art Hannifin, Pasadena, direc- 
tor and immediate past president. Not pictured is Herb Stevens, Phoenix, director. The 
association handles advertising for 67 Lincoln-Mercury-Comet dealers in Southern 


California, Southern Nevada and Arizona. 


Hot Pace Continues... 








Sales Hit 647,000 Again 


(Continued from Page 1) 


month’s volume, Comet was up 
14.16 percent; Valiant, 5.72; Ram- 
bler, 3.96, and Studebaker, 3.57. 

A decline in volume was noted by 
Falcon, down 2.41 percent, and 
Corvair, off 9.60, 

In sheer volume, May was the 
best month in history for Rambler, 
Valiant and Comet, 

* ae * 
7 TERMS of corporate market 
penetration, Chrysler Corp., 
American Motors and Studebaker- 
Packard improved their standings 
over the previous month. 

Chrysler was up 0.46 points to 
14.94 percent, deepest penetration 
the corporation had achieved 
since January, 1958. 

AMC’s gain was 0.26 points, mak- 
ing its share of 6.77 percent its big- 
gest since last December. S-P was 


Kentucky Waylays 
Car Buyers Who 
Try to Evade Tax 


FRANKFORT, Ky.—So intent is 
the State of Kentucky on collect- 
ing its new sales and use taxes 
that revenue agents have ordered 
roadblocks along the Ohio River to 
collect taxes on merchandise 
brought into the state. 

The action is expected to trap 
automobile buyers from Kentucky 
going into other states to purchase 
cars and bring them back into Ken- 
tucky, 

The new tax went into effect 
July 1, The roadblocks were order- 
ed five days later, 

Almost 50 agents, according to 
Revenue Commissioner William 
Scent, will work at checkpoints 14 
hours a day. They have been in- 
structed to look for such major 
purchases as farm equipment and 
furniture. 


AP Purchases 
Columbus Shocks 


TOLEDO.—AP Parts Corp. man- 
ufacturer of replacement mufflers 
and pipes, has entered the shock 
absorber market with the purchase 
of Heckethorn Mfg. & Supply Co., 
makerg of Columbus shocks at 
Dyersburg, Tenn. 

Heckethorn now is a subsidiary 
of AP and will confine itself to 
shock absorber manufacturing and 
to selling original equipment, AP 
President Paul Putman stated. Kool 
Kooshion Co., owned by Hecke- 
thorn, will continue its present sales 
and manufacturing activities. 

AP has formed a third new sub- 
sidiary, Columbus Parts Corp., 
which will assume all after-market 
sales activities on Columbus shock 
absorbers Aug, 1. 



















up a modest 0.06 points to 1.71 per- 
cent. 

Losses amounted to 0.07 points 
for General Motors, which was off 
to 43.88 percent, and 0.27 for Ford 
Motor Co., down to 25.52 percent. 

* * ok 
B* INDIVIDUAL makes, the big- 
gest gainer in penetration dur- 
ing the month was Chevrolet, up 
0.47 points, 
Other increases, in order, were: 
Dodge, 0.43; Comet, 0.33; Ram- 





Sales Score 


For May 


New-car registrations for May: 


1960 1959 
Pos. Make Pos. 
1—171,779 Chev. 141,323— 1 
2—131,721 Ford 137,205— 2 
3— 46,016 Plym. 41,515— 3 
4— 43,822 Rambler 35,900— 5 
5— 39,875 Pontiac 39,133— 4 
6— 39,356 Dodge 15,107— 8 
I— 33,660 Olds. 35,643— 6 
8— 25,736 Buick 23,656— 7 

9— 17,298 Comet... 
10— 14,280 Mercury 13,346— 9 
11— 12,875 Cadillac 13,160—10 
12— 11,045 Stude, 12,619—11 
13— %,573 Chrysler 6,489—12 
14— 2,427 DeSoto 4,505—13 
15— 1,847 Lincoln 2,535—14 
16— 1,274 Imperial 1,666—15 

46,476 Misc, 54,846 

Tota] All Makes 
647,055 583,459 


Further details on Page 38. 





bler, 0.26; Buick, 0.07; Plymouth, 
0.06; Studebaker, 0.06, and Chrys- 
ler, 0.03, 

Losses amounted to 0.55 percent- 
age points for Ford, 0.35 for Pon- 
tiac, 0.18 for Cadillac, 0.08 for Olds- 
mobile, 0.04 for DeSoto, 0.03 for 
Mercury and 0.02 for Lincoln and 
Imperial. 

In terms of volume, all makes 
topped year-earlier totals except 
Ford, Oldsmobile, Cadillac, Stude- 
baker, DeSoto, Lincoln and Imper- 


ial. 
—Rosert M. LIENERT 


Rhode Island Dealers 


Enjoy Annual Outing 


EAST PROVIDENCE, R. I.—The 
Rhode Island Automobile Dealers’ 
Assn. held its 50th annual outing 
at the Metacomet Golf Club here. 

Sports were the order of the day, 
including the annual golf tourna- 
ment and softball competition. John 
M. Dunne was the general chair- 
man of the outing, assisted by 
Charles W. Criss, Frank A. Mor- 
rone, Robert F. Tasca and C, A. 
Ramsay. Julius L, Abrams wag in 
charge of entertainment. Heading 
the Sports Committee were Ellis P. 
Hawkes jr. and Fred G. Halbig. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 


Week Week Jan. 1 
Ended Same Ended Total To 
duly 9, Week, duly 2, Output, July 11, 
1960 1959* 1960* dune* 1 








To Lowest Week of Year ... 


Ford Strike, Holiday 


x: Slash Car Output 


(Continued from Page 1) 


day), the biggest decline was en- 
countered at Ford. 

Falcon and Comet production 
was all but halted by material 
shortages brought about by a strike 
at the company’s stamping plant at 


ess Walton Hills, O., a suburb of Cleve- 





49,604 

Plymouth. ................ 3,300 8611,940 3,905 19,392 272,964 151,042 
J er 6000 6262 36212 ........... 161,209 
FORD MOTOR** ........... 11,335 34,251 35,956 164,771 1,002,241 1,037,293 
Ford Division .............. 9,913 30,233 29,284 130,880 874,438 854,316 
OTE inccaccccesiecceesceees TD. -arerensiv’ 10,745 49,858 .......... 272,464 
Ford (Standard) ... 7,668 28,562 16,275 71,004 832,573 530,348 
SET. wdertieseeee’ vonceseses 1,671 2,264 9,928 41,365 51,504 
L-M Division .. 1,422 3,509 6,672 33,891 103,851 182,977 
IEE: \-scnsrinevedsvscesovesie 9). .-ectiahaaa S658 FEIGB cccvscres 77,986 
PEERS Cae 395 281 «1,153 «16,514 _~—s 11,286 
Mercury  ......-:.:.00 1,420 3,114 Poco enue esate i 
GENERAL MOTORS .. 47,345 56,643 17 , 1,686 
ul Ricans obtaeiweseteicopeets 3,875 5443 24,899 146,939 167,978 
Fie edighiieseibaiers 2, 2,658 3,435 15,121 93,486 94,049 
Chevrolet Division .... 28,400 33,795 31,853 166,428 935,784 1,144,796 

GIVE oc ccvcccosscccsesesees Oe, Eee ee. tiemnpee 1 
Chevrolet (Stand.).. 25,800 33,795 30,533 152,031 935,784 995,968 
vadesepbeveesebeneds 5,531 8,973 6,092 30,825 237,130 219,100 
NL Nits Siadedebenes 6,800 7,342 9,355 42,481 261,459 265,763 

S-P CORP. 

Studebaker ................. 1,944 2,643 1,925 11,391 92,984 67,184 
Total Cars, U. S.** .... 92,084 123,117 125,939 613,718 3,473,402 3,925,579 


**Totals for 1959 include Edsel production. 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 





Total Trucks, U. S. .... 13,990 


Total Cars, Trucks, 


9,776 


741,110 


106,074 148,779 149,775 727,019 4,168,670 4,666,689 


5,879 41,865 256,645 260,967 


Trucks, 
U. S. and Canada....112,729 158,555 155,654 768,884 4,425,315 4,927,656 
*Revised. 





Wilkie Views... 





Resurgent Demand for 6s 


(Continued from Page 2) 


the cast-iron business. The cast- 
iron producers apparently are be- 
coming more conscious of this and 
they are getting busy in their 
search for manufacturing tech- 
niques they hope will improve their 
standing in the auto industry.” 

Disclaiming any personal prefer- 
ence for either metal, this authority 
of long years in the industry noted 
that there is no all-aluminum en- 
gine in the modern-day automo- 
biles. nem 


“WHAT ABOUT Chevrolet's air- 
cooled Corvair powerplant?” he 
was asked. 

“It still uses a sizable amount of 
cast iron and steel,” was the reply. 
He referred to cylinder barrels, 
camshaft and crankshaft, “For 
every cylinder barrel you put in an 
engine—a four, six or eight—you 
add a dollar to the cost of the 
engine,” he said. 

“But don’t get me wrong; the 
aluminum industry is working 
hard on the auto industry’s re- 
quirements. It could come up 
overnight with new refinements 
that would extend the use of the 
metal in car construction, The 


Bankruptcy Auction 
PAMPA, Tex.—The building, real 
estate and equipment of the bank- 
rupt Noblett-Coffey Pontiac Co., 
are scheduled to be sold at auction 
soon to satisfy the claims of cred- 
itors. 


automaker will go for whichever 

material does the job best and 
most economically.” 

Meanwhile, more aluminum will 
be used in 1961 mode] automobiles 
because more smaller, lower-priced 
cars will be produced and will use 
the white metal in components in 
which it has been successfully used 
in the 1960-model period. 


THE ALUMINUM producers 
continue enthusiastic about the 
prospects for steadily increasing 
business with the automakers. 
Right now the building industry, 
especially housing, is the greatest 
buyer of aluminum products. 

Within a few years, says an alu- 
minum industry spokesman, sales 
to the auto industry will equal 
those to the building industry. 

The aluminum producers are 
constantly experimenting with 
new uses of their metal in car 
construction, But the results of 
the experiments are demonstrated 
to the automakers rather than to 
the public. The automakers have 
to be convinced and they don’t 
like their suppliers, even such 
large ones ag the metal, rubber 
and glass makers, to tell them 
what they should or should 
not do. 


Right now engine blocks, engine | 


heads, pistons, transmission cases 
and radiator grilles and other dec- 
orative units use’ most of the alu- 
minum that goes into the modern 
automobile. 


land. The shortages closed plants 
at Lorain, O., and Kansas City the 
entire week, and compact-car as- 
sembly lines were halted at mid- 
week at San Jose, Calif., and Me- 
tuchen, N. J. 

In addition to the compact-car 
losses, Ford Motor had scheduled 
only four plants to work the entire 
week, They were the standard 
Ford plants at Dearborn, Norfolk, 
Va., and Mahwah, N. J., and the 
Mercury plant in Wayne, Mich. 
Other Ford Motor plants, including 
the Lincoln-Thunderbird unit at 
Wixom, Mich., were down all or 
part of the week for vacations, ma- 
terial shortages or inventory ad- 
justments. 

+ * 
= slice in Comet and Falcon 
output chopped compact output 
from 33,850 units and 26.9 percent 
of total industry output a week ear- 
lier to only 24.3 percent on an esti- 
mated 22,338 assemblies last week. 

Standard-size car output last 
week totalled an estimated 69,746 
assemblies, good for 75.7 percent 
of total industry production, A 
week earlier 92,089 cars were 
built, good for 73.9 percent of 
total industry assemblies. 

A breakdown of compact output 
last week showed Rambler on par 
with the 9,700 units produced the 
previous week; Valiant off from 
6,262 to 6,000; Falcon down from 
10,745 to 2,245; Comet off from 4,051 
to a meager two; Corvair up from 
1,320 to 2,600, and Lark up from 
1,772 to 1,791. 

Only compact to work five days 
last week was Rambler, which 
scheduled three shifts Saturday. 
Corvair was on four days at Oak- 
land, Calif., and three-day opera- 
tions at Willow Run; Kansas City 
Corvair was shut all week, Lark 
again was on a three-day schedule 
at South Bend, Valiant worked 
four days. 

* + * 
= THE standard group, Ford, 
with only three of its “big car’ 
plants working the entire week, 
declined from 16,275 assemblies a 
week earlier to an estimated 7,668 
units. 

Elsewhere, Chevrolet, with all 
plants except Kansas City on 
four-day operations, declined 
from 30,533 cars a week earlier 
to an estimated 25,800 last week; 
Plymouth dropped from 3,905 to 
3,800; Checker rose from 118 to 
160 assemblies, and Studebaker 
Hawk remained even with 153 
assemblies each week, 

In the medium field, Dodge again 
led the class with 9,500 assemblies 
last week, compared with 9,833 a 
week earlier; Pontiac was off from 
9,355 to 6,800; Oldsmobile down 
from 6,092 to 5,531; Buick off from 
5,443 to 4,426; Mercury from 2,340 
to 1,420; Chrysler up from 1,577 to 
1,600; DeSoto up from 167 to 200 
units, and Thunderbird was down 
all last week after having turned 
out 2,264 cars the previous week. 

In the highest-priced class, Ca- 
dillac was the only maker in opera- 
tion last week. It worked four days 
and turned out 2,688 cars last week, 

|compared with 3,435 assemblies a 
week earlier, Lincoln was down all 
last week for vacation, and Imper- 
ial is down for changeovers. Both 
Lincoln and Thunderbird will re- 
|Sume output July 18, 
| * od + 

HE cutback in Ford output plus 
the closing of assembly lines at 
| two Chevrolet plants the entire 
| week also forced commercial-car 
output to its lowest level since last 
December. 

The truck makers turned out 
an estimated 13,990 units last 
week, compared with 23,838 as- 
semblies the previous week and 
25,662 trucks turned out during 





the week ended July 11 last year. 
Canadian manufacturers turned 








out an estimated 5,879 cars and 
trucks last week, compared with 
6,655 units a week earlier, and 
9,776 vehicles built during the week 
ended July 11 a year ago. 

A breakdown of Canadian opera- 
tions showed the makers turning 
out 5,010 cars and 1,645 trucks last 
week, compared with 4,644 cars and 
1,235 trucks a week earlier. Ford 
Motor car output, halted the last 
two weeks to adjust inventories, 
will be resumed this week. 

—Martin L, WHITMYER 
* * a 


Dodge, T-Bird, Rambler 
Smash Output Marks 


DETROIT. — Dodge, Thunderbird 
and Rambler all set new highs for 
car output in June, 

The industry turned out 613,718 
cars during the month to record a 


On Capital-Gains Tax... 


0.3 percent increase over the 611,958 
units rolled from U. S. assembly 
lines in May and a 9.9 percent 
boost from the 558,306 cars turned 
out during June, 1959, 

On an individual basis, Dodge 
turned out 46,626 cars in June to 
surpass its former high of 46,187 
cars assembled in August, 1950. 
Rambler built 50,562 cars to top its 
former high of 48,687 assemblies in 
March of this year. Thunderbird’s 
output of 9,928 cars in June beat 
its former high of 9,794 assemblies 
in May. 

Commercial-car output for June 
stood at 113,301 units, compared 
with 117,763 in May and 120,499 in 


June last year. 
* * * 


Ford Plans Glass Plant 


For Canada in 1961 

TORONTO.—Ford Motor Co. of 
Canada will invest $6 million to buy 
land and erect and equip a glass 
factory in Crowland Township, be- 
tween Welland and Niagara Falls, 
Ont. 

The company hopes to have the 
plant in operation by August, 1961, 
according to Rhys M. Sale, presi- 
dent. The plant will employ between 
200 and 250 workers, he said. 

Ford’s principal supplier at the 
present time is Duplate of Canada. 


Court Sides with Lessors 


(Continued from Page 6) 


less where probabilities rather 
than accidents are relied upon to 
produce what is hoped to be an 
accurate estimation of the ex- 
pense involved in utilizing an 
asset.” 

The Supreme Court ruling em- 
phasized an industry practice put 
forward by the AALA in its amicus 
curiae brief now pending in the 
Court of Appeals for the Fifth Cir- 
cuit in the Charlie Hillard case. 

The AALA has taken the position 
here that the depreciation allow- 
ance “igs designed to return to the 
taxpayer, tax-free, the cost of his 
capital asset over the period during 
which it is useful to the taxpayer 
in his business.” 

In the Hertz case, involving the 
1954 Internal Revenue Code, the 
court having already decided what 
“useful life’ meant under the 1939 
Code, found no difficulty in approv- 
ing the very specific regulations 
under the code. The latter defined 
“useful life” in the same way. 

Since “useful life” meant the es- 
timated period of use in the partic- 
ular taxpayer’s business, a taxpayer 
who did not intend to and did not 
hold his vehicles for three years 
was not entitled to take accelerated 
depreciation. The ruling stated that 
under the 1954 Code, accelerated 
depreciation is limited to property 
“with a useful life of three years 
or more.” 

The Hertz decision also held 
that estimated salvage value was 
a limit below which an asset 
could not be depreciated even in 
cases where accelerated deprecia- 
tion was appropriate. 

The AALA has repeatedly stated 
in its public statements and com- 
munications to its members that 
vehicles held for periods shorter 
than three years are not entitled 
to be depreciated on an accelerated 
basis. 

The president of the AALA, 
David Brockman, Kansas City, re- 
affirmed to the association’s mem- 
bers and to the industry that the, 
decisions will have a clarifying af- 
fect on depreciation practices in the 
leasing industry. 

The AALA’s Washington tax 
counsel, Perlman, Lyons and Emer- 
glick, advised the membership that 
these were the first fundamental 
decisions made by the Supreme 





25 Ramblers to Replace 


Chicago Police Cycles 


CHICAGO.—A fleet of 25 Ram- 
bler Six sedans has been deliv- 
ered to the Chicago Police De- 
partment. The cars are intended 
to replace motorcycles for patrol 
work. All 25 cars have heavy- 
duty equipment, police speed- 
ometers and spotlights. 

Harry Knowles, AMC regional 
fleet manager, said Ramblers are 
becoming increasingly popular 
for police work. 











Court in the field of depreciation 
of leased motor vehicles. 

A full and comprehensive report 
of the events leading up to the de- 
cisions will be given AALA mem- 
bers at its mid-year meeting in 
Chicago on Sept. 26, Brockman 
added. 


Obituaries 


Francis C. Reith, 45; 
Former Ford V-P 


CINCINNATI.—Francis C. Reith, 
45, president of Crosley Division of 
AVCO Corp. and a former Ford 
Motor vice-president, died July 3 
of a gunshot 
wound in the 
chest. Police said 
evidence indi- 
cated the wound 
was self-inflicted. 

Mr. Reith join- 
ed Ford in 1946 
and became man- 
aging director of 
Ford of France in 
1952. He was in- 
strumental in re- 
organizing Ford 
of France and in merging it with 
Simca in 1954, He returned to Dear- 
born in 1955 as Mercury general 
manager and joined Crosley in 1957, 

” * - 
Theodore Willard Hufstader 

EVANSTON, Ill.—-Theodore Willard Huf- 
stader, president of Bonnie Buick here and 
son of William F. Hufstader, retired Gen- 
eral Motors distribution vice-president, died 
June 29 at his summer home in Coloma, 
Mich, He was 37 and had been a Buick 
dealer since 1949. Mr, Hufstader is sur- 
vived by his wife, Bonnie, six children and 
his parents, 





F. C. Reith 


* * * 


Thomas R. Forsythe 
SYRACUSE, N. Y.—Thomas R. Forsythe, 
— owner of Center Motors, died June 
* + * 
Armotte Harvey Boyer 
TROY, O.—Armotte Harvey Boyer, 72, 
died June 25 in Piqua, He was a former 
president of Meteor Motor Car Co, in 
Piqua, 
+ * * 
Guy R. Garraway 
HATTIESBURG, Miss.—Guy R. Garra- 
way, 73, who operated Brooklyn Motor Co. 
in nearby Brooklyn for 30 years, died 
here June 24. 
* + * 
Delbert G. Burch 
TEXARKANA, Tex.—Delbert G. Burch, 
65, president of Burch Motor Co., Inc., 
died June 26 after a long illness. 
+ * * 


Roy Winchester 
COLUMBIAVILLE, Mich.—Roy Winches- 
ter, 72, associated with Burgess-Winchester 
Chevrolet Co, for 20 years before retiring 
in 1954, died June 25 in Bradenton, Fila, 
* + 


* 
Richard A. Bradley 
DENVER.—Richard A, Bradley, 86, an 
auto dealer in Fort Collins at the turn 
of the century, died here June 28, 
. * 


Henry Coiley 
AUBURN, N. Y.—Henry Coiley, 65, a 
Chrysler-Plymouth dealer in Moravia, died 
June 29 


* * * 
William E, Dennis 
FRANKFORT, 0O.—William E, Dennis, 
65, a former auto dealer here, died June 
23 in Ft, Myers, Fla. 
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Import Factory Relations Debated 


(Continued from Page 2) 


ers; the things that breed distrust 
between buyer and seller. 
* + * 

— WAS a time when every 

dealer was a respected member 
in the business community. His 
plans were long-range. He stayed 
loyal to one product, His salesmen 
were real salesmen—not tricky fi- 
nance operators or circus barkers. 

In my experience, I’ve found that 
the majority of dealers want to 
operate along sane business lines, | 
but it takes only a handful of bum 
dealers to start a chain reaction 
with their shady wheel-and-deal 
methods, so that the basically hon- 
est ones can’t do anything else but 
follow the crowd, eventually find- 
ing themselves in serious trouble 
or completely out of business. And, 
there’s always another one to take 
his place; so, who cares? 

That there are “boys” in the 
field is not denied, but all man- 
ufacturers are guilty of this— 
domestic and imports, There are 
a lot of good ones, too—with ex- 
perience and know-how. At any 
rate, the quality of dealers in the 
business, and the very philosophy 
of sell-sell-sell that exists today, 
almost makes it a waste of time 
to put real men in the field be- 
cause some dealers wouldn’t lis- 
ten anyway. They know it all. 

On the other hand, as long as 
manufacturers pick poor dealers to 

fill in the gaps made by the dead 
ones, we'll never get out of this 
vicious cycle, There is really only 
one way to do it and that is for all 
manufacturers to handpick the 
right dealers and THEN MAKE 
SURE THEY TAKE CARE OF 
THEM. 

True, the sales won’t be phenom- 
enal for the time being, but you 
can bet your bottom dollar that the 
steady stream of smal] sales from 
these quality dealers will more 
than make up for the hot shot who 
blew the sales lid off one year and 
died the next, It’s a two-way street 
—remember that, 

* 


* * 


A™. lastly, for the record: 


1, The American compacts have 
proven themselves a success, and 
this is mainly due to the pioneering 
work done by imports who proved 
there was a need for such cars. 
Detroit, otherwise, would never 
have stuck its neck out. 

2. The imports have taken many 
a domestic dealer out of the finan- 
cial graveyard. Many have enjoyed 
a success they never experienced 
before. 

3. The imports have built up a 
national dealer network in only a 
few years while Detroit, after more 
than half a century, is still plug- 
ging up holes. So, let’s give the 
imports some credit. 

4. The imports have brought into 
this country some new concepts in| 
engineering design, and dealer) 
standards, Some of it has rubbed 
off on us. Let’s hope it catches on. 
We can use it.—Factory MAN. 

* *” 


A Dealer’s View 
WOULD like to comment on | 
some of ‘the discussion cover- 
ing the prospects of imports. 

It must be remembered that there 
is a hard core of dealers in this 
country that has survived 12 years 
of the import business. These deal- 
ers have not had a gravy train for 
all of these 12 years. That they 
have survived speaks something for 
the stamina of these dealers. 

It is certain that a considerable 
percentage of the dealers that have 
entered the field since those days 
will also have the ability, capital, 
merchandise, etc., to stay in busi- 
ness, It is possible that the moans 
you report in your paper are being 
sent up by that certain percentage 
that will fail in any endeavor. In 
fact, it is the opinion of the writer 
that we have too much paternalism | 
in this country. 

The rules for staying in busi- | 

ness should be fair, but these | 

rules should not keep the weak | 
domestic, or import, car dealer, | 
the weak domestic car maker, the | 
inefficient car importer, the in- | 
efficient lumber mill or jet engine | 
builder, etc., in business at the | 
expense of the taxpayers. 

A note is needed, I believe, on 

the effects of the compact domes- | 





tic car. There domestic compacts 
are tough competition, without any 
doubt. However, don’t let anyone 
kid you into thinking that the ’49 
through ’54 domestic Fords and 
Chevs, as well as the 49 through 
’52 Plymouth, were not tough com- 
petition. 

In some ways, that era was 
tougher. At that time, it was mostly 
a battle of the seacoasts (very little 
of the import penetration was in- 
land). 

+ + 


* 

Now, there will be import dealers 

surviving in all parts of the 
country. These survivors will pick 
up some service and parts revenue 
from the customers of those that 
fail, as happened in the 1953 to 1955 
period, when there were a good 
number of import dealer failures. 

In addition, the surviving im- 
port dealers will be meeting the 
challenge of the domestics with 
the best import cars that they 
have ever sold. Some of these 
imports are tremendous improve- 
ments over the cars of 10 years 





ago. Of course, they can all stand 
further improvements; however, 
this is true of the domestic car 
and anything else, 

We will close on one final note. 
Every boom brings excesses, Was 
the excessive publicity, over the 
past few years, given to one, or 
two, or more, of the imports caused 
by any form of payola? Failure 
in the car business is not abnormal 
and the writer believes that on the 
downswing of the cycle, this should 
be kept in the proper perspective.— 
NorTHWEST DEALER. 

P.S. In re-reading my last para- 
graph, I wonder if I made the point 
clear that I do not imply that your 
paper is guilty of excessive and 
misleading publicity on the import 
field. 

* * * 
‘Do Like the Americans’ 


yes letter is mainly to answer 
the dealer, who was interviewed 
in, your article: “Import factory re- 
lations” 6/27/60. 

To start, I came in this country 


in 1948 from the Netherlands. Five 
years later I became a citizen, but 
during the first years I had a lot 
to learn and change my system and 
thinking to the American way. I 
love this country, and never had it 
so good. 

To come back to the dealer, who 
did all the talking in this interview, 
and who is in the automotive field 
for at least 25 years: The way he 
handled this doctor’s repair was 
completely wrong. This dealer pos- 
sibly believes in selling only, not 
servicing. 

If he is so long in the automo- 
bile business he should have 
known, that it is improper to 
charge a customer under war- 
ranty, and also such low mileage, 
600 miles as indicated. Of course, 
the customer got sore, but caused 
by this experienced dealer. All the 
dealer had to do was repair the 
car, file a warranty claim, and no 
domestic or foreign manufacturer 
had ever rejected such a claim. 

This dealer has all kinds of diffi- 
culties: 

1. The factory people are punks. 

2. His customers are phonies. 

* * - 


AYBE he is one of those deal- 
ers, who, when the selling of 
imports was not selling but just 


49 


order writing, patted these import 
people on the back, telling them 
how much better automobiles they 
made, and how much nicer it was 
to work with them, than with the 
domestics. I have often listened to 
such dealers (lucky there are not 
too many) and it always gave me 
a sickening feeling. 

Now the time has come, to 
make a difference between boys 
and men. The going is a bit hard- 
er, but I think more interesting. 
Some people get weaker caused 
by strain, some get stronger. 
There are a lot of young people 

in the field, who belong to the men, 
but some older men never made 
the grade, and still belong to the 
boys, It is time for above mention- 
ed dealer to look in his own back 
yard for weeds. 

One thing I have to agree with 
him on, some of these foreigners 
are too arrogant, and try to change 
the Americans to their system and 
ideas. The answer to that is very 
simple, and the import people bet- 
ter realize it. 

There is an old saying: “In Rome 
do like the Romans.” I could add, 
“In America do like the Ameri- 
cans.” And the Americans have 
done very nicely so far.—J. pe Haan, 
Jacksonville11, Fla, 
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BRAND 


in new large-size disposable cans 
for all car air-conditioner jobs 


*dichlorodifiuoromethane refrigerant 


New 1% Ib. and 2% Ib. sizes... singly or in combination... 
will service all your car air-conditioner jobs faster, easier! 


Count these advantages over ; 


bulky cylinders: 


vamos 


1 Money-saving inventory control. 
Parts Department can issue-and-charge 
“Prestone” R-12 Refrigerant to each 


individual job. 
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bulky cylinders. 


No loss from leakage . . . no shop waste. 
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Count these advantages over 
small 15 oz. cans: 


1 Just one package is large enough to fill a substantial 
number of auto air conditioners now in service. 


2 


model auto air conditioner. 
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Combinations of two or three of the new 
“Prestone” R-12 sizes will fill any 


Faster charging of air conditioners. 


FREE ! Send for brand new “Prestone” R-12 “Air Conditioning Capacity Chart.” First time ever offered. Write: Sales Manager, 
“Prestone” Car Care Products, Union Carbide Consumer Products Company, 270 Park Avenue, New York 17, N. Y. 


“Prestone’”’, ‘‘Eveready"’ and “‘Union Carbide” are registered trade-marks for products of 
UNION CARBIDE CONSUMER PRODUCTS COMPANY « Division of Union Carbide Corporation * 270 Park Avenue, New York 17, N. Y. 
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Volume, Profits Both Off . 
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Sudden Slump Besets 
San Diego’s Market 


(Continued from Page 8) 


salesmen with phone calls and post- 
cards. 

There is no lack of confidence 
here. As Leitner put it, “San Diego 
is bound to pick up in the next 90 
days. Our tourist season is here; 
the aircraft problem has levelled 
off, and we can begin to sell again.” 

Another man was sure the feel- 
ing of uncertainty had reached its 
climax in early May and as soon 
as public confidence was restored 
by stability in the aircraft indus- 
try, business would surge forward 
again. 

* ” * 

OMPACT cars came in for their 

share of attention in dealer dis- 
cussions. A few operators believe 
that compacts have greatly affected 
the price per unit for used cars. 
Accordingly, it is necessary to cut 
prices on more expensive units to 
move them. 

Another man said, “When ’61 
compacts hit, I think we’re going 
to have the biggest melee in history 
of the automobile industry. There’ll 
be some 12 compacts. I don’t know 
that it’s going to put anyone out 
of business, but it’ll certainly stim- 
ulate business by virtue of adver- 
tising. 

“There’s no question but what 


Senate Report Hits 
Territory Security 


(Continued from Page 45) 


but the provision of the reported 

bill would allow the manufacturer 

to dictate the territory in which 
the dealer may sell.” 

The bill, Thurmond contends, is 
discriminatory and enactment 
“would tend to encourage other in- 
dustries which utilize a franchised 
dealer system to seek similar im- 
munities.” 

Since payment of the rebate is 
not mandatory and since GM, the 
largest of the manufacturers, says 
it will not use the provisions of the 
bill, passage would be “an exercise 
in futility,’ Thurmond says. 

He assumes that other car mak- 
ers would not go along because ex- 
emption from other federal statutes 
is not included—an assumption 
which has already been borne out 

subsequent hearings before a 
use Interstate Commerce Sub- 
committee. 

Furthermore, Thurmond con- 
cludes, manufacturers would not 
use the bill “unless they were able 
and willing to induce a very sub- 
stantial portion of their dealers, 
who do not desire territorial secur- 
ity, to accept it against their will.” 

* ” * 


Tar official report on the revised 
Monroney bill includes the ap- 
proval given by the Department of 
Commerce and the opposition state- 
ment of the Department of Justice. 
It also explains the amend- 
ments made in the original meas- 
ure before approval by the full 
committee, The three-year life 
span given in the bill is meant to 
allow “government and industry 
a reasonable period of time to 
judge whether the legislation was 
doing the job it was designed 
for.” 
As need for the legislation, the 
report also cites giving of proper 
service which is made costly and 


difficult when a franchised dealer| 


is “called upon to supply warranty 
service on cars he did not sell and 
from which he made no profit.” 


Kaiser Gets Loan 


In Argentina 


WASHINGTON.—Industrias 
Kaiser Argentina hag received a $1 
million credit from the Export-Im- 
port Bank of Washington. 

Proceeds of the credit will be used 
to purchase machine tools to help 
expand IKA’s automotive manufac- 
turing plant at Cordoba, Argentina. 
An $11 million expansion program 
now under way is aimed at increas- 
ing automotive production from 38,- 
000 to 60,000 units per year. The 
loan is repayable over five years. 


a 





imported-car dealers will be 
hurt,” he asserted. “I expect to 
see more units sold and less prof- 
it made, Dealers will be spending 
more in advertising to make the 
deal, and they’ll end up with less 
in their pockets.” 


Another man said, “I know it’s 
going to be a lot tougher for us 


than in the past when the new com- 


pacts arrive. We've brother dealers 
in the area who've really been suf- 
fering. When they get a compact 
they’re going out for business 


which competes with everything we 
sell.” 


Utschig said, “I wish I knew what 
was going to happen when com- 
pacts arrive, It will be nice to have 
a car (F-85) to compete in the low- 
priced market. A lot of people 
would like to have Oldsmobile qual- 
ity in the price bracket of a Chev- 


rolet.” 
* * Ed 


PINIONS on the fate of im- 

ports varied depending upon 
dealer’s interest. One dealer, with 
quite a line of imported cars, de- 
clared: “I think the imported-car 
business is here to stay. Compacts 
won't hurt the import business, 
which belongs to the man who is 


in it exclusively. 

“Imports don’t make a good mix 
with domestic sales or service,” 
he continued, “On an import you 
sell the car, On big cars you sell 
the deal. Besides, imports have 
already taken their big drop. It 
happened when the first Big 
Three compacts were introduced.” 


A dual] outlet carrying both im- 
ports and Detroit-builts reported 
that import sales began to. fall off 
around March 1. The sales man- 
ager said that many of his makes 
have become “soft” and that the 
company is working its inventory 
of new imports to a position more 


relative to sales. 


Campbell offered this opinion: 
“As soon as Ford and Chevrolet 
put out a small convertible, imports 
will be hit a lot harder than they 


are now.” 


But it was not all optimism tem- 
pered with business judgment dur- 
ing Automotive News’ conversation 
with San Diego dealers. Several 
dealers made no bones about un- 
happiness with factory planning or 


merchandising programs. 

One man, commenting on the 
profit-per-unit picture, said, “My 
feeling is that if the factories 
would just stop trying to beat 
the other guy to the first million 
cars, we’d all be a lot happier. 
They’re doing a distinct disserv- 
ice to the dealer. 


“It’s an injustice to our attempts 
to maintain independence. I am 
now carrying more cars than at 
any time since 1958. Every one of 
these cars costs me money until I 
can sell it on an overloaded mar- 


ket.” 


White Reelected 
NADA Director 





WASHINGTON. — A. E. White 
(Oldsmobile), Columbus, O., has 
been reelected Ohio director for the 
National Automobile Dealers Assn. 
for a three-year 
term beginning 


January, 1961, 


of the National Convention and 
Exhibition Planning Committee. 
During 1959, he served as NADA 
secretary. 

A former chairman of the NADA 
Business Management Committee 
and a member of the National Af- 
fairs Committee, White has also 
served as president of the Columbus 
Automobile Dealers Assn. and has 
held every office in his state associ- 
ation. 


White, an 
NADA member 
for 24 years and 
a director since 
1954, is chairman 
of the Executive 
Group Life Insur- 
ance Administra- 
tive Committee, a 
member of the 

A. E. White Retirement Plan 
Board of Trustees and a member 





HELP WANTED HELP WANTED 


New Car 


ence in dealership handling over 
350 new cars per year. Box 816, Sioux City, Iowa. 





attractive Ges tan based to garages and service stations. 


Very 
iy Gootane hensiee, letedinn life in- a $17,000 annual income. If you feel your 


hospitalization insurance, sick experience will qualify you for this posi-| GeneRAL MANAGER or general sales 
tion, and you reside in New Jersey, Penn- 

paid vacation, plus pending re- manager, age 38, family man, resident 

sylvania or Delaware, and have required of southeast Florida, Fifteen years in 


We are interested only in an ambitious, croft 6-2865—ask for Mr, Hilsinger, 


eae nly well established organization Jersey, 


Florida Cadillac-Chevrolet dealer. 


Galles Motor Company 





investigation, 


NEEDED—DYNAMIC SALES MANAGER 
—Excellent opportunity for sales manager 
who is a terrific closer. Our salesmen not 
allowed to close deals. Qualifications: 30 
to 45 years of age, good personal habits, 
sober, must be powerful closer. Our firm Attention! 
has been in same location for thirty 
years, very prosperous and finance 75% RETAIL PARTS AND 
of our own deals. Cars handied are Ram- 
bler line and all five English Ford lines. SERVICE MANAGERS 
Starting salary $10,400 per year plus 
ence to: Southern Motors, Inc., 301 East 


tunity for experienced man with ability ‘ 
to manage parts department, purchase | OW" your own dealership. 
and maintain accurate inventory, and sell 


sales. Midwest, capital city 30,000, large 
trade area. Salary, commission, good 


1627, c/o Automotive News, Detroit 7. 


LARGEST INDEPENDENT BMC-JAGUAR 
DEALER in northern California desires | automobile manufacturers. 
experienced man in service administra- 
tion, customer relations and personnel. Box 1626, c/o Automotive News, 
Salary open. Profit sharing bonus, Send Detroit 7 
age, education, family status and ex- P 
perience in reply, Box 1591, c/o Auto- 
motive News, Detroit 7. 


BUICK SERVICE WRITE-UP SALE S- 
MAN, around 35 years of age, Ideal 
working conditions, Southwest area met- 
ropolitan dealer. A real opportunity for 
a man who can produce, Write Box 
1592, c/o Automotive News, Detroit 7. 


WANTED —- MANUFACTURERS REPRE- 
SENTATIVE, by national manufacturer 
of small luggage trailers—to contact auto 
dealers. Desirable territories available. 
Commission. State experience: Lines han- 
died and territory covered. Box 1573, 
c/o Automotive News, Detroit 7. 















Automotive Engine Rebuilder 
Desires A 
Take-Charge Foreman 


Looking For A Future. 


UNITED ENGINE REBUILDERS, INC. 
Jersey Ave., New Brunswick, N. J 



















HELP WANTED 


REGIONAL SALES MANAGERS 


Rootes Motors expanding their dealer network in the under mentioned states— 
requires 4 additional Regional Managers. Excellent opportunity for young, ag- 
gressive automobile men to join prominent manufacturer, actively developing 
further -U. S. Market. Experience in development of territories and dealer 
appointment, good knowledge of retail merchandising, sales training, and 
financial control essential. Applicants residing centrally in territories listed 
preferred. 
New York State (excluding N. Y. City, Westchester County) and 
Western Pennsylvania. 
Virginia, West Virginia, Kentucky, Tennessee. 
Southern California. 
Northern California, Oregon, Washington. 

Reply giving full particulars of experience to respective Sales Managers: 





EASTERN STATES WESTERN STATES 
Mr. C. R. Melton Mr. H. Henkel 
Reotes Motors, Inc. Rootes Motors, Inc. 
42-32 21st Street 9830 West Pico Bivd. 
L. 1. C. 1, New York Los Angeles, Calif. 


ROOTES MOTORS, INC. 


HILLMAN, HUMBER, SUNBEAM, SINGER, COMMER 





MAN WANTED. Utility equipment sales- 
man dealing with Eastern distributors, 
Most complete line of derricks, diggers, 
ladders, etc, on the market. Inquiries 
confidential. Address your reply to Box 
1609, c/o Automotive News, Detroit 7. 


Sales Manager MEN WANTED: Are you making over 


$20,000 per year? We want men to 
Responsibility of headin demonstrate and sell simple device that 
Sales Division in organiz stops shimmy and shake in cars; elimi- 
with Cadillac since 1908—with Olds- nates all wheel balancing and tire truing 


mobile since 1933 — requirements in- and most front end work, Requires less 
clude: than 30 minutes per car, Instrument 


costs dealer $159.00 complete. Write for 
1. Current sales management experi- details to: J. Lavinger, B & B Mfg. Co., 


2. Age 35-55. SERVICE MANAGERS—SERVICE SALES- 
3. Excellent health. MEN: We are the exclusive factory dis- 
4. Fine personal habits. tributors for New Jersey, Pennsylvania 
5. Proven ability to merchandise new and Delaware for a revolutionary new, 


cars on quality standards. low-priced wheel alignment machine sold 
The 


market potential is terrific—will produce 


ae investment of under $700.00, call FOx- 
or 
aggressive, loyal and enthusiastic sales write: Automotive Alignment Equipment, 
leader who desires permanent associa- Inc., 25 North Essex Street, Dover, New 


wow fects employes; <ipeieinila nett ian eataeasanaianaaticitata ts 
In new facilities of over 200,000 SERVICE MANAGER for Clearwater, 
Ex- 
panding dealer in a fast growing area 
needs a top flight, factory trained serv- 
wilt be a, photogr r ice manager—merchandiser with execu- 
yes. tive ability, Must be family type man 

with flair for good customer relations. 
Mail complete resume to: Earl A. Post, 
Ibuquer: c/o Larry Dimmitt, Inc., 603 South Fort 

Bex 1332, A ‘que, New Mexico Harrison, Clearwater, Florida, Please do 


not apply unless you can stand rigid 





terrific bonus. Write resume of experi-| j¢ you are ambitious and have first hand 
Broughton St., Savannah, Georgia. At-| knowledge of the retail parts and service 
tention: Mr. Julius Kaminsky, President. | business, there is an excellent opportunity 
__ Telephone: ADams 4-3478.  =————__s| waiting you. You can either advance to 
PARTS MANAGER—FORD — Good oppor-| q top position with our firm or eventually 


Ford parts to wholesale trade. Now sell-| The position is one of counseling with 
ing $140,000 per year—expect to increase | selected dealers in the Midwest. Sub- 
stantial starting salary, car and expenses. 
company benefits for right man. Char-| Travel required. Must locate in the Chi- 
acter, job references required. Reply Box! cago area. You will have an outstanding 
opportunity with one of the two largest 



























POSITION WANTED 


GENERAL MANAGER: Aggressive pro- 
ducer with fourteen years’ experience in 
all phases, interested in permanent con- 
nection in quality dealership. Presently 
general manager metropolitan, multiple 
point, 300 to 400 unit dealership. Desire 
greater challenge and opportunity in 
larger dealership. Family man, late 
thirties, will relocate for substantial im- 
provement. The finest of ability and 
character references furnished. Box 1623, 
c/o Automotive News, Detroit 7. 


AGGRESSIVE MAN, thirties, married, 
raised in automobile business—presently 
in family owned new-car dealership as 
used-car manager, appraiser and buyer, 
seeking like position or g. m_ position for 
one of ‘‘Big 3.’’ Consistently one of top 
salesmen in area. Experienced closer. Will 
relocate for position with future. Box 
1624, c/o Automotive News, Detroit 7. 


EXPERIENCED PONTIAC and Oldsmobile 
service manager desires position with 
reliable dealer. Box 1631, c/o Automotive 
News, Detroit 7. 






























the automobile business, ten years of 
‘“‘no red’’ management experience, Cap- 
able and experienced in running absentee 
dealer operation, desires permanent po- 
sition with dealer locally, Would con- 
sider partnership or buy-in deal. Refer- 
ences. Reply to Box 1632, c/o Automo- 
tive News, Detroit 7. 


SERVICE MANAGER with demonstrated 
ability for improving all phases of 
dealer service operation. Age 35, married, 
high rating on vocational tests, techni- 
cal and modern management practices 
training. Ability to analyze, organize, 
deputize and supervise proved and sup- 
ported by references. Operation with 
large potential monthly sales in South 
or Southwest preferred. Box 1633, c/o 
Automotive News, Detroit 7. 


MANAGER OR GENERAL SALES MAN- 
AGER with thorough knowledge of the 
automobile business and with the ability 
to operate a large dealership; one who 
can direct and supervise large sales and 
service departments and handle all ad- 
ministrative duties; one who can handle 
advertising, business management and 
factory relations. If your sales and gross 
profits are low, used car inventory ex- 
cessive, reconditioning costs too high, 
fixed coverage too low; if you have need 
of 18 years of automotive know-how, I 
would like to exchange confidential infor- 
mation with such a dealership. Box 1611, 
c/o Automotive News, Detroit 7. 













































GENERAL MANAGER or general sales 
manager — Young, aggressive, family 
man, seeks association with dealer who 
wants to increase volume and_ profit. 
Proven ability with GM, Ford and im- 
port line. Six years’ experience with one 
of nation’s largest volume dealers, cap- 
able of handling all facets of sales 
management, such as promotional ideas, 
training, used car merchandising and 
strict expense control. Complete resume 
and recent photo upon request. Reply 
Box ~~ c/o Automotive News, De- 
troit 7. 


fanart a i i 

YOUNG MAN with wholesale and retail ex- 
perience looking for general manager’s 
position with eventual buy-in. I am ex- 
perienced with the Chrysler line and im- 
ported cars, would like medium-sized 
deal, Will relocate and come in on trial 
basis. Am presently employed, but want 
deal with future. Salary open, can fur- 
nish best of references. Box 1598, c/o 
Automotive News, Detroit 7. 


OFFICE MANAGER — Bxcellent working 
knowledge General Motors’ accounting, 
financing, receivables, payables, credit 
extension, expense control and analysis. 
Sixteen years’ experience in service, 
parts and office, Prefer Midwest location 
with career opportunity, Presently em- 
Ployed—available August. Box 1600, c/o 
Automotive News, Detroit 7. 




















ACCESSORIES FOR SALE 


NEED MOBILE 
COMMUNICATIONS? 


180 2-Way Radios 
LINK MODEL 2210 SS 
152-162 FM Mobile, 12 Volts 
$65 each—Excellent condition—as a 
matter of fact in oper- 
ation presently. 
Delivery can be immediate. 


Call or Write FRANK FINLEY 
347 Cayuga St., Pittsburgh 24, Pa. 
Phone: MUseum 1-8470 






















































TOP HEAVY 
WITH NON-SELLERS? 


Balance your used car inventory at 
auto auctions listed on Page 30. 
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DISTRIBUTORS WANTED 


DISTRIBUTORS 


We are world distributors of a new rev- 
olutionary, low priced front end alignment 
machine which has excellent acceptance 
with and is greatly needed by the service 
station and garage operators and we now 
require a distributor for each of the fol- 
lowing states—lilinois, Wisconsin, Minne- 
sota, lowa, Missouri, Kentucky, Arkansas, 
Florida, Alabama, Mississippi, Louisiana 
and Texas. 

We are interested in persons capable 
of hiring and training a retail sales force 
of at least 10 salesmen and who have 
$25,000 available for inventory and work- 
ing capital, 

This is a sound, lucrative opportunity 
for persons with the proper sales and or- 
ganizational ability and you should net 
well in excess of ,000 per year. 

Although we might prefer someone with 
no other interests, we would consider an 
automobile dealer or someone presently 
in Retail or Wholesale distribution, pro- 
viding a separate company and manage- 
ment is set up for this exclusive operation. 

If you are serious about wanting a deal 
where you can really make money with 
a small investment and you can act im- 
mediately, write Box 1635, c/o Automotive 
News, Detroit 7. 





DEALERSHIPS AVAILABLE 


HANDLING PONTIAC-CADILLAC DUAL 
—Texas Gulf Coast area, 60,000 popu- 
lation, 220-unit potential, Making money. 
Dealership 15 years old and sound, No 
building to buy. Box 1538, c/o Auto- 
motive News, Detroit 7. 


FRANCHISE HANDLING CHEVROLET— 
Olds—B uick, approximately 200 car 
P.P. Illness forces immediate sacrifice 
sale. No blue sky. Buy fixed assets at 
current appraisal, and current parts and 
accessories. Excellent lease on new build- 
ing. Factory approval necessary, Call 
MUtual 4-5436, Wickenburg, Arizona. 


FOR SALE — Going automobile business 
handling Buick, Opel, Pontiac and GMC 
trucks. Sixteen years in present location, 
forty years in automobile business. Will 
sell parts, equipment and building, or 
will lease building. Owner retiring. Write, 
call or come and see: E. 8. Hamric, 
Hamric Motor Co., P. O. Box 616, River- 
side Drive, Grafton, West Virginia. 
Phone: 1176. 


FLORIDA—Dealership handling Dodge for 
sale, established 37 years—owner retiring 
—140,000 population sales area, excellent 
location, parts, accessories and equip- 
ment. Business produced % million prof- 
it. Factory approval necessary, $40,000 
deal. Box 1615, c/o Automotive News, 
Detroit 7. 

DEALERSHIP HANDLING CHEVROLET: 
Located in the most modern sales and 
service facilities, potential sales 200 to 
225 new units. High volume parts and 
service business, Old established dealer- 
ship, reason for selling retirement, Will 
sell or lease buildings. Located in South- 
west. Factory approval necessary, princi- 
pals only. Replies confidential. Box 1605, 
c/o Automotive News, Detroit 7. 


WESTERN NEW YORK, dealership han- 
dling Chevrolets over thirty years avail- 
able. City over 23,000 and trading center 
for over 100,000 more—planning potential 
300. Complete, modern service equipment 
and parts equipment, large used car lot. 
Will sell or lease building and used car 





lot. Must have factory approval. Write 
Box 1628, c/o Automotive News, De- 
troit 7. 


LARGE ‘‘BIG THREE’’ metropolitan deal- 
ership in Pittsburgh, Pennsylvania area, 
convenient to very large population 
group. Has unlimited potential, Clean, 
well balanced and efficient operation with 
large customer clientele. No real estate 
investment. Buy-out plan can be ar- 
ranged, if needed, for qualified operator 
with limited investment. Reply in detail 
to Box 1629, c/o Automotive News, De- 
troit 7, 


TRUCK DEALERSHIP 


Established parcel and route delivery 
truck dealership available in Midwest 
area, 200-400 truck potential. Complete 
parts stock and service facilities. Experi- 
enced sales and service personnel, estab- 
lished customers. Selling because of other 
business interests. Box 1630, c/o Automo- 
tive News, Detroit 7. 








# 





MR. DEALER 


Inquire about the new 


VESPA 400 


DEALERS WANTED IN 
OHIO e KENTUCKY e 
INDIANA ¢ MICHIGAN 


Over three hundred Vespa's sold in ene 
(1) county. Alse the complete line of Vespa 
Meter Scooters. One of the finest lines of 
scooters in the world. 


You are not required to handle —4 ~ in- 
ventory of parts as we carry large inven- 
tory in Indiana. 


LET US SHOW YOU 
BIG PROFIT POTENTIAL 


Contact: 
TRENNY AUTO SALES 


3401 N. Sherman Dr., 
Indianapolis, indiana 











DEALERSHIPS AVAILABLE 


PACIFIC NORTHWEST—Dealership han- 
dling Buick-Opel in Puget Sound area. 
Planning potential 300, single dealer 
point. No used cars, accounts or blue 
sky. Must be able to secure factory ap- 
proval. Reply to Box 1616, c/o Automo- 
tive News, Detroit 7. 


DEALERSHIP: Handling Dodge, Dodge 
Dart, Dodge trucks, located in thriving 
community western New York state. 
Large stock parts, well equipped shop. 
Write Box 1601, c/o Automotive News, 
Detroit 7. 

DEALERSHIP HANDLING CHRYSLER- 
Plymouth-Valiant in north central Jer- 
sey, established business in a growing 
community. Very little money needed to 
buy out, Will sell or lease building and 
lots. Must sell due to age and ae 


Box 1625, c/o Automotive News, 


troit 7. 

LONG ESTABLISHED DEALERSHIP han- 
dling Buick and Pontiac in Midwest town 
of 12,000. Progressive industry, good 
hunting, fishing, ideal climate, Low rent 
on modern building, A profitable deal, 
can be purchased with minimum capital. 
No blue sky, Box 1634, c/o Automotive 
News, Detroit 7. 





HANDLING FORD 
Automobile agency available at less than in- 
ventory for quick sale. In same location 40 
years, well equipped shop and office equip- 
ment, stock of Ford parts, air conditioned 
office, furnace heat. Excellent location, at- 
tractive lease on building or option to buy 
building. Anxious to sell before July 2I. 
JOHN DICKINSON FORD SALES, 300 N. 
Main, DeSoto, Missouri, phone: 32. 





DEALERSHIPS WANTED 
CHEVROLET, FORD OR GM DUAL in 
California, selling 350 or more units per 
year, Will pay top cash price, Factory 
approval assured, All replies will defi- 
nitely. be kept confidential, Box 1453, 
c/o ‘A\itomotive News, Detroit 7. 
HANDLING GM IN FLORIDA, Minimum 
200 cars. Will pay top cash price for 
right deal, All replies confidential, Box 
1594, c/o Automotive News, Detroit 7. 


“BIG THREE’’—Midwest, pay top cash 
price. Factory approval. Confidential. 
Will pay some blue sky. Box 1617, c/o 
Automotive News, Detroit 7. 


FLORIDA—AIll cash. Confidential. Will pay 
some blue sky. Box 1618, c/o Automo- 
tive News, Detroit 7. 


LEASING COMPANIES WANTED 


LEASING 
COMPANIES 
WANTED 


As part of our tremendous expan- 
sion program, one of the coun- 
try's fastest-growing leasing com- 
panies will pay top dollar for 


small or large, local or national 


leasing companies dealing in 
cars} trucks or heavy equipment. 
All replies held in strictest con- 
fidence. 


KONNER RENTALS CORP. 


375 Great Neck Road 
Great Neck, New York 


DEALER SERVICES 





MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
to 36 months . .. for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 


* Cars may be taken overseas without re- 
financing. 


Military Acceptance Corp. 


Dept. D, P. 0. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Pewer” booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 





1960 Auto Costs! 


Discover how much your competitors’ cars 
really cost. The book, “AUTO COSTS," gives 
you the factory invoice prices of all 1960 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers and banks nationwide, Order your 
‘60 edition today for only $10—three year 
subscription $18 (including all supplements). 


AUTO COSTS, ppenese Publishing Company, 
Liberty, N. Y. 








CARS FOR SALE 








MERCEDES-BENZ 


Direct Importer—No Middle Man 
ALL MODELS 1955-1960 


Cars are serviced and cleaned, ready for 
resale. Supply on hand. Confidential. 
Dealers Wholesale Price List on Request. 


GLOBE AUTOMOTIVE 
IMPORTS, INC. 

















Ample Supply of 


CLEAN 
USED 


. CARS 
1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 














CLEAN IMPORTED CARS 


Lowest wholesale prices. All years and models. 


Call or write: Thomas Nemet 


NEMET MOTORS 
153-19 Hillside Ave., Jamaica 32, New York 
Tel: JAmaica 3-5858 








1960 VOLKSWAGENS 
Fully Americanized 
IMMEDIATE DELIVERY 


In Charleston, South Carolina 
And in New York ‘ 


Call: New York, Circle 5-0630 


RONALD INDUSTRIES, LTD. 
1860 Broadway, New York 23, N. Y. 








1960s 


CHEVROLETS 


Impala 4door hardtops, convertibles, Bel 
Air 6 and V-8 sedans. 
FORDS 

Galaxie 4-door hardtops, convertibles, se- 


dans, Sport coupes. Fairlane 500 sedans. 


CADILLACS 
Sedan de Villes and convertibles. 


1959s 
CHEVROLETS 


Bel Air 4door hardtops, 
cayne sedans. 


air, sedans, 


Fairlane 500 4-door hardtops, convertibles. 


RAMBLER 
Super 4door sedan, 


OLIN'S U DRIVE 
MIAMI, FLORIDA 
Gene Brett—FR 1-6591 





i 


PARTS FOR SALE 
LLOYD PARTS—SKODA PARTS—for all 
models. Immediate delivery. AMSKO, 
5069 Broadway, New York 34, New York. 


LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000. 

CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 

AUTOMOTIVE BULB #1034 price $14.00 
per C; #67 and #89 §7.00; #1154 and 
#1158 $15.00; #1073 $13.00; #57 $5.50. 
Plastic electrical tape %” x 33 ft. $4.80 


doz.; %” x 66 ft, $9.00 doz, Prepaid. 
Acme Sales, Box 1244, Camden, New 
Jersey. 


NSU PRINZ and Sport Prinz parts and 
accessories, Contact your nearest dis- 
tributor or sole U. 8S, importer, Fadex 
Commercial Corp., National Parts Cen- 
ter, 421 East 91st St., New York 28, 
N. Y. TRafalgar 6-7010. 











CHEVROLET BODY JOB “‘tied up” for 


lack of a critical panel or reinforcement? | 


Try Fuller-White Chevrolet, Tulsa. $250,- 
000 inventory perpetually controlled. 





LLOYD PARTS for all models, U. 8.’s old- 
est authorized Lloyd importer, If car is 
down, we ship same day, Foreign Cars 
Corporation, 1812. So. Andrews Ave., 
Fort Lauderdale, Florida. JA 2-9942. 


nT om aie aE i A CNN RA ARMIES AST 
SEE PAGE 30 
for the nation’s 
TOP AUTO AUCTIONS 



























MISCELLANEOUS 





No Other Tow Bar 
Measures Up To 


The SUPERIOR 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 





¢ PARTS - 


HANSA 

Goliath © Express 
HANSA CORPORATION 
Master Parts Depot 


Western Distributor 


1326 Marsten Rd. 
Burlingame, Calif. 
Di. 2-6358 







































SHOP EQUIPMENT FOR SALE 


TURNTABLE, electric indoor or outdoor. 
Good condition. $275. Mike Peterman 
Oldsmobile, Cedar Lake, Indiana. 


























Praca Fite == $5035 
Federal Excise Tax Included 


° 
THE FAMOUS 


MOTO-MATIC 
TOW . GUIDE 


With Universal 
Swivel Action 
Four Clamp Hook-Up 


Dealers’ List F.0.B. Factory 
Dealers’ Special Discount 25%... 


Dealers Net with 4 
Federal Excise Tax included 
@ 
""ON THE BALL** 


TOW-PILOT 


Cadalloysteel Coupler 


Dealers’ List F.O.B. Factory ........ $51.00 
. 12.75 







FOR SALE 


BEAR DRIVE ON 
WHEEL ALIGNMENT MACH. 
with gauges and bending tools included. 


$1,000. Will take late model used cars at 
low book. 


BURKHOLDER-SYDNOR, INC. 


Box 51, Oak Hill, West Virginia, 
Phone: HO 5-5656 












































MISCELLANEOUS 













Special Introductory Offer 


The NEW ‘3 


Time 


ROADKING ONLY 


fone” omplete with adjustable $550 


wade allies 

























eanined tn Four eae Hookup 50 
Draw Beam Dealers Net with 2 
Universal Writer Aetles Ber 39 Standard plus 2 Large $3825 
Adapter Clamps 


The "ORIGINAL BRAKE BAR" 


Automatic BraKinG 


Only Bar Manufactured Today 
WITH THE UNIVERSAL ¢ $5145 


"WRIST ACTION" 
Incldg. BRAKE HOOK-UP 
$450 
$3750 


TowKinG ...22'0 
$3750 


Federal Excise Tax Included 


Substantial Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts 
“Leaders in the Industry 
since 1939" 



















Hook-Up 
TRAIL KING 
BALL BAR .......-. 


CompacTow Intra- 
State Tri-Bar 


































STEEL (Tow Bar) CARRYING YOUR Canadian Distributors 

CASE with Wheels & Handles CHOICE n Soom sed ae 
BROWNIE CARRY-ALL Onl ae Y . St. ve Wheels 
BAG Mounted ON Y torena toute Wag ean 





Rubber-Tired WHEELS $13.95 
SAFETY CHAINS, set of 2, only...... $2.95 
All Prices Include Federal Excise Tax 


Liberal Quantity Disceunts 
To Distributors 


Tow Bar Sales Co. 






MISCELLANEOUS WANTED 


TOW BARS—NEW OR USED—For trans- 
porting passenger cars in Illinois. Call 
or write quoting make, model, condition, 
price. Pollard Motor Company, 210 North 













York §st., Elmhurst, Illinois. TErrace 
Exclusive Factory Distributor €-5708, 
DE 2-0700 AN 3-8888 Nites: BA 1.8717 IDEAS 
FEW INCH ‘‘NEWS ITEM” AD upled 
Call Collect “3 rv coin 


with ‘‘hard sell’’ equals large ad produc- 
tivity at fraction of cost. Exclusive 
rights available from Fiske Advertising, 
2 Depot Plaza, White Plains, New York. 


charges 
on $100.00 orders 
40 So. Clinton St., Chicago 6, Ill. 
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New Subscription Order 


| 

! 

| 

l 

| 

| Send Automotive News to Address Below 
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“nylon thump” 
dealers find 
60 sales run 
smoother! 








KRAJENKE BUICK REPORTS: 
“Fewer complaints about 
tires this year’’— says Richard 
Krajenke, Detroit, Michigan 
“We haven’t had any trouble yet 
this year. I am very satisfied with 
the new tires and we seem to be 
getting a lot fewer complaints 
about tires than we used to get. 
People are asking us if the cars 
have tires with TYREX cord on them and we attribute this 
in large degree to the national advertising that Tyrex Inc. has 
been doing. We think the tires have had a lot to do with the 
fact that the 1960 Buick is quieter running.” 
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JERRY McCARTHY CHEVROLET 
REPORTS: ‘‘No morning sick- 
ness on tires with TYREX 
cord’’—says Bart Piscitello, 
Detroit, Michigan 


“TYREX cord helps new tires and 
wé’ve had very few complaints. 
You tire people are doing a good 
job. People who have driven the 
new cars tell us the new tires are 
qubiaae and have better gripping features on ice and wet 
pavement. There’s no more ‘morning sickness’ with these new 
tires with TYREX cord. We’ve had people tell us there has been 
a lot of improvement in tires and tire safety in the last few 
years. People are asking about the cord now so we think that the 
advertising and publicity are making people talk about tires and 
what they do.” 





they say 
TYREX tire cord 
cuts complaints! 








TAKOMA FORD REPORTS: 
“‘TYREX cord in tires helped 
to sell’’—says Charles Heinlein, 
Takoma Park, Maryland 

“We have had no complaints of 
any kind on our ’60 car tires. 

“The safety features and good 
service of the new tires have helped 
to sell more cars. TYREX cord 
advertising has helped, too. 
“TYREX cord has a better reputation and tires squeal less on 
turns, hold pressure better.” 


No wonder every make American car comes equipped with tires made with TYREX cord. 
Dealers’ reports repeatedly stress fewer complaints, smoother riding qualities, more satis- 
fied customers with these tires. Motorists everywhere are becoming more and more cord 
conscious, too—thanks to the most powerful TYREX tire cord advertising yet. Make the most 


of this growing demand by reminding your customers that tires made with TYREX cord: (1) 


are basically stronger, more resistant to impact; (2) deliver more mileage in modern-day driv- 
ing; (3) eliminate “flat-spotting” and thumping that’s characteristic of nylon; (4) run cool for 
| greater safety at high speed—all proven by test! 
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Tyrex Inc., Empire State Bldg., New York 1,N.Y. TY REX (Reg. U.S. Pat. Off.) is a collective trademark of Tyrex Inc. for tire yarn and cord. Tyrex tire yarn and cord is also produced and available in Canada. 











